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Sparks 


The State of the Nation’s Econ- 
omy: 
Up 


Imports, Exports—U. S. Septem- 
ber imports amounted to $530,000,- 
000, an increase of $40,000,000 over 
August. U. S. imports of domestic 
and foreign merchandise rose from 
$880,700,000 in August to $904,300,000 
in September. 

Factory Pay—In mid-September, 
factory workers received an aver- 
age of $55.64 a week, second best in 
history, says Labor department. 

Furniture — September orders 
were 15 percent ahead of a year 
ago, and up 14 percent from 
August. 

Lire INsuraNce—September pur- 
chases set an alltime high for that 
month—$1,718,000,000. 

Metats — Copper production for 
September gained 5 percent over 
August; gold output increased 2 
percent. 

Motor Fvet—Demands in the 
first eight months of 1949 went up 
5.1 percent over last year, to 
630,993,000 barrels. 

LumMBer—Production for the week 
ended Oct. 29 was 2.5 percent above 
the like period last year—216,672,000 
board feet. 

SHoes—Production this year may 
be 30,000,000 pairs above last year’s 
461,000,000, reports at the national 
shoe fair in Chicago said. 

Duras_e Goops—Sales amounted 
to $1,843,000,000 in September, an 
increase of 5 percent over August 
on a seasonally-adjusted basis, 
Commerce department reports. 

Auto Output — Week’s total of 
110,557 vehicles in U. S. plants is 
slightly above previous week’s 108,- 
552, and only slightly under the 
111,261 in the same week a year 


ago. 


* * 


Down 


Russer Use—v. S. manufacturers 
used 75,503 long tons of new rubber 
in September compared with 79,726 
tons in August. September con- 
sumption was 17 percent below the 
like period last year. 

WHOLgEsALE Prices — Average 
dropped 0.7 percent in week ended 
Nov. 1. 

Wueat FLour—Output in Sep- 
tember is estimated by Census 
bureau at 20,400,000 sacks, 14 
percent below September, 1948. 
CarLoapINGs—Freight carloadings 
for the week ended Oct. 29 were 
591,317, a 36.5 percent decrease 
from like week last year. 

ao * a” 


General 


InNpusTRIAL Output — Coal and 
steel strikes will cause an estimated 
12 percent drop in October, Federal 
Reserve board believes. This would | 
equal 20 points on its index and | 


* 





bring that yardstick down to 152. 
The September index figure, how- | 
ever, is 172 compared with 170 in| 
August and 192 in September, 1948. 


A SMILING SENDOFF FOR DEALER WEEK 
Florida's automobile business this fall. When 


Assn. posed for the photographer at the beginning 
W. Pierce (Cadillac), director; H. 
the advertising committee; State 


smiles predominated. Left to right are R. 
(Chrysler-Plymouth), chairman o 
executive secretary: 


TECHNOLO 


me “The Newspaper of the Industry . 
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DETROIT, NOVEMBER 14, 1949 


Sales Sustain Brisk Pace 
As Production Levels Off 


Ford to Restore 
Dealer Discount 


To 25% Level 


No Change in Prices 
Seen When °50 Cars 
Go on Display Friday 
ORD dealers will regain their 


historical 25 percent discount on 
passenger cars when the 1950 


models go on sale Friday (Nov. 18). | 


“Complete restoration” of the 
discount, after 17 months of 
operations at reduced rates, was 
announced by L. D. Crusoe, Ford 
division general manager. 

It was also learned that Ford 
plans to introduce its 1950 cars 
without any changes in the price 
level that existed on 1949 models. 

7. + * 


HE discount reinstatement an- 
nouncement was made by Crusoe 
in the absence of J. R. Davis, sales 


Ford's First Coat of Arms 


vice-president, who was convales- 
cing last week from a coronary 
ailment in St. Joseph’s Mercy hos- 
pital, Pontiac. Davis was reported 
in “excellent condition” by com- 
pany spokesmen at press time 
Thursday. 

Restoration of the discount puts 
Ford dealers on a competitive par 
with Chevrolet dealers, Ford 
officials claimed, 

Ford truck, Mercury and Lincoln 

(See DISCOUNTS, Page 57, Col. 3) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


111,261 
108,552 


Last Prev. 1948 
Week Week Week 


For complete production totals 
by makes, see table, page 62. 


110,557 





Registrations Due | 


For Noy. Reeord 


| Month’s Previous High 
| $13,230 New Cars 


By Bob Gordon 
| Associate Editor 
> aaa have been doing a 
thorough job of rewriting the 
new-car sales record book this 
year, and early reports for No- 
vember hold promise that the rec- 
ord-breaking pace is continuing. 
The best November sales record 
on the books was established last 
year when 313,230 new cars were 
registered. It’s a total which seems 
likely to be surpassed this month. 
While on the subject of sales 
records, notice should be taken 
of the splendid figure attained 
in September. New-car sales dur- 
ing that month reached 459,647. 
The total was the fifth highest 
for a single month in history, and 
surpassed by 155,195 units the pre- 
vious record for the month of 304,- 
452, set in September, 1929. 


a * > 

CTOBER sales probably fell 

short of the September total, 
but are still believed to have been 
over the 400,000 mark. New Hamp- 
shire, the only state to report Oc- 
tober new-car sales to date, regis- 
tered 1,541 new automobiles dur- 
ing the month, against 1,652 in 
September. 

Several factors indicate a fur- 
ther decline in new-car sales in 
November, notably model change- 
overs and shutdowns occasioned 
by the coal and steel strikes. 
Still, the total for November is 
expected to exceed last year’s rec- 
ord for the month of 313,230 new- 
car registrations. 

Supporting this view was a re- 
port from Cleveland, which showed 
1441 new cars sold during the 


week ended Nov. 4. The total was 
(See SALES, Page 61, Col. 5) 





|A CONGRESSIONAL probe of 
$44,400,000 in government loans 
to Kaiser-Frazer Corp. appeared 
;certain last week, but the Recon- 
|struction Finance Corp. said it 
would go right ahead and lend 
| K-F the money anyway. 
| RFC shunted aside a request by 
| Sen. J. William Fulbright of Arkan- 
isas to hold up the loan until it 
; could be investigated by the Senate 
Banking and Currency committee, 
of which he is chairman. 

The demand for an inquiry 
came after Henry J. Kaiser, K-F 
board chairman, announced a 
nationwide contest offering $200,- 
000 in cash awards for the nam- 
ing of a new low-priced car 
which K-F plans to produce with 
part of the RFC loan. 





Despite RFC’s announced inten- | 


tion to go ahead with the loan and 
a subsequent blast by Kaiser of 
Sen. Fulbright, a quiz of the loan 


~|seemed likely. Two other members 


IN MIAMI—That city is the bright spot of 
officials of the Miami Automobile Dealers 
of Know Your Auto Dealer Week, broad 
C. Munroe 
C. Lantaff, 


Rep. W. 


Cecil Holland (Ford), president; Leo Adeeb (Chevrolet), treasurer: 


R. W. Ingman (DeSote-Piymouth), vice-president; John E. Jones (Dodge-Piymouth), director, 


end Ben C. McGahey (C 


rysier-Plymouth), past president. 


of the Senate group said they would 
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Automotive News Estimates 


Dealer Inventory 
Of New Cars 
Drops Slightly 


Wit# factories currently produc- 
ing only about two cars per 
week for each dealer in the nation, 
another scarcity of new cars may 
develop before the last effects of 
the steel and coal strikes have been 
overcome. 

An Automotive News’ survey 
indicates that, despite volume 
October production, dealers on 
Nov. 1 had slightly less potential 
inventory than they did on Oct. 1 
—617,858 new cars on Nov. 1 
against 618,457 on Oct. L 

In addition, that part of potential 
inventory designated as “in transit” 
started to show a substantial drop 
during the latter part of October, 
and continues to decline in Novem- 
ber. 

On Nov. 1, 1949, according to 
Automotive News’ compilations, 
dealers had about 40,000 more new 
cars actually on hand than a month 
before, but sales were paring that 
advantage down slowly but surely. 

” + * 
[FueiNe the last 15 days of Octo- 


ber, sales appear to have more 
(Continued on Page 57, Col. 1) 





K-F Loan Reaffirmed 


RFC Will Lend $44,400,000 Despite Criticism, 
But Congress Probe Seems Likely 


be willing to support Fulbright’s 
demands, 


N 


a * * 


will be of standard size and seat 
five passengers. 


“It will be the low-priced car 


in the low-price field,” he said. 
| He did not say when the car 


|would be put into production, but 
|K-F is known to have promised it 
ito dealers for the 1950 spring 
|market, and at “competitive dis- 
| counts.” 

Kaiser said the new car will be 
| engineered to give the lowest main- 


| tenance and operating costs of any | 


{standard automobile on the road. 
He said it would be “powered by an 
engine that will deliver remarkable 
gasoline mileage.” 


* * 

A rcctse and his son, Edgar F. 
Kaiser, K-F president, both in 
Houston for a meeting with Texas 
dealers, made a joint statement. 
They said: 

“A plot to stop Kaiser-Frazer 

(Continued on Page 60, Col. 3) 


” 


ANNOUNCING the $200,000 | 
contest, Kaiser revealed that the | 
contemplated new low-priced car | 


DVISED of Fulbright’s action, | 
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) Week’s Output Up 


2,000 Vehicles 


But Strikes’ Pinch 
To Affect Rest of °49 


By Bernie Thomas 
Associate Editor 

ESPITE the likelihood of com- 

plete labor peace in the steel 
and coal industries, high volume 
output of cars and trucks is a 
remote prospect in U. S. plants for 
the rest of this year. 

Many plants may be able to avoid 
complete shutdowns for reasons 
other than model changeovers, but 
supply channels have already been 
too disrupted to hope for any early 
resumption of the peak schedules 
in effect several weeks ago. 


Last week U. S. plants built 
91,156 cars and 19,401 trucks for 
a total of 110,557 units, according 
to Automotive News’ estimates. 

In the previous week, operations 
in this country accounted for 91,- 
549 cars and 17,003 trucks—a total 
of 108,552 vehicles, revised tabula- 
tions reveal. 





* * * 


ENERAL Motors officials said 

last week they still hoped to 
continue without further curtail- 
ment through at least the rest of 
this month. 

Meanwhile, some of GM’s Chev- 
rolet final assembly plants con- 
tinued to operate on a four-day- 
a-week schedule. The GMC truck 
plant was on the same basis. 

GM’s main source of steel is U. S. 
Steel Corp., which at presstime 
Thursday had not yet settled with 
its striking workers. But a settle- 
ment was considered an early pros- 
pect, 

Ford has already called off its 
plans to close down final assembly 
activity other than at Lincoln. At 
Lincoln, work was stopped last 
Friday because of a lack of wide 
steel sheets. 

* ” a 
HOWEVER, the sending of the 
coal miners back to work must 
have been most cheering news to 
Ford production men. That action 
(Continued on Page 62, Col, 1) 


Top Cars 

New-car registrations for nine 
months, plus one state for Oc- 

tober: 

1949 Pos. 
1—763,222 
2—569,261 
8—379,789 
4— 284,330 
5—236,684 
6—199,027 
J—192,197 
8—143,629 
9—128,829 
10—110,628 
11—102,007 
94,779 


1948 Pos. 
529,456— 1 
310,891— 2 
253,958— 3 
187,849— 4 
171,797— 5 
136,745— 7 
160,264— 6 
108,892— 8 
95,698— 9 
$1,174—12 
87,061—11 
79,511—13 
58,824—15 
61,025—14 
44,493—17 
87,222—10 
20,846—19 
16,130—20 
48,624—16 
21,383—18 
| Ang.-Pref. 1,883—22 
2 Austin 7,311—21 

Total All Makes 
3,549,845 2,575,766 
| For further details see page 
| 48, today’s issue. 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
Packard 
DeSoto 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 






















CELEBRATING PACKARD'S 50TH ANNIVERSARY—Fifty years ago Nov. 7, the first Packard 


automobile was completed. Still in runnin 


condition and 


now preserved at Lehigh university, 


of which James Ward Packard was an alumnus, the old car is shown on a commemorative 
drive about the campus. Left to right are Dr. Martin D. Whitaker, Lehigh president, and 


Dr. 
observed 
Lehigh's James Ward ckard engineering 
tribute to the automotive pioneer's memory. 





A A. Neville, director of the university's institute of research. In Detroit, Packard 
he ny by honoring an employe who helped Mr. Packard build the car. 
a 


laboratory, in background, stands as another 


Six Car Makers Win Round | 
In Freight Relief Fight 


{nema Corp. and the inde- 
pendent car makers won a 
round last week in their prolonged 
battle to reduce their railroad 
freight costs, 

Two examiners of the Inter- 
state Commerce commission up- 
held these makers’ complaint 
that General Motors and Ford 
were enjoying “unduly prefer- 
ential” rate levels, The examin- 
ers recommended that the com- 
petitive gap be narrowed. 

The recommendations now go 
before the full commission, which 
has been conducting hearings in 
the dispute since 1939, 

e * * 


DRIVE to obtain favorable 

action on their grievance was 
begun last St. Patrick’s day by 
Chrysler and the independents— 
Hudson, Nash, Packard, Studebaker 
and Willys-Overland. 

The report of the ICC examiners 
last week supported the complaint- 
ants’ claim that Ford and GM were 
reaping relatively greater profits 
from the allegedly lower costs sanc- 
tioned by the commission on their 
rail shipments of finished cars. 

The examiners agreed that GM 
and Ford should not have to pay 
as much of the first-class railroad 
rate percentagewise as the other 


L. A. Police Seize 
Financial Books 








Of Davis Car 


LOS ANGELES.—Financial rec- 
ords of Davis Motor Car Co. of 
Van Nuys, Calif., projected manu- 
facturers of a three-wheeled auto, 
were seized last week by District 
Attorney William E. Simpson's in- 
vestigators of Los Angeles. 

Simpson said that his aides were 
seeking to trace the disposition 
made by Gary Davis, head of the 
concern, of more than $1,000,000 
which he reportedly received 
through the sale of dealers’ fran- 
chises. 

A truckload of ledgers, franchise 
sales reeords and cancelled checks 
were signed. The district attor- 
ney’s office, which has been inves- 
tigating the affairs of the concern 
since April, declared Davis sold 
dealerships for sums ranging from 
$5,000 to $55,000 upon assurances 
that his plant was equipped to pro- 
duce automobiles in volume. 

Actually, the plant never was so 
equipped and only a few hand- 
made cars have been turned out, 
it is charged. Davis sold dealer 
franchises in 30 states and Alaska, 
it is said. 

An audit of the books may be 
followed by a grand jury inquiry, 
the district attorney stated. 








Veep Barkley to Address 


Trailer-Coach Makers 
WASHINGTON. -- Vice-President 
Alben W. Barkley has accepted an 
invitation to address several hun- 
dred trailer-coach manufacturers 
and dealers from all parts of the 
U.S. and Canada on Nov. 16 at a 
banquet in the Mayflower hotel. 
The banquet is being held in 
conjunction with the first National 
Trailer-Coach industrial exhibit, to 
be open to the public Nov. 18-20 
in the National Guard armory, 2001 
E. Capitol St. 











makers, but they urged that the 
difference in the two levels be 
fixed at no more than 25 per- 
centage points. 

At present, the report noted, the 
advantage enjoyed by GM and Ford 
with their nationwide assembly 
plant networks is as much as 56 
percentage points. This is too much, 
it was declared. 

* a ae 

oO 25 percent of the cars pro- 

duced in the so-called Michigan 
assembly area is shipped out by 
rail, the rest moving by truck or 
boat. But the relief-seeking group 
of manufacturers has cited two rea- 
sons why rail traffic still is of vital 
concern, as follows: 

“There are many times when 
shipment by rail would be prefer- 
able both to shipper and consignee, 
except for rates that are too high a 
price to pay for rail service. 


“Second, other carriers, in order 
to get the traffic, tend to fix their 
rates competiitively with the rail 
rates. When these are artificially 
high, competing carriers can fix 
their rates higher than they 
would otherwise. The high rail 
rates hold an umbrella over all 
competing carriers’ rates.” 


The examiners pointed out that 
a keenly competitive car market 
would result in injuries to makers 
suffering from a higher level of 
freight rates and benefits to com- 
panies with higher rates. 


* x * 


‘Was at the present time the 
benefit is not reflected at the 
retail level because of the pricing 
methods of the manufacturers,” the 
examiners said, “it is present in the 
form of increased profit which may 
be used in the various manufactur- 
ing operations, or paid out in larger 
dividends to stockholders. 

“It is clear that General Mo- 
tors and Ford are benefitted and 
other manufacturers are 
by the differences in the levels of 
the rates from their respective 
plants.” 

The Michigan-area makers have 
filed a protest against the alleged 
inequity every time the ICC has 
authorized rail freight increases, 
but without avail to date. 
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Peace Descends in Steel, Coal. . . 


Crisis Stage Passes 


In Pension 


By Mac Gordon 
Staff Writer 


HE fourth round of economic 

demands by labor appeared to 
have passed its crisis last week and 
the accent was on resumption of 
work, uninterrupted negotiations 
and contract settlements. 


The three-week armistice in coal, 
ordered dramatically by Miners’ 
| President John L. Lewis after a 52- 
day strike, spotlighted the calm 
| descending all along the industrial 
front. 

Where pension agreements had 
not been reached, bargaining ses- 
sions were either on the schedule 
or in progress: Between Lewis 
and the mine owners; between 
U. S. Steel and the CIO Steel- 
workers union, and between 
Chrysler and the UAW-CIO and 
General Motors and the UAW. 
Cyrus S. Ching, chief federal 

mediator, declared that “as far as 
the government is concerned, the 
steel strike is over.” 

After Republic Steel and Jones 
& Laughlin agreed to pension con- 
tracts attuned to the Bethlehem 
Steel non-contributory formula, 
Ching turned his attention to the 
soft-coal dispute and arranged new 








Packard Revamps 
Sales System; 
Drops Regions 


DETROIT. — New alignment of 
top responsibilities in the Packard 
distributing organization was an- 
nounced at a three-day conference 
last week of fac- 
tory executives 
and field officials. 

Karl M. Greiner, 
sales vice - presi- 
dent, aided by 
Cc. E. Briggs, as- 
sistant general 
sales manager, 
described the 
streamlined sales 
division structure 
B 8.. ee 

1. Ernest J. Platfoot, Leo E. Fenn 
and R. J. Froiseth will serve as 
eastern, western and Pacific coast 
division sales Managers, respec- 
tively, reporting directly to Briggs. 
Divisional headquarters will be at 
the factory, although Froiseth will 
center most of his activities at 
Oakland, Calif. 


2. The former system of regional 
functions “is dissolved entirely un- 
der the new pattern.” Previously, 
the Packard field organization was 
divided into four regions: eastern, 
central, midwestern and Pacific 
coast. 

3. Packard’s 21 zone managers 
will come under the immediate 
supervision of the three divisional 
sales managers. “With a _ conse- 
quent increase in responsibility,” 

(See PACKARD, Page 59, Col. 5) 





Disputes 


| conferences between Lewis and the 
operators. 
a + a 

ne for an early settlement 

were heightened when Lewis 
called off the walkout and ordered 
the miners back into the pits until 
Nov. 30. The miners’ boss said his 
action was prompted by the 
dwindling supply of coal on the eve 
of the winter season. 

Lewis has demanded an addional 
outlay of 30 to 35 cents per ton of 
coal by the operators, with some 
of this to go into the union’s wel- 
fare fund. At present, the mine 
owners support the fund with a 
royalty of 20 cents a ton. 


U. S. Steel, largest producer in 
this country, resumed pension 
talks with the CIO following a 
study of the Bethlehem Steel 
plan. No undue delay in resolving 
the U. S. Steel strike controversy 
was anticipated. 


General Motors and the UAW 
began delving into the pension and 
insurance problems in sessions at 
| Detroit. 

A GM _ spokesman emphasized 
that the talks were not to be 
construed as contract negotiations, 
but rather as “exploratory investi- 
| gations.” 


* * * 


= negotiations, now ad- 
mittedly devoted to the pension 
issue, Were renewed after a week- 
long recess while company and 
union teams studied the Bethlehem 
agreement. Indications were that a 
Chrysler accord on pensions was 
more rapidly approaching realiza- 
tion, 

Increases in hourly wage rates 
are out of the 1949 picture to 
date, but GM workers still face 
the possibility of an adjustment 
come Dec. 1—the next review 
date for their cost-of-living pay 
escalator scheme. 

The Bureau of Labor Statistics 
consumer price index for Oct. 15, 
due to be announced later this 
month, will determine whether GM 
pay scales will increase, decrease or 
hold steady. 

The last quarterly review date— 
Sept. 1—saw no change, principally 
(Continued on Page 61, Col, 3) 





Eprror’s Note: This is the third 
in a series of articles on a dealer 
survey in the southeast. 


By Bob Finlay 
Managing Editor 


NDERSON, S. C.—Ever hear of 
a profitable 250-acre farm 
worked by a man with a shovel and 
a fish pond? 

We were taken to such a farm, 
green in winter, by a dealer who 
was showing us his customers at 
work to prove that the South is 
a growing auto market. 








ANOTHER MILESTONE AT THE ROUGE—Lincoln-Mercury marked a production milestone 
when the 300,000th 1949 Mercury rolled off the division's Rouge plant assembly line. On 
hand to observe the occasion were (in front) Joseph E. Bayne, sales manager; S. W. 


Ostrander (left), manager of operations, 


and Benson Ford, 


vice-president and general 


manager of the division. The 1949 Mercury went into production in March last year. Bayne 


said that the division has produced over 170, 


000 Mercury units so far in 1949. 


Our idea was to get a gross-roots 
picture of dealers in a changing 
market. 

In this small city in the Piedmont 
section, Dealer Jordan Sherard 
thought we should go deeper: 

He gave us a grass-roots picture 
of his customers along the back 
roads of South Carolina. 


* * * | 


ND “grass” is a very fitting) 
word, for it is just that—winter | 
grass—that is helping a new South | 
to arise in the midst of the old. 


Sharard, who handles Chrysler 
and Plymouth here, is the kind of 
a dealer you like on sight. Genial, 
alert and full of ginger, he recog- 
nizes your problem at once and 
wants to lend a hand. 

Although it was getting late in 
the afternoon, he called up the local 
NAPA distributor and a fertilizer 
expert to help show us the stuff 
of which the Anderson auto market 
is made. 





* * * 


HILE we waited for them to 
get free from business, we vis- 
ited one of the most modern of the 
textile mills in the South. 
It was a roar of row on row of 


That Grass-Roots Market 


Visits Through Back Roads of South Carolina 
Point Up Dealers’ Potential 





40 Million Registry 
Forecast by Polk 


DETROIT. —Total car and 
truck registrations, as of July 
1, 1949, are expected to pass the 
40,000,000 mark, R. L. Polk & 
Co. estimated here last week. 
Incomplete tabulations indicate 
the registration of 32,905,000 
cars and 7,101,000 trucks. 

Total car and truck registra- 
tions, as of July 1, 1948, num- 
bered 36,573,009, Polk said, add- 
ing that this figure was over 
2,000,000 more than the July 1, 
1947, registration of 33,653,776. 
Final tabulations will be avail- 
able about the first of the year. 


Dealer Plan Fails, 
Playboy Heads 
For Bankruptcy 


BUFFALO.—In the absence of 
any new plan for the reorganiza- 
tion of Playboy Motor Car Corp., 
federal Judge John Knight set 
Nov, 28 for what probably will be 
a final hearing in the matter. It 
is expected at that time the com- 
pany will be declared bankrupt. 

“We have nothing tangible to 
propose,” said George W. Carruth- 
ers of Contoocook, N. H., a Playboy 
dealer who had actively supported 
a plan to establish a Playboy plant 
in New Hampshire. He said that 
econstruction Finance Corp. had 
rejected an application for a loan 
of $3,500,000. 

Attorney Howard Saperston, rep- 
resenting the Playboy company, 
lodged a protest with Judge Knight 
over the wording of a letter which 
Carruthers’ group had sent to some 
Playboy dealers and_ franchise 
nolders. 

He said the letter contained a 
phrase, “Your franchise will become 
void,” unless the dealer sent a con- 
tribution to the committee. 

“T have very little sympathy with 
the Playboy company,” replied 
Judge Knight, “I think they are in 
a very poor position to criticize. 
They should never have accepted 
money from the dealers until they 
were in a position to do some- 
thing.” 

“Let me put it this way,” con- 
tinued Saperston. “I feel that they 
have been milked enough without 
someone else mil’ ing them again.” 









mechanized looms, working around 
the clock. It was startling to see 
the intricate action of the looms, 
apparently unattended. 

But Sherard told us that 400 
people worked in the mill. They 
were here and there, tying a 
thread when one broke and an 
automatic device shut off a ma- 
chine, or preparing the huge 
rollers that would feed a loom for 
weeks. 

The countryside was dotted with 
their freshly painted homes, which 
they rented for something like 25 
cents a room a week, These were 
the old settlers, who came here 
long ago from the hills of Scotland. 
Their pay might be low by northern 

standards, but judged by the 
amount they were able to retain it 
was high. 
” * * 
‘ts was the industrial part of 
the new south. The mill, by the 
way, was built with local capital, 
Sherard being one of the stock- 
holders. 
The agricultural side of the new 
(Continued on Page 60, Col, 1) 





Ford Car Sales in Oct. 
Best Since June, 1937 


DEARBORN.—Retail deliver- 
ies of Ford cars totaled 86,097 
during October, the biggest sales 
month since June, 1937, accord- 
ing to Walker A. Williams, sales 
manager of the Ford division. 
The October sales were the larg- 
est for that month since 1929. 

Retail deliveries of Ford trucks 
in October were 23,0538, the high- 
est October sales figure since 
1920, Williams said. 
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vt + my recent vacation in 
New England I accepted an in- 
vitation from Ben Cohen (Chevro- 
let), president of the dealer asso- 
ciation of Worcester, Mass., to talk 
to the automobile dealers in that 
city. I was glad to interrupt a 
vacation to visit this pioneer asso- 
ciation. 

It has been continuously in 
operation since 1910. It is the old- 
est dealer association in Massa- 
chusetts. In fact, I don’t know of 
any other dealer association that 
has had a longer life. I would like 
to have readers put me right if 
they know of an older one. I have 
seen, of course, many auto show 
programs of dealer associations 
even before 1900, but most of those 
organizations have long since de- 
faulted or have been succeeded by 
others. 

While I dislike to interrupt a 
vacation, still when a _ dealer 
group asks me to appear I feel 
somewhat like the man from 
California or Florida who is al- 
ways glad for the opportunity to 
extol the virtues of his state. It 
gives me the opportunity, too, to 
talk on a subject that has been 
a cause with me for more than 
40 years—turning the spotlight 
of favorable public opinion on the 
dealer; taking him out from be- 
hind the shadow of the manu- 
facturer’s trade name and set- 
ting forth the importance of the 
contribution the dealer makes to 
his community. 

After my talk, the meeting was 
thrown open to questions and an- 
swers, The subject of most current 
interest to dealers was the drop- 
ping of protected territories in the 

General Motors contract. 
* * * 


Fear Spread 


HE dealers I talked to, includ- 
“ing the dealers handling all 
makes of cars, were very much 
disappointed to lose this contract 
provision. They felt with General 
Motors taking the leadership, ter- 
ritory protection would soon be 
dropped from the contracts in the 
lines of cars in which it still re- 
mains. 

Most dealers feel that the rea- 
son given by GM for dropping 
the protected territory, namely 
the court decision in the Califor- 
nia oil case, was rather far- 
fetched. Dealers tell me that in 
the California case it wasn’t a 
question of exclusive territory, 
but it was a question of forcing 
the dealers to handle only the 
products of the oil company in 
question. 

Dealers realize that protected 
territory clauses in factory con- 
tracts are very hard to adminis- 
trate. Some factories have a pay- 
roll of several hundred people in 
the department to handle them. 
It has not been altogether satis- 
factory because, when a _ claim 
comes in from a certain territory, 
the car number is apt to be con- 
fused and the original work has 
to be done all over again. Or per- 
haps the car reported by a dealer 
sold in his territory has been 
moved to still another territory 
before the claim came _ through. 
They feel it was the difficulty in 
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| to compete with the dealer whose | 
| Sales technique is based exclusively 





| must be fair before it can be free. 


|make money for them. But they 
| want a contract by which they can 


| get relief to protect their own and 
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Sealers tell me 


By John O. Munn 








than the 
that caused 
the protected territory provision to 
be removed. 
+ 


administration, rather 


California decision, 


* + 

Dealers’ View 
OME dealers think this change 
is an indication of the lessening 

of influence of Alfred Sloan in| 

formulating dealer policies. 


There seems to be some division 





of opinion among dealers as to| | 


how the new open territory pro- 
vision will affect dealers. Some 
dealers claim it will benefit the 
dealers in large towns, while 
others feel it will work to the ad- 


vantage of the dealers in smaller | } 


towns. 

Of course, when any trade rule 
is changed, it affects everyone in 
the trade. When you change a 
set of basketball rules, for in- 
stance, the changes are apt to 
make a dud out of a former star 
player and bring a mediocre 
player up to the star class. 
Changes in basketball rules, how- 
ever, are made by a committee 
representing all sides of the 
question. The changes are made 
in public interest, to make the 
game less hazardous to players, 
but more interesting from _ the 
spectators’ standpoint. 


It was the consensus of the deal- | 


ers, however, that the elimination 
of protected territory was not in 
the public’s interest. Neither was 
it in the dealer’s interest. There- 
fore, it could not be considered as 
a long term benefit to the manu- 
facturer’s progress. 

Dealers remind me that in the 
Federal Trade Commission hear- 
ings in 1936, one of the most vig- 
orous complaints registered with 
the commission, and one of the 
causes for dealer failure, was open 
territory. NADA and many state 
and local associations worked for 
years to obtain protective terri- 
tories. Dealers feel now they have 


lost that gain. 
* * * 


Aids Price Cutters? 


[BALERS feel open territory will 
benefit only the price cutter, 
be he located in small or large 
towns. Dealers tell me a price-cut 
technique is successful only be- 
cause other dealers in the area 
attempt to maintain price. 

Dealers remind me that, before 
the protective territory provision, 
automobile bootleggers thrived. 
Such operators obtained cars for 
which they were not franchised 
and sold them for as low as $5 
per unit above invoice cost. They 
would then ship or drive them to 
towns located throughout the 
country. 

Open territory, they say, will 
again stimulate the discount 
dealer. Such operators advertise 
and deliver new cars of any 
make at a discount direct to 
retail customers. 

Dealers tell me it means the re- 
turn, as soon as car stocks of all 
makes are again plentiful, of all 
of those cross-selling, cut-throat 
tactics which brought on the pro- 
tected territory originally. 


Dealers want competition, but it 


Dealers don’t want, need or expect 
a contract that will automatically 


justify huge investments to take 
care of their owners, and not have 


on cut price. 

Talking to dealers, I predict that 
they will work closer than ever 
through their trade associations to 


public interest. 


Southwell Body Shop 


Southwell Motor Co. (Buick), 307 
N. Ashley St., Valdosta, Ga., has 
added a body and fender repair 








department under the supervision 
of J. L. Hasty. 
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Dealer Activities 








CONNECTICUT DEALER OFFICIALS—At the recent annual meeting of the Connecticut 


Automotive Trades Assn., 


Robert E. Parsons, Buick-Chevrolet dealer of Farmington, was 


elected president. Parsons was lieutenant governor of Connecticut last year and for a time 
served as acting governor. Left to right: Orlo M. Braes, Albany, speaker; Martin J. O'Meara, 


Ford dealer, East Hartford, retiring president; Parsons, Carl 


dent.—(Hartford Courant photo.) 


R. Lane, executive vice-presi- 





CLAREMONT (N. H.) OBSERVES KNOW YOUR DEALER WEEK—Sixteen dealerships were 


represented at the banquet of the Sullivan 


County Auto Dealers Assn. At the speakers 


table are (left to - front row: Arthur Davis, acting mayor; John Howe, president of the 


county association; 


Harrison Cavanaugh, NADA vice-president. Second row (left to right): 


George Irwin, director; Briscoe Spencer, area chairman; John Avery, director, and John 
Graham, secretary. The program was broadcast over station WTSV. 


From Parades to Dances 


WASHINGTON.—Everything from a parade in New York City to 
a free public dance in Smithfield, N. C., won deserved recognition for 
automobile dealers in their own trade areas and marked the initial 
observance of “Know Your Automobile Dealer Week,” according 


to NADA. 


The eight Smithfield dealers who sponsored the dance, complete 
with free refreshments and prizes, staged the most unique event 
reported to date, said NADA. New models of cars were displayed at 
the dance hall and all officials of the North Carolina Automobile 
Dealers Assn. were extended special invitations. 

Special proclamations were issued in numerous cities and promin- 
ent dealers addressed many local civic organizations. Virtually all 
dealers who participated sponsored appropriate newspaper and radio 


campaigns. 
Many local dealer groups went 


“all out” in their observances, by 


staging a variety of special community events. 

The Steubenville (O.) Dealers Assn., for example, held open house 
in every dealer’s showroom, a parade of new cars and trucks, a new- 
car outdoor show, a newspaper advertising campaign, and a series 


of five-minute radio interviews 
association, 


with each member of the local 





Salt Lake Dealers Elect 
Queen, Give Prizes 


SALT LAKE CITY.—AIll 24 new- 
car dealers in this area observed 
“Know Your Auto Dealer Week” 
with open houses, prizes totaling 
$7,000 in merchandise certificates, 
and the election of a queen. 

The dealerships were opened to 
show the public how they operate. 
Many watched how repairs and 
serving are done. 

Queen for the event was Pauline 
Peterson, 257 Second Ave., who was 


selected by a committee headed by | 


L, W. Elledge. 
Dealers who handled arrange- 





Insurance Agents 
Of GM Dealers 
Form Ohio Assn. 


COLUMBUS, O. — Insurance 
agents associated with General Mo- 
tors dealerships in Ohio have 
incorporated the Independent In- 


|surance Agents of Ohio, to promote | 
better relations between insurance | 


agents and automobile firms. 
Virgil G. Martin, at one time with 


the Ohio State division of insur-| 


ance, is executive secretary. 


Trustees named in the incorpora- 
tion papers are David Towell, 
Akron; George Simeon, Columbus; 
Charles H. Sipe, Cambridge; R. H. 
Eddy, Toledo; Fred Evans, Youngs- 
town; C. B. Nye, Athens; Crawford 
Edwards, Lakewood; Lloyd Mc- 


|Keown, Lima; A. D. Shellabarger, 


Dayton; Don Montgomery, Steu- 
benville; Rice B. Kincaid, Mt, Ver- 
non, and J. E. Attaway, Cincinnati. 

The organization is said to be a 
non-profit group. 


ments for the “week” were William 
T. Ralphs, Seth H. Blair sr.. Homer 
C. Warner and Elias J. Strong. 


On the House . 








Reg. W Return 
Seen in Loose 


Credit Policy 


Congress Alerted 
By Rise in Total; 
Trend Up in East 


ALBANY, N. Y.—A warning that 
loose-credit policies among auto 
dealers may result in the reenact- 
ment of Regulation W has been 
voiced by C. D. Henderson, execu- 
tive vice-president of the New York 
State Automobile Dealers. 

Citing newspaper ads which 
offer terms such as $95 down and 
86 months to pay, Henderson said 
that such advertising is just 
“come on” bait since those whose 
credit would qualify them for 
such terms do not need credit and 
could pay cash. 

The association official said the 
trend was most noticeable from ads 
in New York city papers, some of 
which read as follows: 


“Chevrolet, ’49—Plymouth, °49— 


_|under 10 miles, immediate delivery, 


three years to pay.” 
“'49 Chevrolet—5 miles—no down 


> | payment—three years to pay.” 


“'49 Ford—$195 down—payments 
as low as $9.50 weekly—or no down 
payment and $10.85 weekly.” 


“'49 Nash—$75 down—tell us how 
much you want to pay a month!” 


Payments on such terms, said 
Henderson, may be compared to 
those required by a bank when 
they will loan you money if your 
cash collateral is in excess of 
what you wish to borrow, 


He pointed out that while many 
banks will accept paper on 36- 
months-to-pay terms, a down pay- 
ment of one-third is required, while 
the terms of major finance com- 
panies are still 24 months with a 
one-third down payment. 


Henderson added that he has 
found that most reliable new-car 
dealers do not sanction such long- 
range credit terms and offer such 
terms in their ads as a hedge 
against competitive ads that dis- 
play such inducements. 

Dealers were cautioned by 
Henderson that those who accept 
long-range credit terms under 
contracts with recourse may find 
themselves in a serious condition 
and with a yard full of iron if 
they do not provide substantial 
down payments and monthly pay- 
ments so that the market value 
of the car will exceed the unpaid 
balance, 


A 17 percent increase in auto 
financing during August has caused 
the Federal Reserve Board and 
Congress to begin scrutinizing the 
sharp uptrend in installment sales, 
he reported. 


With the trade getting worried over loose credit terms on new and 


used cars, the following statement by the Rhode Island dealers 
association (apropos the sale of new cars on three-year terms) is 


particularly appropriate: “After one year, you're 





Wembhoft 


and suggestions for next year. . 





financing a used car at the price (including time 
charges) it cost when new. Second, you’re keeping 
the customer out of the new-car market for a long 
time. The first worry may be that of the finance 
company, but the second is yours when you start 
to miss many of those customers who used to buy 
a new car every two years.” 
Pennsylvania association 
members for the fourth consecutive year on 
wages, hours and working conditions in dealer 
service departments—to keep all dealers ap- 
prised of what other dealers are doing. ... 
Minnesota association is polling its 


is surveying its 


nuenrbers 


on what they liked or disliked about the recent state convention 


. Texas leads incompleie returns 


on NADA’s membership drive; Northern California is second... . 

There's been lotta confusion since Maurice Murpliy joined his 
father, Richard Murphy, in the Washington (D.C.) association office. 
So telephone callers are now requested to call for “Murphy” when the 
elder is desired, and for “Mike” when the younger is wanted... . The 
following is from the New Jersey bulletin, entitled “Meet and Greet 
Your Competitor: “In my younger days, I was afraid of my competi- 
tor, and thought he was an enemy. Now I know he is one of the best 
friends I have. My competitor does more for me than my friends 
will do. My friend is too polite to tell me what I ought to know. My 
competitor makes me efficient, diligent and attentive. He makes me 
work and search for new ways to improve my service. My competitor 
would take my business away from me if he could. This keeps me 
constantly alert to protect what I have. if I had no competitor, I 
would become lazy, incompetent and independent, I need discipline 
. .« I like my competitors: they have been so good to me.” 


—Petre WesnHorr, 
Editor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, perts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 
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Capsule Comment | 


The return of easy-credit practices brings repeated warn- 
ings by worried finance men that Regulation W may be 
revived by the U. S. 

So remember that for 16 years this has been an era 
of expanding government intervention in the affairs of 
business. Go easy on that easy-credit. 

* * * | 

Harley-Davidson Co. of Milwaukee has formally denied 
an FTC charge that it forced its motorcycle dealers to han- 
dle H-D products exclusively and acted coercively in do- 
ing so. 

Here’s one to watch. The repercussions may have a 
drastic effect on the automotive industry’s historic mer- 
chandising methods. 


| 


* * 


You now can take a six weeks’ course and be graduated 
as a college-trained truck driver. North Carolina State is 
the first university to offer such a program. 

Education and safety walking hand-in-hand for the 
good of all. 


* 


* * * 


Selling is necessary, but the Southern market is “bent,” 
rather than “broken.” So report resident and roaming cor- 
respondents of AUTOMOTIVE NEwSs. 

It’s fortunate that the transition into the buyer’s 
market is taking the form of a gradual slide, instead 


of an acute nosedive. 


* * * 





The record books are undergoing a rewrite job this year 
in two categories—new-car sales alone and new-car and 
truck production combined. Motor vehicle exports, however, 
are not expected to reach 50 percent of the 20-year-old 
peaks. 

Even without the cushion provided by exports before 
and during the great depression, 1949 sales are blazing 
along at a phenomenal rate. The $64,000,000 question: 
How long can the domestic market support such pro- 


duction? 


* * 


Reports from -field show that “Know Your Automobile 
Dealer Week” generally proved a smashing attendance suc- 
cess in cities where it was observed. 

Here’s a promotion that seems worthy of being put 
on an annual basis for the off-season period. 
* * * 

Designer Car! W. Sundberg forecasts streamlined cars 
going out of vogue in favor of designs that are crisper and 
more sharply defined. 

Flow gently, sweet streamline. 
* * 

Speakers at the Florida dealer convention predicted that 
1950 could pull down laurels as industry’s best year in 
history. 

We hope so, but it will take a lot of smart dealing. 





* 
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| Letterbox 
| 


More Tributes 
to G. M.S. 


| Due to space limitations in the 
| Nov. 7 issue, the following trib- 
| utes to George M. Slocum, late 
| publisher of Automotive News, 
| are published this week: 


Great Blow 


| George Slocum was a good friend 
|of all of us at International. His 
| death is a great blow to us, as well 
|}as to the entire industry for which 
(he did so much.—W. C. Scuvu- 
| MACHER, general manager, Motor 
| Truck division, International-Harv- 
ester Co., Chicago. 
* * ¥ 
Important Figure 


I have just learned of the pass- 
ing of Mr. Slocum. 
| _ It was not my good fortune to 
| know Mr. Slocum well, but 
through his associates and works, 
| I have felt that he was an 
important part of our industry. 
I know that you, and your asso- 
ciates, will greatly miss him.— 
Davip E. Castes, former president 
of National Automobile Dealers 
| Assn., St. Louis. 
*x * + 
I was indeed sorry to read of Mr. 
Slocum’s death. — WituaMm H. 
Lanper, E. J. du Pont de Nemours 
| & Co., Wilmington, Del. 
* * * 


| Distinct Loss 


I am shocked by George’s un- 
timely passing and feel that the 
automotive industry has suffered 
| a distinct loss. His contributions 
have been noteworthy. 

I should like to express to you 
and his other close business asso- 
ciates and to his family my deep- 
est sympathy.—K. B. Elliott, vice- 
president, Studebaker. 

* * * 


Must Carry On 


The passing of our good friend 
George Slocum was a shock to all 
of us here at the American Auto- 
mobile Assn. 

Over the years he made an out- 





standing contribution to a better 


understanding between members of 
(Continued on Page 58, Col. 1) 





Epiror’s Note: With the death 
of Publisher George M. Slocum, 
the space formerly occupied by 
his weekly column will hereafter 
be devoted to a forum for auto 
dealers. This week’s column is 
provided by C. F. Johnson, Chev- 
rolet dealer in Miami, Fla. Next 
week the dealer-columnist will be 
Ben T. Wright, former NADA 
president, who is a Lincoln-Mer- 
cury dealer in Evanston, Iil. 

Dealers are invited to use this 
column for an expression of their | 
particular views. 

By C. F. Johnson 

THE GREATEST automobile 
Sellers Market in history will end | 
in 1949 and, with the coming of 
1950, the entire industry will enter 
a Buyers Market. 

With the changing market defi- | 
nitely just ahead, new-car dealers | 

should take an inventory of their 
position now and carefully plan 
their operation from this point. 
The months of November and De- 
cember, 1949, can be the most 
profitable months in history for 
some dealers be- 
cause decisions 
made now can 
be the successful 
turning point in 
business. A com- 
plete inventory 
means count ev-| 
erything: 

The plant setup, | 
financial position, | 
public relations, | 
competitive posi- 
tion, personal} 
health, short-term outlook, and | 
long-term outlook. 

This is a personal job a dealer | 
should do himself. He alone can | 
answer all the important ques- | 
tions. With a complete inventory | 
of values, good and bad, a fairly | 


Cc. F. Johnson 


good forecast can be made ob | 


1950, its opportunities and its prob- 





lems; then immediate and 
term plans decided upon. 
* ot * 


THE NEW-CAR and truck deal- 
er will need to give more study 
|to marketing conditions this com- 
ing year than any year since 1941, 
because we are now definitely ap- 
proaching a Buyers Market. There- 


fore, retail dealers should recog- 
nize some definite trends and 
| facts: 


1. The present high prices of 





What’s Become of .. . 





Dou UY. Bathrich 


Oddly, we got in touch with 
Don Bathrick just a few days 
before he popped up in the auto 
news again as 
a speaker at 
the Florida Au- 
tomobile Assn. 
convention. 

We enjoyed 
his opening re- 
marks: 

“When I was 
a carefree fac- 
tory man, I 
could solve 

: dealer prob- 
D. U. Bathrick lems. without 
getting up a sweat. Now that I 
am on the other side, it amazes 
me how much tougher the prob- 
lems have become.” 

Don was general sales manager 
of Pontiac from 1939 to 1946, 
when he left to regain his health. 
Says he has never felt better 
now. He divides his time about 
half and half between Florida 
and Michigan. 

Several investments, some of 
them in the retail end of the 
auto business, manage to keep 
him reasonably busy, he reports. 


(Readers are invited to nominate can- 
didates for this column.) 
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ies Forum for Dealers A 


new cars and trucks are due pri- 
marily to high labor costs plus 
an endless number of social re- 
form taxes. Here is a problem 
that affects the factory, the 
dealer, and the consumer alike, 
and present government plans 
are to further increase these 
taxes, which eliminates any pos- 
sibility of any substantial new- 
car price reduction in the fore- 
seeable future. 


2. The combined manufacturing 
plants of the motor industry ca: 
build more vehicles than a normai 
market can absorb. This accounts 
for the change this year from a 
Sellers to a Buyers Market. This 
will be a dealer problem in 1950. 


3. Used cars traded in on new 
cars should be retailed, and even 
though some new-car dealers con- 
tinue to wholesale used cars, it 
will be a definite dealer problem 
because new-car dealers must pro- 
vide reconditioning facilities which 
= far inadequate at the present 
ime. 


4. The economy of our coun- 
try cannot continue much longer 
on its present high level, even with 
government props and_ subsidies. 
Terrific taxes of all kinds will re- 
sult in a narrowing demand for 
new cars at present high prices. 
This will become a dealer problem 
because it vitally affects not only 
the new-car market but increases 
the cost of doing business. We are 
all in the same boat. Some adjust- 
ments resulting in lower costs can 
and will be made, but our best 
hope is additional gross profit and 
not immediate lower costs. 

* * * 


RETAIL DEALERS who plan 
ahead to stay in business will fore- 
cast their own future by relying 
on self help, always keeping in 
mind that we are a part of the 
largest and most important busi- 
ness in this country—Transporta 

(See FORUM, Page 59, Col. 2) 
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There is no match for the Dodge 
Dealer Agreement 


prices. There is nothing like competition to spotlight an outstanding 
oblem combination. For years, Dodge Dealers consistently have been 


Bevo in the “top three” for number of new vehicles sold. 


T > . : . *4e 
feat. The reason is plain! You as a Dodge Dealer are in a competitive 
S can position in over 80 per cent of new car deals. And you can 


_ best satisfy 97 per cent of all hauling needs with Dodge “Job-Rated” 
one Trucks. 
In addition, you are assured a substantial service business 
a because one in every five registered vehicles carries the Dodge . 
sing or Plymouth name plate. There can be no curtailment of 
Dodge quality ... no substitute 


ng in 
f the Check the Dodge Triple-Profit Agreement ... it may be Dependability. 
just what you are looking for. for Dodge Depe my: 








busi 
porta 


| DODGE ¢ DIVISION OF CHRYSLER CORPORATION © 7900 JOS. CAMPAU, DETROIT 11, MICH. 





















Sales Experiment 


Pontiac Uses Jesting University Theme at Parley 
For Wholesale Personnel 
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NADA Counsels 
New-Car Buyers 
Against Wait 


WASHINGTON.—Don’t wait, Mr. 


Whoopin’ It Up. . . 






PONTIAC. — 
completed an elaborate experiment 
in sales education. 

The occasion was the division’s 
1950 wholesale convention and the | is 
circumstances were conceived by 


Pontiac has just|day of shortages is 
sellers’ market is a thing of eco- 
nomic history. 


gone — the 


“But there is one commodity that 
still in very short supply— 


creative salesmanship. The organi- 


L. W. (Whit) Ward, Pontiac gen- | zation that does not step up to and 
eral sales manager. Thus came into | correct this situation can look for- 





|ward to being long on stocks and 
short on sales. I’m sure you'll go 
along with me when I say that 
Pontiac does not 
numbered among that group.” 

Then began an 
sentation of selling techniques and 


intend to be 


intensive pre- 


Car Buyer, because stocks at deal- 
erships may again be scarce before 


the holidays. 


That’s the theme of a publicity 
release issued last week by M. Rob- 
ert Deo, managing director of the 
National Automobile Dealers Assn. 

“Persons who want to be sure 
of securing the delivery of a new 
season 
should see their automobile dealer 


ear before the holiday 


now,” the release advised. 
Pre-holiday shortages 


of new 


PROFE 
HuGH HALES 


Kwiz 





automotive know-how. Starring in 
the skits were the following Pon- 
tiac executives playing the college 
equivalent of their roles in business 
life: 

Dan O’Madigan jr. was dean of 
eastern extension courses; 
Chapman, dean of western exten- 


E. J. 





cars, the association forecast, will 


‘GO GET 'EM MEN!'—A wildly enthusiastic Indian war dance ended the three-day Pontiac result from model changeovers and 
wholesale convention. Dancers in this picture include Budget Director Corliss Armstrong; the coal and steel strikes, offsetting 
Walter J. Gibson, assistant to the sales manager; Service Manager Hugh Hales, and | record production rates. 

Accessories Manager J. H. Otis. “Most dealers,” NADA pointed 
out, “have some new cars available 
for early delivery, but this condi- 
tion may not continue even though 
current strikes may be settled at an 


sion courses; Budget Director Cor- 


KNOWS ALL ANSWERS—A feature of the | liss Armstrong became professor = 


Pontiac convention was a quiz program con- 


economics 


and finance; E. 


ducted by Service Manager Hugh J. Hales, Foley’s position as organization and 


shown here as professor of diagnosis and 


treatment. 


existence Pontiac university, with 
the entire Pontiac wholesale organ- 
ization as students and home office 
department heads as faculty. 
Everything was complete even 
to Latin motto, “Denario Pro 


| sorship of analytical 
Walter J. Gibson, university pro- 
vost; R. V. Wiley, professor of busi- 
ness 
Manager J. H. Otis, professor of 
extracurricular activities; 
tising Manager Cap Kimball, pro- 


analysis manager became profes- 


geography; 


administration; Accessories 


Adver- 


early date. 


“It may possibly be a number of 
weeks before the hundreds of sup- 
pliers of numerous parts, necessary 
for the production of new cars, will 
be in a position to start the regular 
flow of deliveries to car manu- 


facturers.” 


St. Clair to Talk 


Denario Pontiacum Superare Non 
Potestisis” which may be trans- 
lated as “Dollar For Dollar You 
Can’t Beat a Pontiac.” 
Determined to carry out the edu- 
cation motif in every detail, Pontiac 
converted its huge retail-delivery 
garage into a college auditorium. 
Greeted by an 80-piece band, stu- 
dents entered the auditorium 
through the gracius white doors of 
“Klingler hall” named in honor of 
General Manager Harry J. Klingler. 


fessor of journalism. 


Other characterizations were 
Service Manager Hugh J. Hales— 
professor of diagnosis and treat- 
ment; Sales Promotion Manager 
L. W. Walker, professor of dy- 
namics and motivation (complete 
with band); R. W. Leighton, pro- 
fessor of marketing and distribu- 
tion. 


The stars were assisted by a host 
of extras as the skits moved along 
for three days of graphic instruc- 


At Utah Parley 


SALT LAKE CITY.—Labert St. 
Clair, Congressional and public re- 
lations advisor for the National 
Automobile Dealers Assn., will ad- 
dress Utah new-car dealers at 
their convention Dec. 1. 

St. Clair worked for the Asso- 

LAST MINUTE ADVICE FROM THE BOSS—The elaborate Pontiac wholesale convention | Clated Press for 28 years in Wash- 
was conceived and supervised by L. W. (Whit) Ward, general sales manager. Here Ward,|ington before becoming NADA’s 
center, discusses a point during dress rehearsal with Leslie Walker, sales promotion man- | Official lobbyist. The Utah conven- 
ager, who was cast as professor of dynamics and motivation. Seated with Ward are Billie | tion will be held in the Newhouse 





Inside they found the garage 
interior changed into a college aud- 
itorium, with book-lined walls and 
windows looking out on simulated 
landscapes. A spacious stage with 
revolving centerpiece faced the 


Ltr r 
TONGUE 
of a 
SATISFIED 
CUSTOMER 
i IS OUR BEST 
ee aa 





tion—sugar-coated with entertain- 
ment. Every aspect of automobile 
merchandising was elaborated 
upon. 

Summed up by Ward at the con- 
clusion of the three days: 

“I think we have demonstrated 
here that learning and education 
need not be boring—that it can be 
fast-moving entertainment and thus 
bring home its message so that it 
stays home. What a man enjoys 
he remembers—and that has been 
our guiding thought in the elabor- 
ate preparations which preceded 
our convention. 

“You have seen enacted here a 
living textbook on automobile mer- 
chandising. If you are a veteran 
your knowledge has been refreshed 
and sharpened. If you were a be- 
ginner in the wholesale automobile 
business—and have absorbed what 
you have seen and will base your 
operations on it—then you are no 
longer a beginner.” 





Pontiac Rules Out Cut . 
In °50 Model Prices 


PONTIAC. — General Manager 


ALL TWIRLED OUT—A fired drum major- 
ette relaxes during the long rehearsals for 
the 1950 Pontiac wholesale convention. 


audience. Here, automobile mer- 
chandising was presented. 

From the stage, Ward, “chancel- 
lor” of Pontiac university, opened 
the convention by explaining “sales 
education.” He said: 

“I think you will agree that 
there is no teacher quite as 
valuable as experience when 
gained through using the basic 
fundamental teachings of instruc- 
tors who have learned by the 
tried and proven method. 

“I am firmly convinced that the 


Harry J. Klingler declared last 
week that Pontiac Motor divi- 
sion will be “lucky” to avoid 
price rises on its new 1950 mod- 
els, put into production after a 
one-day changeover last week 
for dealership display Nov. 25. 
After a shutdown induced by 
the steel strike, Pontiac will 
swing back into production by 
the year-end with its sights set 
on fourth place in the industry’s 
sales rankings. Fulfillment of 
1950 output schedules calling for 
35,000 cars a month should give 
the division its best year in his- 
tory, exceeding 1949, he added. 








DeSOTO-PLYMOUTH PERSONNEL VISIT PLANT—DeSoto-Plymouth dealer personne! attend- 
ing @ personnel conference at the Chrysler Conference of Business Management recently 
visited the DeSoto plant in Detroit and met ery executives. Shown, left to right, are 

u 


Franklin G. Schoch, Bury Motor Co., Philadelphia; 
jernard M. Brown, Harry Brown Motors, Kansas City, Kans.; Frank J. 
Rowland, DeSoto's western sales manager; 
Raiph J. Yale, Vincent Montone, Inc., Hazleton, Pa.; 
Englesa, Quito, Ecuador; Stanley H. Metzger, Armory Garage, Inc., 
Burnside jr., Columbia Auto Co., Columbia, S. C. 


La Crosse, Wis.; 
Bumpus, F. L. Bumpus Jr., Inc., 
A. 8. Nielson, eastern sales manager; 
Edward Stacey, Casa 
Albany, N. Y., and Marion T. 


Buffalo; R. M. 


gene C. Low, Low Motor Co., Inc., 


Hammond, casting director, and Dan O'Madigan jr., assistant general sales manager. 


hotel. 











GM Stock Zooms 
On News of $4.25 | 
Extra Dividend | 


NEW YORK.—The most immedi- | 
ate response to General Motors’ 
declaration of a $4.25 extra divi- 
dend was a rise of nearly three 
points to a new high for the year 
on the Los Angeles stock exchange 
on the day of the announcement. 
The stock sold at 71% there Tues- 
day and closed at 71% Thursday 
on the New York exchange. 

While the payment was an- 
nounced last Monday after the close 
of the New York stock exchange, 
the time differential between here 
and the West Coast allowed half 
an hour’s trading after the notice. 

Payable Dec. 10 to stockholders 
of record Nov. 17, this payment 
brings the total for this year to $8 
and represents a cash outlay of 
$190,232,055 to the firm’s 436,000 
stockholders. It is said to be the 
largest cash-dividend distribution in 
the history of American industry. 

In 1929, GM paid its shareholders 
$9.50 but had considerably fewer 
shares, Last year its “wages” to 
shareholders was $4.50. 

Also announced and well received 
in financial circles was the news| 
that the corporation in December 
will retire the $125 million 2% per-| 
cent notes outstanding since 1946. 
Sold to life insurance companies, 
$96 million would be due in 1976 
jand $29 million in 1966. 


| Town Talk 


Hominy (Okla.) Dealers 


Run ‘Week’ Ad 


| HOMINY, Okla.—The seven auto 
|dealers of Hominy ran a full-page 
newspaper ad to celebrate “Know 
Your Automobile Dealer Week,” | 
pointing out the importance of the 
dealers to the town’s welfare. 

The ad showed that the seven) 
firms employ 34 persons; have a 
total payroll of $82,553; represent | 
investments of $331,161, and enjoy | 
total gross sales of $959,021.78. | 

Dealers in the town are George 
Brock (Ford), Hal Bradford (Plym- 
outh - DeSoto - GMC), Cal Newport 
(Chevrolet), Everett Rader (Olds- | 
mobile), J. B. Walker (Buick-Inter- 
national), Jack Freese (Kaiser- 
Frazer) and O. L. Hinkle (Dodge- | 
Plymouth). 























Dealer Conventions 
Nov. 13-14—Wyoming Automobile Deal- 
ers Assn., Casper. 


Nov. 14-16—Automotive Trade Assn. of 
Virginia, Hotel John Marshall, Richmond. 


Nov. 16-19—Arizona Auto Dealers Assn., 
Pioneer hotel, Tucson. 


Nov. 28-29—Idaho Auto Dealers 
Boise. 


Dec. I—Utah Automobile Dealers Assn., 
Salt Lake City. 


Dec. 2-3—Montana Auto Dealers Assn., 
Billings. 


Dec. 5-6—Kansas Motor Car Dealers Assn., 
Hotel Broadview, Wichita. 


Feb. 5-8—National Auto Dealers Assn. 
See and exposition, Atlantic City, 
N. J. 


Assn., 


* * . 


Dealer Auto Shows 


Feb. 18-25—Washington Automotive Trade 
Assn. 22nd annual show, National Guard 
Armory, Washington, D.C. 

Feb. 18-26—Chicago Automobile Trade 
Assn. 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 

Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 

* * * 


Aftermarket Shows 


Feb. 6-10—National Automobile Acces 
sories Manufacturers Assn. annual ex- 
position, New York City. 

Feb. 16-19—1950 Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

Mar. 21-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 


Apr. 25-28—New England Regional Auto 
motive Show, Mechan Bldg., Boston 
May I1-14—Midwest Automotive Show, 


Navy Pier, Chicago. 
May 29-June 9—Third Canadian Interna 
tional Trade Fair, Toronto. 
aa 7 * 


Allied Industries 


Nov. 8-19—Third Metal Trades conference 
Geneva, Switzerland. 

Nov. 15-16—American Finance Confer- 
ence meeting, Palmer House, Chicago. 

Dec. I—54th National Convention of the 
Outdoor Advertising Assn. of America, 
Hotel Book-Cadillac, Detroit. 

Dec. 5-6—Oil Industry TBA Group, an- 
nual convention, Chase hotel, St. Louis. 

Jan. 11-13—National Society of Plastics 
Engineers, Hotel Carter, Cleveland. 

Mar. 8-10—American Petroleum Inst. (Di- 





Coming Events —— 


vision of Production, southwestern dis- 
trict), Adolphus hotel, Dallas. 

Mar. 28-31—Fourth National Plastics Ex 
position (Society of the Plastics Indus 
try), Navy Pier, Chicago. 

Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 


April 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 


May !-4—American Petroleum Inst. (Divi- 


sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 
May 1!1-12—American Petroleum Inst. (Di- 


vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 


Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


* * * 
General 
Dec. 1-2—American Management Assn. 


(finance division) meeting, Statler hotel, 
New York. 


Dec. 2-3—American Management Assn. 
(insurance division), Hotel Drake, Chi 
cago. 

Jan. 16-18—Annual convention Truck-Trailer 
Manufacturers Assn., Edgewater Gulf 
hotel, Edgewater Park, Miss. 

Jan. 19-29—General Motors Show, Wal 
dorf-Astoria, New York. 

Feb. 27-Mar. 2—American Society for 


Testing Materials, William Penn hotel, 
Pittsburgh. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 
Apr. 25-26—Metal Powder Assn. annual! 
show, Book-Cadillac hotel, Detroit. 
Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 

Washington. 

May 4-14—International Motor Show, Turin, 
Italy. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

June 26-30—American Society for Testing 
Materials, 53rd annual meeting. Chal 
fonte-Haddon Hall, Atlantic City. 


* - . 
Engineering 


Nov. 27-Dec. 2—American Society of Me- 
chanical Engineers, Hotel Statler, New 
York. 

Jan. 9-13—Society of Automotive Engi- 
neers, annual meeting, Hotel Book- 
Cadillac, Detroit. 

Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction), Hotel Book-Cadillac, Detroit. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D 
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Here’s a story of economy and 
simplicity in auto accounting of 
special interest to today’s dealers: 


“We selected and installed the UNDER- , 


WOOD SUNDSTRAND Model “‘D” automo- 
bile dealer accounting machine because both 
the price and simplicity of operation placed 
it in the range of our requirements. 

“We started our fiscal year May 1st with 
several handicaps: unprepared with forms, 
previous fiscal year closing balances not yet 
determined, and in the midst of the heaviest 
volume season. But with the able assistance of 
your representative, who gave instruction and 
supervision, we came through in fine shape. 

“We have put all of the journal and general 
ledger work on the machine. This has elimi- 
nated all hand summaries and extra postings, 
inasmuch as the subsidiary ledgers are main- 
tained in the one operation that sales tickets, 
invoices and repair orders, cash receipts, dis- 
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“The simplicity is amazing ... our entire 


Another Important 
Auto Dealer Praises 


UNDERWOOD 
SUNDSTRAND’S 








p FED and 





accounting operation has been speeded 


bursement checks, 
etc.,are entered on the 
journals. The entire 
operation has been 
speeded up. This is 
outstandingly so in 
connection with the 
purchase journal and accounts payable. 

“With no pre-trained personnel, a girl in 
our office learned the operation quickly. 
During her absence, while on vacation, other 
personnel carried on the work without any 
difficulty. 

“The simplicity of operation is amazing, 
and there is a great deal of satisfaction and 
thrill in seeing the journal totals appear at 
the end of each column by the mere flick of a 
lever. And these totals are dependable, be- 
cause each line of entry is proved. 

“One of the greatest savings is in time re- 
quired to make both fiscal year and calendar 
year operating statements, because the ma- 
chine posted general ledger gives totals for 
each account for the day, the month, the fiscal 
year to date, and the calendar year to date. 
These figures are simply copied onto the 
financial statement and daily operating con- 
trol, eliminating hundreds of separate adding 


machine calculations.”’ 


Underwood Corporation 


Accounting Machines...Adding Machines.. 


One Park Avenue 


. Typewriters... Carbon Paper... Ribbons 


New York 16, N.Y. © 1949 


Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


up, writes L.S. Grossman, President, 
Grossman Chevrolet Co., Inc., Minneapolis. 


Consider these 


RU Bedok 





Daily Operating or Management 
Controls in MINUTES. . . not hours. 


2, Completed Financial Statements 
the FIRST of the month . . . in 
hours . . . not days. 


3, LOWEST operating cost for today’s 
“Competitive Market.” 


A TRIED and PROVED method... 
developed in a dealership . . . 
developed for dealers. 


Let us show you how the Underwood Sund- 
strand Automobile Dealer Accounting System 
will quickly pay for itself...and continue to 
pay dividends in low accounting costs and 
greater efficiency. The coupon brings you full 
information. Fill in and mail today. 





Underwood Corporation 
One Park Avenue, New York 16, N. Y. 


Please send mea copy of your new tolder S-1326, 
“Automobile Dealers Accounting Completely 
Simplified for High-speed Day -by-Day Control.” 
SO ORT UNNI oss. «rn gs awe os eee 
PURO BG UIE oy 5s 6 Uy ada oe Vames 00s 


Street Address..... 


AN-11-14-49 


CP I LR i SRS 
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High Court Gets 
Standard Oil 


Discount Case 


WASHINGTON.—A decision bar- 
ring Standard Oil Co. from selling 
gasoline to four Detroit jobbers at 
a lower price than charged retail 
service-station operators will be re- 
viewed by the U. S. Supreme court. 

Standard’s sales from tank cars 
to the jobbers, in the case of its 
largest selling brand, was 1% cents 
a gallon lower than its tank-wagon 
price to retail stations, it was 


charged. ; ; 
| tors to “start proving a conspiracy. 


The U. S. Circuit court in Chicago ’ | 
decided this alleged jobber margin| FORD DEALER COUNCIL MEETS IN NEW YORK—Dealers and managers representing the The warning came when James 
lawful i discrimi four district sales areas of Ford Motor's appre ai region met in New York in the region 's | D. Stearns, former Tucker Corp. 

was an Uuniawtul price SCriIMIN@- | F+, dealer council conference. The council meetings are held annually to encourage regular | controller, was on the stand. 


tion. Standard then asked the high exchange of market, sales, product and other in orenation between the company and its 

tribunal t view and overturn - | dealer organization. Left to right, first row: O. A. Cartwright, Troy, N. Y.; G. Montrastelle, | Prosecutors explained that 
r ja: to re aaa ©! Passaic, N. J.; C. A. Parsons, Amsterdam, N. Y.; B. C. Reuter, Buffalo; R. H. Benell,| Stearns’ testimony was designed 
decision. Winchester, Mass.; G. Daley, ‘Quincy, Mass.; C. Houston jr., Mt. Union, Pa.: F. 1. Lyle, | to show that Tucker, contrary to 


‘ : N K t Pa. S d N. F. Bowe, New York district manager; J. E. Campbell, 4 Bae 
The court ruling against this sorcaten” regional service manager: C. E. Pierson, assistant regional sales manager; | his publicized statements, lacked 


differential upheld a Federal Trade /| C. J. Seyffer, regional manager; R. F. Leonard Buffalo district manager; J. F. Connors,| a budget and cost-control system. 


‘Start Peevinn Cons iracy’ 


HICAGO.—Federal Judge Walter 


the trial of Preston T. Tucker and 
seven associates to “get down to 
the meat of the case,” during the 
fourth week of the criminal pro- 
ceedings last week. 


against introduction of irrelevant 
testimony, and called on prosecu- 











commission order to Standard to Somerville district manager, and H. M. Lidgard, Pittsburgh district manager. — ey Spurred on by the court’s warn- 
halt this practice. ing, prosecutors continued to ham- 
Michigan’s Retail Gasoline Deal- | Lunsford Buick Co. ized capital stock was listed at) ic) at widely-circulated claims 
$10,000. Incorporators: Charles| made about the company’s “dream 


ers Assn. had filed a brief with the| Lunsford Buick Co., Inc., Center, 
Supreme court asking that Stand-| Tex., has been -granted a 50-year 
ard be denied a review. charter of incorporation. Author- 


Lunsford, Morris Bounds and Jack | car.” 
Motley. Witness after witness belittled 














“THE CAR DEALER’S 
SPOTLIGHT”? 


ae 






e¢¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 
never through chain stores or other cut-price channels. 


* 


Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 
















All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 

There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 
Look for the spotlights with the ornament on top. 

You will never see any Unity products sold at cut 
prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 





UNITY MANUFACTURING COMPANY 


2909 SOUTH INDIANA AVENUE ° CHICAGO 16, ILLINOIS 


MAKERS OF SPOTLIGHTS WITH OR WITHOUT MIRRORS «+ FOGLIGHTS + BACK-UP 
LIGHTS+ POLICE LIGHTS+ FIRE LIGHTS - DECK LIGHTS AND EMERGENCY LIGHTS 





J. LaBuy ordered prosecutors in | 


He issued a stern admonition | 





Tucker Peasncntion 


Prodded by Judge 


|various features of the car. The 
Tucker Torpedo’s advertised 150- 
horsepower engine delivered 20 
horsepower, one witness said. An- 
other testified the company’s torque 
converter could absorb only 3%- 
| horsepower. 
+ * + 
= testimony concerned 
Tucker’s widely-diverse activi- 


”\ties, such as his projected entry 


into the helicopter field, and his 
dealings with an Italian jet-pro- 
pulsion authority. 
| Meanwhile, an attempt to publi- 
cize a new reorganization plan for 
the company was temporarily 
stalled by the Securities and Ex- 
change commission, 

SEC stepped in when a Tucker 
stockholders’ group sought per- 
mission in civil court proceedings 
before Judge Michael L. Igoe to 
notify all stockholders of the 
new plan. Objecting to this, SEC 
said such action would constitute 
stock solicitation without regis- 
| tration as required by law. 
| Defense lawyers in the criminal 
proceedings lost another attempt to 
gain a mistrial last week. Attorney 
|Albert W. Dilling, representing 
Robert Pierce, a defendant, con- 
tended that an article about Tucker 
and his automobile corporation in 
|the November edition of Coronet 
| magazine had created prejudice. 
LaBuy overruled Dilling’s motion 
for a mistrial. 
Dilling then asked that the maga- 
zine’s publisher and the author of 
the article be held in contempt of 
court. Action on this suggestion was 
|deferred until after completion of 
| the trial. 





* + + 


Ne BOSSI, helicopter expert 

and former Tucker engineer, 
took the stand to relate details of 
a project whereby Tucker hoped to 
acquire Firestone Rubber Co.'s heli- 
copter division. The project fell 
through. 

Bossi in his testimony was 
critical of the many features ad- 
vertised as being in the Tucker 
car. If any car had all the fea- 
tures mentioned, “ it would be a 
dream,” Bossi said. 


Testifying about the Tucker 
torque converter, Bossi said, “It 
was not a converter. but a fluid 
coupling. It would only absorb 3% 
horsepower.” 


When questioned about the merits 
of the Franklin aircraft engine 
that was finally substituted in the 
car for one designed by Tucker, 
Bossi said it would be “fine for an 
aircraft,” but derided its merits in 
an automobile. 

He told how Secundo Campini, 
Italian jet propulsion expert, was 
brought to this country by 
Tucker. Of Campini, Bossi said: 
“He was the first man in the 
world to make a jet plane fly, but 
he is not an expert on automobiles.” 





* * * 


| CHECKS written by Floyd Cerf, a 
4 defendant with Tucker, were 
identified by Bror Petersen, corpor- 
ate secretary of Cerf’s former in- 
vestment corporation. He said a 
check dated Sept. 12, 1947, in the 
;}amount of $15.007.000, represented 
| the entire proceeds to the Tucker 
|Corp. From sale of its common 
| stock by Cerf. 

| “The $15,000,000 check was just an 
|ordinary every-day business trans- 
j}action,” Petersen said. He denied 
there was any attempt to defraud 
the public or any irregularity in 
negotiating the stock issue through 
the Securities and Exchange Com- 
mission. 

Paul G. Wellenkamp, Tucker’s 
engineering chief, said the first 
engine develoned by the company 
delivered 20 horsepower. He said 

| the firm’s torque converter was 
“more in the nature of a churn” 
than a torque converter. 

Both the disc brakes and the 

|}individual wheel suspensions were 

| unsatisfactory. Wellenkamp said. 

| The witness attributed Tucker's 

engineering difficulties to lack of 

| coordination between groups work 

|ing on separate projects. One ear]: 
design had the disc brakes occupy- 

(Continued on Page 59, Col, 1) 
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SMOOTH! TOUGH! 





AS A BABY'S — AS AN ELEPHANT'S HIDE 


PROCESSED BY 





FOR 


SEAT COVERS and TRIM 


Never before have you seen anything like Residized Rayon for seat covers. Here’s Rayon that is 


smooth as a baby’s skin, tough as an elephant’s hide. It’s got everything you ever wanted in any 
fabric. Residizing “fibre loks” the threads so that they can’t pull apart, it assures complete uniformity 


of color. .. it’s been tried, tested, proven. 


Look at These Features! 
% COLOR FAST — Up to 200 Hours Fadometer Dyed Fast to Light 
% COMPLETELY CROCK PROOF 
% EXCLUSIVE “Fibre Loked” FINISH 
% DURABLE WATER REPELLENT 
% PERSPIRATION PROOF 


NEWPORT FINISHING CORP. se COMPLETE COLOR UNIFORMITY — From End-to-End . . . Piece-to-Piece 





% MINIMUM RESIDUAL SHRINKAGE 





Write Today for Full Information and Samples 














AIR FORCE REFUELERS BUY NASHES—Dixon Motor Co. (Nash), Tucson, Ariz., reports | 


that in two months 18 members of the Second refueling squadron of Davis-Monthan air 
base purchased 1950 Nash Airflytes. Dixon then ran a newspaper ad saying: ‘These men 


know economy." 


Steel Tieup Halts 
Sales Competition 


In Providence 


PROVIDENCE.— (UTPS) — The 
steel strike has held up the antici- 
pated bright era for automobile 
buyers here. 

Some new-car dealers are report- 
ed to have deliveries reduced by 
as much as 40 percent. The slow- 
down comes at a time when dealers 
were preparing for sharp competi- 
tion during the coming year. 

The feeling among dealers is that 


(>_> 
aD 


ete 


m NEMOURS * 
wer 


the strike will put off the battle 
for customers for several months. 

Buyers are again back in the 
|driver’s seat, it is admitted. Deal- 
lers say the buyer now is getting 
|virtually the same treatment and 
|service as before the war. 


Form Springville Motors 
In Springville, N. Y. 
Springville Motor Sales, Inc., has 
been incorporated in Springville, 
N. Y., with capital of 200 shares. 
Incorporators are Frank J. Erd- 
man jr., Richard A. Gernold and 
John W. Lester. 
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Imperfections don’t show when you 


DUCO Putty is made to bond firmly with DUCO Primer-Surfacer . . . 
and it “holds out” color coats the way DUCO Primer-Surfacer 
does, too. This means imperfections won’t show when color coats 
have dried. In addition, DUCO Putty comes in a tube at buttery 
consistency for easy application . . 
with a minimum of shrinkage. Available in Gray and Red Oxide 


“DUCO” PUTTY 


colors. Order it from your Du Pont jobber today! 


PONT DE NEMOURS & CO. (INC.) 


REFINISH SALES, WILMINGTON, DELAWARE 





. dries quickly for easy sanding 





FOB FACTORY 





Steel Tieup Revives 
Gray Market Deals 


By A. H. Allen 


(The opinions expressed herein are those of Columnist Allen and are not 


necessarily those of Automotive News.) 


§ hentai and administrative personnel in the nation’s 
strikebound steel mills have been hoping overtime for a 
quick end to the tieup, particularly since Nov. 1 when many 
of them received salary reductions anywhere from 20 to 50 


percent. Their hopes now ap-?— 


pear to have materialized and | 


it is presumed salaries will] 5 


be restored the day that plants 
start rolling again. 

For the first month of the strike, 
salaried people tried to keep busy 
as best they could. One mill as- 
sembled its foremen and other su- 
pervisory employes daily at 9:30 
a.m. for “school.” They heard lec- 
tures, listened to addresses, expo- 
sitions of how the product was 
being used, and in some cases vis- 





tailed operations. 
School was out 
about 4 p.m., so 
this made a nice 
deal, what with 
salaries going on 
as usual. 
Meanwhile, 
sales forces kept 
on with their 
regular rounds of 
customers and 
prospects, with 
full pay, 


ited fabricating plants to see de-|after Nov. 1. Managements rea- 








DU PONT CHASSIS 
BLACK gives proper 
protection to exposed 
under - body parts 
.. available in three 
grades... brush on as 
received or reduce with 
DULUX Thinner for 
spraying .. . air-dries 
to a glossy jet black. 


These two Du Pont products for 
that final refinishing touch 


DU PONT FLINT WAX 
is easy to work with... 
spreads over large areas 
without risk of ‘‘gum- 
ming up” during pol- 
ishing. Imported ingre- 
dients give DUCO lac- 
quer and DULUX 
enamel a lasting lustre. 
























DU PONT REFINISHING MATERIALS 





even| 


soned that even if no steel could 
be furnished, it was essential to 
maintain full activity of sales de- 
partments. 

With shipments resuming in the 
next week or two from many mills, 
the next problem is going to be 
how to allocate available tonnage 
equitably among the many cus- 
tomers clamoring for material. 
This will call for some intensive 
paper work by order clerks and 
shipping departments, and once 
more make them the goats in the 
eyes of the sales division, all of 
whom will have special customers 
whom they feel deserving of ex- 
ceptional attention. 

* + ° 
Back in Harness 


LREADY a few steel users have 

received feelers from the old 
“gray market” operators who had 
practically folded their tents. 

Where this gray market stuff 
comes from is a mystery, but 
the steel strike had been only 
two weeks old before one of the 
motor companies was approached 
with an offer of 2,000 tons of 
cold-rolled sheets of suitable size 
and gage, f.o.b. Pittsburgh. And 
the price was not too far out of 
line either. 

The old “conversion deals” also 
have come back into the picture. 
Those are the arrangements where 
a fabricator buys ingots from, say, 
an electric furnace plant, then 
ships them to a blooming mill, if 
he can find one with open capac- 
ity; then ships the slabs some- 
where else for ultimate finishing 
into sheets or strip. 

One of the Big Three is report- 
ed to have negotiated for purchase 
| of 20,000 tons of ingots to be pro- 
| cessed under such a devious and 
| costly route. 


+ + * 
Packard Job Open 
PECULATION is heard over who 
|\“ may be named the next presi- 
|dent of Packard Motor Car Co. 
| Harvey Campbell, Detroit Board 
of Commerce chief, at a recent 
|luncheon introduced Hugh Ferry, 
|now executive vice-president, as 
| the next president of the company, 
but there is a feeling the job fin- 
ally may go to an outsider, so the 
second-guessers are busy figuring 
|} out suggestions. 
| James D. Mooney? E. J. Hunt? 
| Any more nominees? It will be 
| tough to find someone who can do 
|the magnificent job George T. 
| Christopher has turned in during 


| his 15 years of service. 
| ok + * 


New Welding Method 


At LEAST one, probably more, 
~% auto company and body build- 
er currently is resorting to the 
expediency of machine welding 
narrow steel sheets to form the 
|wide blanks necessary for roofs, 
| hood tops, etc. The idea is not new, 
| having been done on occasions be- 
fore it was possible to buy sheets 
90 inches and up in width. 
Intprovements in welding tech- 
nique, scarfing and finishing the 
| welded seam have resulted in 
| little sacrifice of quality, al- 
| though the practice is admittedly 
temporary and no one is bragging 

| about it publicly. 

| Only a handful of continuous 
mills in the country are capable 
| of rolling these extra-wide sheets, 
}and the strike has virtually shut 
off all supplies. 


Olds Sets Mark 
For Production 
In Model Year 


LANSING.—Oldsmobile No. 270,- 
i= of the new 1949 series came off 
the assembly line last week at 
Lansing to establish a new alltime 
|production record for any model- 
|year in the 52-year history of this 
General Motors division. 

With approximately two months 

|}of production remaining, barring 
|future steel shortages, it is esti- 
|mated that a total of 300,000 new 
| 1949 Oldsmobiles will be built. 
| In making the announcement, S. 
E. Skinner, general manager of the 
division, said that the previous 
|model-year record had been made 
|in 1941, when 270,038 new cars were 
| produced. Full-scale production of 
ithe 1949 Futuramic sixes and 
|eights was started in December, 
1948. 
Currently, said Skinner, public 
|preference for Oldsmobile is run- 
| ning two-thirds eights and one- 
{third sixes. 
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‘Isnt this the kind of car 
your family really needs- 






end wrenth riding anal marveknaty 
hand: 


Jy of room for ma achalte in rie eyecare all anew! bed y. 
visibility U8 to 50°, mere glam than 
eens 








Paired plamt mente are waste hte 
fametronal styfing tut mo bulging fencers to dent 





With this headline, 
Willys-Overland’s November advertisement 
in Ladies’ Home Journal 
presents the Willys Station 
Wagon in woman’s own language, 
through the magazine 
she reads and trusts. 










4 or 6 Cylinders — Overdrive st Me Cost 


| ) Station 





WILLYS-OVERLAND MOTORS, TOLEDO 1, OHIO © MAKERS OF AMERICA'S MOST USEFUL VEMICLES 


illys-Overland is acutely aware of the influence 





of women—the family purchasing agents—in the selection of 






the family automobile. In Journal advertising of the 







Willys Station Wagon, they naturally take the woman’s 


view, appealing to her interest in the functional styling, 






comfort and convenience of this versatile family car. 





NEVER UNDERESTIMATE THE POWER OF A WOMAN 


... nor the power of the magazine 4,500,000 women buy and believe in... 


ladies hime JOURNAL 


11 
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Miss. Road Group 
Asks 2c Increase 


In Gasoline Tax 


JACKSON, Miss.—A_ two-cent- 
per-gallon gasoline tax increase) 
has been proposed by the Missis-| 
sippi Legislative Highway Plan- | 
ning committee to meet the needs | 
reported in an engineering ap- 
praisal, it was revealed here. 

One-and-a-quarter cents of the | 
increase would go to a new pet 
aid system of county highways (of 
approximately 11,650 miles) and % 
cent would be allocated to the 
state highway system of 8,600 
miles, A two-cent gasoline tax in- 
crease would yield approximately 
an additional $7,000,000 annually. 

The engineering study entitled 
“Today and Tomorrow—An Engi- 
neering Analysis of the Highway 
Transportation System in Missis- 
sippi,” prepared by the Automotive 
Safety Foundation, presented 
three programs covering 10, 15 and 
20-year time periods. 

The report also recommended 
that Mississippi limits on truck 
lengths and gross weights be in- 
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WESTERUN 


creased to conform with standards 
recommended by the AASHO. 

Legislative recommendations to 
further highway safety include en- 
actment of a Motor Vehicle Title 
act, securing conformity of exist- 
ing laws with the Uniform Motor 
Vehicle code, broadening the en- 
forcement program and requiring 
license tests for drivers seeking 
renewals. 








Brookings Study Blasts Carrier Subsidies . . . 





Transportation in Cabinet 


By William Ullman 

Washington Correspondent 
WASHINGTON. — A federal de- 
partment of transportation, headed 
by a secretary with cabinet status, 
and a new transport regulatory 


|commission are recommended in a 


study made public here last week 
by the Brookings institution. 


The study was presented in a 
450-page volume entitled “Na- 
tional Transportation Policy.” The 
authors are Charles L. Dearing 
and Wilfred Owen, who directed 
the Hoover commission task force 
on transportation. 

A main conclusion of the study 
is that major overhauling of con- 
gressional policy and a reorganiza- 
tion of federal agencies are essen- 
tial to a sound development of 
highway, rail, water and air trans- 
portation. 

Under present conditions, the au- 
thors point out, the financial posi- 
tion of the majority of carriers is 
weak despite near record levels of 
peacetime traffic. The emergence of 


less favorable economic conditions 
would make the outlook for rail- 
|road modernization and financial 
health in the air-transport industry 
even less promising. 

And, they warn, the present situ- 
jation is particularly adverse from 
the standpoint of national defense 
and the survival of private owner- 
ship of transport enterprises. 

Today’s transportation problem, 

the publication states, is trace- 
able largely to the fact that con- 
gressional policies have failed to 
keep pace with transportation 
requirements. The past three dec- 
ades have brought revolutionary 
| changes in transport technology. 
As a result, the transportation 
|problem has shifted from one of 
controlling the monopolistic abuses 
of the railroads to one marked by 
intense competitive struggle among 
railroad, highway, water and air 
transportation. Federal policies, 
outmoded in major respects by 
these events, have remained essen- 





From Minneapolis to Mobile, Hollywood to 
Hoboken, we of Universal C.I.T. are ready to 
work for you and your customers. If you use 
the Universal C.I.T. finance plan, you may 
know only those of us in your own Branch 


local financial institutions cannot possibly give 


you such service. 


It means that your customers, while thou- 
sands of miles from home, can call on the near- 
est Universal C. I. T. office and receive the same 





<a 


UNIVERSAL Cc. I. Tf. 


Office; but we are part of a team of thousands 
of people working in hundreds of offices, who 
are interested in doing the best job they can 
for you. 


Such nationwide service has many advan- 


tages. For instance..........+ 


It means that you can finance the sale of a car 
to a customer from another town, or even 
another state, as easily as you make a sale to the 
man across the street. Distance is no handicap 
to service and collection of such accounts and, 
when necessary, the Branch Office serving the 
buyer’s community can cooperate with him 
Jocally in any way that may be required. Purely 


friendly, interested service they have been ac- 
customed to receive from your own Branch 
Office. They can make payments while travel- 
ing. Necessary repairs can be financed through 
any office, without loss of time. In case of acci- 
dent there is always a helpful Universal C. I. T. 
office and the insurance company’s trained ad- 
juster to see that your customer’s car is prop- 


erly repaired. 


Among the things we like about working for 
Universal C.1I.T. is knowing that the service 
rendered by our local branch is backed up by 
other Universal C.1I.T. folks across the country, 


wherever you or your customers have need of it. 


UNIVERSAL C.1.T. 


CREDIT CORPORATION a 


OVER 300 


LOCAL OFFICES 


IN PRINCIPAL 


CITIES 


| tially unchanged, the authors point 
out, adding: 

“In addition, and partly as a re- 
|sult of government policy, private 
management has aggravated the 
| transportation problem through ill- 
|advised expansion, failure to 
|achieve maximum economy, and 
| lack of alertness to the possibilities 
|of the newer forms of transporta- 
| tion. Local communities and other 
|interested groups have multiplied 
| these difficulties by tenaciously re- 
|sisting the abandonment of obso- 
|lete plant and service.” 
| The proposed department of 
transportation would assume all the 
major functions now performed by 
ithe Bureau of Public Roads, Civil 
Aeronautics Administration and the 
| Maritime Commission, the policy 
|functions of the Army Corps of 
| Engineers, and all operating func- 
| tions for air, rail and motor trans- 
port which are at present per- 
| formed by independent regulatory 
| agencies, 

The present dispersion of regu- 
| latory authority among the Inter- 
| state Commerce Commission, the 

Civil Aeronautics Board and the 
| Maritime Commission would be 
| corrected by the establishment of 
@ new and independent body pro- 
viding essential regulation of all 
transportation agencies. This 
| would be the recommended trans- 
| port regulatory commission. 
| At present, according to the aw 
thors, federal transportation re- 
| sponsibility is so widely and vague- 
|ly divided that one branch of gov- 
|ernment may nullify the actions of 
another. Sound economic conditions 
|and maximum technological prog- 
|ress, the study states, call for a 
unified national transportation pol- 
icy and the necessary organization 
| to carry it out. 
| “Only in this way,” say the au- 
|thors, “can we eliminate the con- 
| tradictions and inequities of dealing 
|with each form of transportation 
| separately.” 

The study also recommends the 
restoration to management of a 
| larger measure of discretion in de- 
termining rate levels. Experience 
|indicates, say the authors, that 
regulatory agencies are inherently 
ill-adapted to the exercise of man- 
agerial functions and cannot be 
held responsible for decisions that 
|prove financially injurious to the 
| regulated industries. 
| Another major step toward put- 
| ting the transportation system on 

a sound business basis, it is sug- 
| gested, would be the elimination 
| of unnecessary subsidies. These, 
| it is said, have created waste and 
favoritism, and substituted gov- 
ernment - created discrimination 
for the previous discriminatory 
| practices of private monopoly. 

Nearly a billion dollars a year 
are now being spent by the federal 
|government for highways, water- 
| ways, airways and airports, and for 
| direct aid to airline and ship oper- 
|ators, it is pointed out. In most 
|cases, it is concluded, such outlays 
should be recouped by charging the 
}users. The goal of achieving fair 
competition is held to be impossible 
when carriers receive unequal 
financial aid from government. 

A further basic remedy prescribed 
for the health of the transportation 
system is the consolidation of rail- 
road facilities. After 25 years of 
futile experimentation with volun- 
tary methods, the study sets forth, 
the government should formulate a 
national plan to compel the neces- 
sary physical and corporate re- 
organization. 

The alternative is “to muddle 
along indefinitely with discredited 
concepts and methods—a road that 
promises to end in government 
ownership.” 


|Chevrolet Dealer Riding 


Miami-Canada Caravan 


MIAMI, Fila. John F. Zeder, 
president of Munroe-Zeder, Inc. 
| (Chrysler-Plymouth), is represent- 
|ing the Miami area dealers on the 
caravan of the U. S. Highway 41 
Assn., which left Miami on Oct. 30 
ito promote travel on the Miami- 
to-Canada highway, 
| ‘The caravan was expected to pick 
up other cars along the route 
|through central Florida, Georgia 
| Tennessee, Kentucky, Illinois, Wis 
|consin and Minnesota to the Ca 


|nadian border. 
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half take the high road > 
to MAIN STREET sales... 


Are half your sales messages there to win their welcome? 


50¢ of every automotive dollar is spent by Main Streeters (living in and around towns 
of 25,000 population and under). 


Are you getting your share of this tremendous rurchasing power? 


Not if you’re depending solely on city-centered advertising media... “Having reviewed the list of Pathfinder 
; F : . : . P subscribers in our locality, we find 
Knowledge of today’s distribution set-up is sending more and more new advertisers that many are our best customers, 
into PATHFINDER all the time. others fine prospects.” 
: : : STUDEBAKER DEALER, 
Because PATHFINDER hits the Main Street Market, where 7 out of 10 automobile dealers illinois 


have showrooms, where more than half the gas, oil, tires, and accessories are sold. 


It is read by leading citizens and their families—those whose choices influence the 
buying habits of everyone else in town. Not because we say so—but because your 5 -ianaeainlis tities “ik piel atin 
dealers in these towns, like those on this page, will tell you so. people on your subscription list. They 


are outstanding citizens in our town!" 


Why not call Woodward 5-6380 in Detroit and let one of our representatives give you FORD DEALER. Indiana 


the details . . . Show you how PATHFINDER can do a job for you—in this 
important half of your market — most economically! 


"Your subscription list... it would be 
hard to compile a better cross-section 
of the well-to-do, stable people who 
are the backbone of our community. 

PACKARD DEALER, Ohio 


family news magazine of home-town America 
1,200,000 Leading Families Your Main Street Dealers Know 
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Each time you look at radio it’s bigger. 
; You turn your head away and before you turn 


it back it’s bigger than ever.’ 


° Radio is bigger than anything— 
bigger than magazines, bigger than newspapers, 


bigger than both of them put together. 


I i Yet in measuring the bigness of radio, 
people still use obsolete yardsticks. 
Yardsticks, for example, which compare 
the circulation of a whole magazine with 
the audience of a single network program. 
(It’s like saying my apple-tree is bigger 
than your apple, as Variety recently put it.)’ 


ee 


Or take a yardstick like “cost-per-thousand 
listeners.” In radio a more realistic gauge 

is “cost-per-million.” In radio there is 

no such thing as only “a thousand” listeners. 
(It’s like using a ruler to measure the distance 


between the stars.)’ 


Sometimes the only way you can tell anything 
is bigger than anything is by discovering 

that it’s smaller. The cost of customers 
delivered to advertisers in network radio 


is smaller than in any other major medium. 


-_ ‘People are buying 


> And CBS is both bigger and smaller than radio sets at the rate 


of 650,000 a month! “ 


anything in radio—bigger because it delivers ‘CBS reaches 34 
million families each 
more millions of listeners to advertisers se ges ” 
has a readership 
than any other network; smaller because of about 15 million 


families per issue. 


it does so at the “lowest cost-per-million.” CBS’ “‘cost-per-million ” 
actually delivered 
to advertisers 


comes to only $1670— 
or one customer tor 


—where 99,000,000 people gather every week dea tieii at ane dae 
The Columbia Broadcasting System 











AUTOMOTIVE WASHINGTON 
New Congress Planning 


Variety of Probes 


By William Ullman 


Washington Correspondent 


es the next several weeks in Washington—up until | 
the Christmas holidays at least—there will be staged | 
on Capitol hill a wide variety of investigations into the | 


problems likely to face the next session of Congress when 
it convenes in January. Already, as reported last week in 


this column, a House judi-® 


ciary subcommittee, headed) 
by Rep. Emanuel Celler, New | 


York Democrat, has begun inquir- | 
ing into the operation of the anti- | 
trust laws and will keep at it until | 
about the middle of December, ac- 
cording to the chairman. 

On Nov. 16 a Senate subcommit- | 
tee on monetary, credit and fiscal 
policies will open hearings under 
the chairmanship of Senator Paul 
Douglas of Illinois. Douglas is a | 
former professor of economics at | 
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Sales Department 
Federal Motor Truck Company 
Detroit 9, Michigan 


Gentlemen: 


without obligation, of course. 
Firm Name 
Address 


LS ue 


I would like full particulars on a Federal franchise... 


the Unive 


with him will be 
Senator Flanders 
of Vermont and 


Texas, Buchanan 
of Pennsylvania 
and Wolcott of 
Michigan. 

Other hearings 
will be launched 
at separate later 
dates. 

Perhaps the 





William Uliman 


rsity of Chicago. Sitting | 
on this committee | 


Reps. Patman of | 
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CHEVROLET DEALERS’ CONTRIBUTION TO SAFE DRIVING—With each pin representing 
an auto, Frank H. Olrich, director of the activity, shows W. E. Fish, general sales manager, 
and H. E. Crawford, assistant general sales manager, how Chevrolets are distributed about 
the country in driver training schools. The dual-controlled passenger cars are loaned by 
dealers to high schools which have courses accredited by the American Automobile Assn. 


Total Chevrolets engaged in driver training has been reported at 2,336, 


increase over the figure a year ago. 











most ambitious of the inquiries in 
prospect will be carried out by a 
non-legislative group the Joint 
Committee on the Economic Report 
-which has created a number of 


FRANCHISE 


FUTURE 


~ 






= 


YOU CAN GO PLACES 
WITH A FEDERAL FRANCHISE 


Federal has everything you want in a truck franchise. 


...49 models from 


*%4 tons up, gasoline or Diesel 


power, including a full line of six-wheelers. Established 
policy of direct factory franchises and substantial 
dealer discounts on both trucks and parts assures full 
profit opportunities for every dealer. There may be 
a Federal franchise open in your territory. For full 
information, fill out coupon below and mail today. 





a 50 percent 


subcommittees to inquire into what, 
if anything, more the government 


needs to do to stabilize the economy | 


at a high level of prosperity. 


Senator O’Mahoney of Wyo- 
ming is chairman of this commit- 
tee. At the same time he will 
personally head a subcommittee 
to study all phases of investments 
and equity capital. 

The O’Mahoney' subcommittee, 
which will launch its hearing early 
in December, will call in bankers, 
representatives of private invest- 
ment houses, business leaders and 
economists to find out to what ex- 
tent there is foundation for the 
frequent charge in Congress that 
industrial expansion today is lag- 
ging for lack of venture capital. 

« ” + 


Other Investigations 


to Douglas subcommittee will 
call in government officials, 


bankers, economists and represen- | 


tatives of agriculture, labor and 
business. 

Also in action at present 
subcommittee on unemployment, 


which issued an initial report last 


July, on the basis of factual infor- | 


mation then available. It is now 
j}engaged in studying a number of 
|regonal unemployment situations. 

Field investigations are being 
|conducted by staff members and, 
if the employment situation should 
change by the time Congress re- 
assembles, some further public 
hearings may be held, it was in- 
| dicated. 

Rep. Patman, meanwhile, has 
been pushing an inquiry into the 
enforcement of the law by the 
Federal Trade Commission and 
preparing to launch a new fight 
in January for strong chain- 
| store legislation. 
| Another subcommittee of the 
| Joint Economic Committee, headed 
| by Senator Sparkman of Alabama, 
the relation of low-income families 
{to econcmic stability and what the 
|government can do to help raise 
|the general level of family income 
in this country. 

Senator Gillette of Iowa, chair- 
man of a subcommittee on utiliza- 
|tion of farm crops, has announced 
ithat his group will begin hearings 
| Nov. 28 on price spreads between 
|what the farmer receives for food 
land fiber and what the consumer 
pays for the same goods. 

* a * 


Taxes Also Under Study 
MEANWHILE, many members of 


Congress are using the interim 
| between sessions to whip together 


is a} 


will launch hearings Nov. 28 into| 


proposed tax legislation for intro- 
|duction early in January. 


Rep. Reed, New York Republican 
and ranking minority member of 
|the Ways and Means committee, 
has served notice that he will in- 
|troduce a tax reduction bill on the 
first day of the new session. 


He will embody in his bill the 
ideas of a number of Republican 
tax leaders, he said. 


Already in the legislative mills, 
and referred to the Ways and 
Means committee, are some five 
dozen miscellaneous tax measures, 
among them several dozen pro- 
posals for repealing or altering 
the excise-tax structure. 


Also, Rep. Doughton of North 
Carolina, chairman of the Ways and 
| Means committee, has made known 
|that a complete review of the tax 
|situation is in the cards for early 
in the new year. 


While President Truman has an- 
nounced that he will be behind a 
demand for more taxes in order to 
meet the rising federal deficit, most 
of the tax experts working with 
members of Congress predict that 
a tax-reduction move is far more 
likely to succeed than a tax in- 


crease. 
+ 


Employment Declines 


EFLECTING the coal and steel 

strikes, employment throughout 
the nation dropped off to 59,000,000 
in October, according to Secretary 
of Commerce Sawyer. This, it was 
|said, represented a decrease of ap- 
proximately 400,000 below the Sep- 
tember figure. 


At the same time, estimates com- 
piled by the Census Bureau put 
the number of unemployed during 
the period Oct. 2 to 8 at 3,576,000, 
or 225,000 above the _ previous 
month. 


Officials of the department said 
they were unable to compute how 
much of a factor the stoppages 
were in determining these figures. 
The Census Bureau lists workers 
on strike but not looking for work 
|as among the employed and makes 
no attempt to show separately the 
number of persons idle because of 
industrial disputes. 

The October civilian employment 
of 59,001,000 contrasted to 59,411,000 
in September and 59,947,000 in Au- 
gust, which was the highest mark 
since last October, according to the 
Census Bureau figures. 

+ x 7 


ck * 


Reorganization Starts 


AMONG the many tasks awaiting 
action in the next session of 
Congress are most of the Hoover 
|commission recommendations, of- 
| fering potential savings of $4 billion 
|}a year in cost of government. 


| Both Congress and the President 
have made a start in adopting the 
281 reforms recommended iast 
spring, but only two of the 18 
Hoover reports have been largely 
| approved. 


A few items from some of the 
other 16 have been put into effect 
by piecemeal legislation and by re- 
| organization plans submitted by the 
President. 


It is estimated about 20 percent 
of the job has been accomplished. 


Spikes Expands 

Spikes Ford Motor Co., Mission, 
Tex., is constructing a $28,000 plant 
addition for its service center, C. R. 
Spikes, owner, said. 

The new addition is of brick and 
steel, 175 feet long and 30 feet wide, 
and when completed, the present 
dealership-garage will be remod- 
eled to furnish the most modern 
auto service, Spikes said. 





TELLS SALES POINTS—C. E. Rooney, Buick dealer at Shenandoah, Pa., displays prewar 
sales enthusiasm by painting a Special model and using it to promote demonstrations and 
comparisons. He emphasized ‘'drive, ride and compare'’ and reported that his campaigr 
was successful in attracting widespread interest and in boosting sales. 
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For TOTAL SELLING 


ETTING the correct total in your ad- 


vertising in big New Orleans is easy 





—with the famous geared combina- 
tion, the morning Times-Picayune and evening 


States! 


Because these efficient sales-makers reach the 
biggest one-cost total in the market . . . where 


construction, oil and port are booming. 


Plus influences work for you . 
prod the response that leads directly 





fe to added sales in New Orleans. Each 
is independently edited . . . with its own staff, 
its own fine features . . . each with its own un- 


usual reader loyalty, morning and evening! 
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Multiplying sales through the two is 
old hat with New Orleans retail ad- 





vertisers, so much so that the daily 
Times-Picayune, for instance, stands second among 
U. S. morning papers in retail display linage car- 
ried in the first eight months of ’49, and first in 
department store linage. And you find New Or- 
leans retailers’ further profit-minded endorsement 
of the States in . 
than 2-million lines in States’ retail advertising 
since 1940! 


. runaway growth of more 


Matter of fact, the only thing minus 
about these two is cost. . . . You get 

both at one low cost. And with the two 
you’re geared for fotal advertising in New Or- 


leans! 


ASK JANN & KELLEY, INC., TODAY 


City Zone Families .......-++e+e0% 187,900 





Sales Management Survey of Buying Power, May, ‘49 


Total Circulation 
OO odascssecas 270,636 0 PE re 
3 Months Ending Mar. 31, ‘49 


M 
ec GY . Milline rates os low os 1.88M&E... 1.95 Su 


TIMES-PICAYUNE and STATES 


GEARED 


281,710 


nday 


TO SELL THE NEW ORLEANS MARKET 
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By George Deery 


Associate Ediior 


Details of a survey indicat’ng 


that industrial advertising budgets | 
are getting an increasing share of | 


dollar sales income have been an- 
nounced by the National Industrial 
Advertisers Assn. 

Comprising questionnaire re- 
ples of 335 industrial advertis- 
ing managers on budget plan- 
n'ng and related activities for 
1949, the report is a resumption 


of annual studies started in 1931. | 


The executives participating in 
the survey constitute a cross-sec- 
toon of manufacturinz industries 
and important industrial service 
class‘ficat'ons. Their total annual 
gross sales volume was estimated 
at more than $100,000,000. 

The study revealed that on a 
percentave cf grovs 
industrial advertising budgets are 
returning to the 1933 level 


level of 1.9 percent. 
Budget approval was reported as 


Affecting Factories and Dealers .. . 


Auto Advertising 


sales basis, | 


of 2) 
percent, as compared with the 1948) 





i et 


_ AUTOMOTIVE NEWS, NOVEMBER 14, 1949 





;the function of presidents in 64 
percent of companies, and of exec- 
| utive vice-presidents in 31 percent. 
As to objectives of advertising 
activities, 49 percent of com- 
panies reported they plan insti- 
tutional and product advertising, 
while one-half indicated interest 
in product advertising only. 
The study was conducted at the 
| direction of Bennett S. Chapple jr. 
| and G. Reed Schreiner, assistant 
| vice-president and director of ad- 
vertising, respectively, of United 
| States Steel. 


+ 


How to Read 


# * 


Prompted by the demand for | 


the first edition, the New York 
Herald Tribune has just re- 
issued its booklet, How to Get 
the Most Out of Your News- 
paper. The booklet, totaling 40 
pages, has already gained wide 
use as a basic educational text 
| for schools and adult groups. As 
| its principal objective, the book 






shows what things go into mak- 
ing a good newspaper, and how 
| people can obtain the most value 
| from their newspapers by read- 
ing them properly. 


* * 


|Motter’s Shingle Out 


| 


* 


|dent of Graham Paige, 
signed to open a public relations 
office at 500 Fifth Ave. under the 
|name of O. B. Motter and Asso- 
|ciates. The concern will specialize 
|in financial and industrial public 
relations. Motter also has been 
| vice-president in charge of public 
| relations of Kaiser-Frazer for the 
|past four years and for 12 years 
prior to that was a member of the 
|firm and vice-president of Carl 
Byoir and Associates. 
& * * 

| Deines in Higher Spot 

Harry J. Deines, New York, an 
| advertising executive with nearly 
| 20 years of experience in the elec- 
| trical manufacturing field, has 
| been named manager of advertis- 
ing and sales promotion for the 
Westinghouse Electric Corp.,_ it 
| was announced last week. 

| J. H. Jewell, sales vice-president 








There’s Profit in Every Job We Do With 


KENT-MOORE 





GET SET FOR EXTRA BRAKE SERVICE PROFITS 


If you're not equipped to offer complete brake 
service, you're missing out on a good steady 
volume of business. Profitable business, too, that 
could well be handled within your own shop at 
surprisingly low equipment investment. 


SPECIAL SERVICE TOOLS 


positive profits 


Your 


Kent-Moore representative will be glad to analyze 
your requirements in terms of volume and profits 
versus cost of essential service tools and equipment 
.-- and you'll be interested in the results. No obliga- 
tion, of course. Write today for complete details. 





for you. 


O. B. (Tony) Motter, vice-presi- | 
has re-| 








PONTIAC HONORS MALMON — Malmon 
Pontiac Co., St. Paul, Minn., has been award- 
ed the Chief Pontiac picture. Shown is Tony | 


Omtoedt (left), zone manager, 
ing Joe Malmon, owner. 


for Westinghouse, who announced 


the appointment, said Deines will | 


have responsibility for staff super- 
vision and coordination of all 


| Westinghouse advertising and sales 


promotion activities. 

In 1932 he was assigned to ad- 
vertising and sales promotion ac- 
tivities in apparatus, electronics 


|}and radio and continued in that 


line until 1944 at General Electric. 
He joined Arthur Kudner in 1944 
as an account executive. Later he 
became account executive and vice- 
president of Fuller & Smith & 


congratulat- | 


since that time has been closely 
associated with advertising pro- 
grams for Westinghouse. 

+ * + 


Billboard Merger 


Two West Coast outdoor adver- 
tising firms have been merged with 


| National Advertising Co. of Wau- 


kesha, Wis. All three organizations 
are wholly-owned subsidiaries of 
Minnesota Mining & Mfg. Co., St. 
Paul. Herbert P. Buetow, president 
of Nadco and an executive vice- 
president of Minnesota Mining, 
said that Empire Advertising Co. 
of South San Francisco and Em- 
pire Advertising of Long Beach 
(formerly United Outdoor) will be- 
|come the two western divisions of 
National. 

| Vice-president and general man- 
ager of Nadco is Paul M. Magoon. 
W. C. Ersted of South San Fran- 
cisco and L. B. VerPlank, Long 
Beach, will continue to manage 
their respective divisions, the an- 
nouncement said. 

“Nadco is now the largest con- 
cern in the country offering na- 
tionwide leased service on reflec- 
torized roadside advertising signs,” 
Buetow declared. The firm special- 
izes in signs incorporating Scotch- 
lite reflective sheeting, a product 





Ross, Inc., advertising agency, and | 





That’s right. No matter what the repair job is on most leading 
makes of cars, you'll find it can be done more profitably with 
Kent-Moore Special Service Tools. And for good reasons, too. 
First, because Kent-Moore Tools are developed in cooperation 
with service engineers of major car manufacturers . .. men whose 
prime concern is to establish both the means and the methods of 
providing effective, efficient automotive service. Second, because 
each tool in the Kent-Moore line is designed to perform a specific 
service operation . . . built to do its special job better, faster, easier 
than is possible by means of costly, improvised makeshift methods. 
The results? Good service at a fair price for your customers, 


The new Kent-Moore Composite Tool Guide lists all the essential 
tools you need to give efficient, profitable service. It’s a good book 
to have on hand .. . and a copy is yours for the asking. 


Kent-Moore 


ORGANIZATION, inc. 


GENERAL MOTORS BUILDING 





DETROIT 2, MICHIGAN 








Sales and Service Engineering Representatives in Principal Cities Coast-to-Coast 


|of Minnesota Mining. 
* * * 


Postel to Detroit 


| R. R. Postel, for the past five 
years an account executive on the 
national sales staff of the Bureau 
of Advertising, American News- 
paper Publishers 
Assn., has been 
named the bu- 
reau’s Detroit 
| representative, it 
was announced 
at the monthly 
luncheon of the 
Detroit chapter 
of the American 





Assn. of News- 
paper Represen- 
tatives. R. R. Postel 


Postel was for- 
merly a member of the advertising 
staff of the Chicago Tribune, and 
| has been active on the advertising 
side of newspapers, magazines and 
trade papers for more than 25 
years. 


* . 


Weintraub Named 
Chicagoland Kaiser- Frazer 
Dealers have appointed William 
H. Weintraub & Co., Inc., as their 
advertising agency. The an- 
| nouncement was made by John 
F. Reeder, vice-president of the 
agency, which also handles the 


advertising for Kaiser-Frazer. 
* * * 


Names 

Arthur S. Cady has rejoined Gey- 
er, Newell & Ganger, Inc., as an 
| associate art director, H. W. New- 
ell, executive vice-president, an- 
nounced last week. Cady, who was 
|associated with Geyer, Newell & 
|Ganger, Inc., ten years ago, was 
formerly art director with Hewitt, 
Ogilvy, Benson & Mather, Inc. He 
served previously as associate art 
|director with Doherty, Clifford & 
Shenfield, Inc., and before that was 
with Young & Rubicam, Inc., and 
Street & Smith Publications, Inc. 


Business Week announces the 
transfer of Stanley H. Brown from 
the Detroit bureau to the New 
York offices. Brown has been with 
Business Week since July, 1948. 


The Las Vegas (N. M.) chamber 
of commerce has announced that 
the Steve Hannagan publicity bu- 
|reau there will be closed Dec. 31. 
Neil Regan, in charge of the bu- 
|reau, was formerly the publicity 
firm’s representative at Willys- 
Overland. 


Neb. Cas Revenue 


Up 17% Over 1948 


LINCOLN, Neb.— Gasoline tax 
| receipts in Nebraska during Octo- 
| ber totaled $2,197,253, an increase 
|of 17 percent over the same month 
| last year but 6 percent under Sep- 
| tefber, 1948, it is reported by Caly 
| Wright, chief of the state motor 
|fuels division. 
| A 1-cent increase in the state 
| gasoline tax rate, enacted by the 
|1949 Nebraska legislature, account- 
ed for the difference in the October 
figures, Wright said. 
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. In this study, almost a complete census was made of every dealer and his 
sales personnel in the entire city! 
Gey- 71% of all Detroit automotive dealer executives and sales personnel were 
New. interviewed (1,196 of the total of 1,680). 
: = 78% of all automotive dealer executives in Detroit were interviewed. 
. = 68% of all automotive dealer sales personnel in Detroit were interviewed. 
ywitt, Complete details are available on request to LOOK. 
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\e messi Be Bg a ee r | 
oa DEALER INFLUENCE STARTS WITH DEALER INTEREST 
Icto- quaeienenenaane 
ease When your advertising appears in a magazine dealers read, 
onth two things happen: Your dealers are more aware of your 
_ advertising support . . . and they are stimulated by the 
core same selling points you make to your customers. 
i Your dealers are interested in LOOK .. . the buying public is 
state interested in LOOK (18,453,000 readers every issue). That’s 
ae why LOOK works for advertisers on both sides of a sale. 
ais It also explains why LOOK, in 1949 as in 1948, leads all 


major general magazines in advertising page gains. 
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.C. Upturn in South 


By Alan Sayford 
Staff Correspondent 


After sliding at a drastic rate for 
better than two months, the used- 
car market in the Chattanooga, 
Tenn., trading area appears to be 
pointing its nose more nearly level, 
according to the vast majority of 
dealers quizzed in a recent survey. 

Although the dealers haven’t as 
yet turned optimistic concerning 
the immediate future of the used- 
vehicle market, they have more of 
an air of assurance and self-confi- 
dence about them. | 


Strikes, mill layoffs and the de- 
crease in the number of dollars 
in prospective purchasers’ pockets 
have added to their worries, but 
the good operators are laying the 
groundwork for more efficient 
operation. 

In Athens, Tenn., 57 miles north of 


|sales just about equaled those of | 


| September, but were off almost 20 
percent from August, Prices de- 
clined from 7 to 10 percent. 

| P. M. Foster, owner of Foster 
|Motor Co. (Studebaker), also in 
| Athens, reported his used-car sales 
off around 18 percent with prices 
down about “5 or 6 percent” at the 
outside. 

| Foster said, “The steel strike is 
| strongly felt in this section because 
of the closing of Aluminum Co. of 
America’s large plant at Alcoa, 
Tenn. (40 miles away). 

The majority opinion of dealers 
in Athens was that the market 
for older used cars, 1940 models 
and older, is just about com- 
pletely shot, although up to re- 
cently the movement of this type 
of merchandise had been active. 


C. L. Blazer, general manager and 
a partner in Cleveland Lincoln- 





Chattanooga, McMinn County Mo- 
tor Co. (Ford) reports that October 


NOTHING LIKE THE NATIONAL 


Mercury Co., Cleveland, Tenn., re- 
ports that his used-vehicle activity 





slowed considerably in September. | 
| Volume was off approximately 10 


percent with prices about $50 lower 
than August’s level on prewar units 
and $100 to $150 lower on postwar 
merchandise. 


“There are several ills in the 
market in this town,” according to 
Blazer. “One is that the purchasers’ 
pocketbooks are at a lower stage 
and a second is that the buyers are 
hesitant to part with what little 
money they have.” 

CG P. 
dent, Cleveland Motor Co. 
(Studebaker), backed up Blazer's 
statements as to reductions in both 
prices and sales. 

Bill White, of White Motor Co. 
(DeSoto), Cleveland, says his 
September used-car sales were 
practically at a standstill in com- 
parison with August. White re- 
ports that it’s getting harder to 
sell new merchandise because of 
the large tradein allowance prac- 


(Bud) Hotalen, vice-presi- | 


| A 22-YEAR TRADITION GOES ON—Soon after Studebaker introduced its 1950 passenger 


| cars, two members of the Bahr famil 


in Marion, 


Ind., continued an old tradition when 


they accepted delivery on a Land Cruiser and Champion. For the past 22 years there have 


always been at least five Studebaker vehicles in the Bahr family, 
Charles Bahr, 
company founders; Studebaker dealer Eari J. Hollingsworth; his son, N. F. 


Brothers Mfg. Co. Left to right, 
and Carl Bahr, son of Charles Bahr 





tically demanded by some pur- 
chasers. 

| He says that although his used- 
|car inventory was about the same 
| in September as in August, he had 
|avoided some sales where tradeins 
|were involved because “they actu- 
| ally weren’t worth a down payment 
| on a new unit.” 

| Claude (Cuz) Miller, general 
| manager of Spiers Motor Co. (Kai- 
ser-Frazer), Chattanooga, said that 


Ml 
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The National ''200”’ is a modern cash register. . .with a built- 


in adding mechanism. All at 


a price that brings simplified 


record-keeping within the reach of practically every retail 


business. 


It prevents mistakes. . .speeds service. ..shows the price of 
each item in a purchase and the mechanically-added total ofall. 
It mechanizes cash-and-charge control... prints a record of 
every transaction. ..distributes the amounts automatically 
into separate columns for any desired classifications—such 
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the “200” can be used for adding at any time without dis- 
turbing the accumulated cash total. 


See this modern account- 
ing tool for today’s business 
—the National ‘*200”—at 
your local National Cash 
Register office, today. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 











operators of Bahr 
president and son of one of the three 
Hollingsworth, 


the overall price of used cars sold 
off his lot in September as com- 
pared with August was $200 less, 
with unit sales actively off as much 
at 42 percent. 

At Lawrence Bros. Motor Co. 
(Lincoln - Mercury), Chattanooga, 
Gene Prestwood, used-car manager, 
reported used-car dollar volume off 
close to 18 percent with prices 
holding “maybe 5 to 7 percent” be- 
low the July level. 

Prestwood added that September 
units sales were only slightly less 
than the earlier period. 

One dealer said that his Sep- 
tember used-car sales were off 
$6,000 from his August figures at 
which time he turned $30,000 in 
used merchandise. 

Another used-car manager re- 
ported that he had orders to ap- 
praise trade-in merchandise at 
“exactly what I think it will bring 
on the used-car lot less the sales- 
man’s commission.” 

Bishop and Meyers, Chattanooga 
used-car dealer, said September 
sales were fairly constant with a 
slight decrease in price. Archie 
Meyers, partner, said that inventory 
had to be watched much more 
closely than before so that “fast 


moving merchandise can _ be 
stocked, primarily.” 
Another used-car dealer com- 


mented that “overstocking even on 
practically new merchandise can be 
pretty drastic with the slowing up 
of the present market.” 

W. C. (Preacher) Keith, another 
Chattanooga used-car operator, was 
one of the few dealers to report 
a slight sales increase during Sep- 
tember over August. 

At Ryman Pontiac Co. (Pon- 
tiac-Cadillac), Dalton, Ga., Milton 
Ryman jr. reports prices off up to 
12 percent with fewer buyers 
than two months ago. 

One reason for the decrease in 
activity in Dalton, Ga., is that 
American Thread Co., handling one 
of the largest payrolls in the town, 
had been out on strike for several 
weeks and only recently have the 
workers returned to their jobs. 

The boll weevil “took” almost 
half of the north Georgia cotton 
crop this year. This, coupled with 
the general labor unrest in the 
textile industry, has been a primary 
factor in the market decrease in 
this section. 

Howard Abney, partner in Ring- 
gold Motor Co. (Dodge-Plymouth), 
Ringgold, Ga., summed up the situ- 
ation by saying that his sales were 
off about 10 percent with a decrease 
in selling price of approximately 
$100 per unit. 

It appears that in this section 
there has been a reduction in 
sales price of about 6 to 18 per- 
cent and a decrease in unit sales 
volume of from as little as 5 per- 
cent to as much as 42 percent. 

Additional salesmen are being 
hired and trained by most operators 
and a great deal more automobile 
advertising is being placed in the 
local newspapers. 

As one dealer put it, “We’re going 
to have to move these used cars or 
they’ll drown us, Used-car depart- 


|}ments have returned to their place 
lin the dealer’s front row.” 


* * * 


San Francisco 


Dealers here experiencing a 
slump in new-car sales do not 
attribute the slack period to the 
steel strike. Consensus on the part 
of the hard-hitting prewar dealers 
is that November and December 
sales have always been somewhat 
slow, due to talk of new models and 
nearing introduction dates. 

While this is true at the larger, 
longer-established auto firms, 
newcomers in the field tend to be 
somewhat’ skeptical regarding 
sales slumps, tracing the cause to 

(Continued on Page 21, Col, 1) 
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Auto Markets 


(Continued from Page 20) 


talk of auto shortages, brought 
about by the steel strikes. 

For the most part, auto dealers 
in the area have new cars to de- 
liver to waiting customers, and if 
any shortages are noted, they are 
occurring in the lower-priced car 
brackets. 

Used-car prices appear to be 
holding their own, and dealers re- 
port a fairly steady market in used 
cars. Advertising copy, however, is 
stressing high tradeins, etc., in 
both newspaper and radio. 

In order to stimulate new-car 
sales at one dealership here, all 
employes of the firm joined in a 
“contest,” with the “contest win- 
ners” being those persons turning 
in the best new-car sales pros- 


This proved a successful idea, 
stimulating all members of the 
dealer's employe family to take 
part, with a fine. new-car sales tally 
to prove the results of their efforts. 
—(Leon Pinkson). 

= * 


| 
Buffalo 
Sales of new-car dealers were | 
suffering in communities most se- 
riously affected by the steel strike, | 
a survey here discloses. 
The steel strike has thrown well | 
over 20,000 men out of work in the | 
Buffalo area, representing a week- | 
ly payroll of close to $1,500,000. | 
Hardest hit have been new-car 
dealers in Lackawanna and South 
Buffalo, where most of the area’s 
steel workers reside. 


One South Buffalo dealer said 
effects of the strike on new-car | 
sales have been “very pro- 
nounced.” Another dealer in a 
steel workers’ community re- 
ported his sales were holding up 
fairly well but if the strike con- 
tinued it was bound to cut into 
new-car volume. 

A dealer in a North Buffalo com- 
munity, not directly affected by 
the steel strike, said the strike 
was “hurting public psychology.” 

He pointed out, however, that set- 
tlement of the Bell Aircraft Corp. 
strike here has actually produced 
some new prospects in the last 
few days. 

New cars are not backing up 
here to any noticeable extent as 
a result of the steel strike but 
dealers are being forced to in- 
crease their selling efforts to keep 
cars moving. 

Several new-car dealers reported 
they have added men to their sales 
forces recently and are seeking 
new ways and means of digging 
up business. 

Automobile rows in most sec- 
tions of the city now are open 
anywhere from three to six 
nights a week, and more and 
more dealers are being forced 
into six-night operation. 

One new-car dealer said he felt | 
a prolonged steel strike might 
help business because customers 
might become worried that they 
couldn’t get a new car because 
of the gradual shutdown of motor | 
plants. 
However, other observers dis- | 
agreed with this theory, saying a 
general economic letdown would 
affect the new-car business like 
every other line of trade. 
Service business of new-car deal- 
ers in industrial areas here also 
has been sliding since the steel 
strike began and this is another | 
source of worry to _ dealers. 
Effect of the steel strike on auto- 
mobile buying in Buffalo was re- 
flected in a report by one large 
auto finance company which said 
its current business in Buffalo is 
about 50 percent of what it would | 
be if it weren’t for the strike. 
(George E. Toles). 
+ * * 


Detroit 


The sale of 12,587 new cars in 
Wayne county (Detroit) during | 
October was just 177 units under | 
the September effort of 12,764, ac- | 
cording to the Detroit Automobile | 
Dealers Assn. 

d New-car sales in October were 
Just 40 units ahead of the same 
month last year when 12,547 new 
cars were delivered. 

In the first 10 months of 1949, | 
new-car sales in the  county| 
amounted to 126,909, compared with 
105,584 for the same period last year. | 

New-truck sales in October in | 
Wayne county totaled 1,148, against | 
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1,195 in October, 1948. Sales for the 
first 10 months of the year were) 
10,896, compared with 12,268 in the | 
first 10 months of 1948. P 
October used-car sales num- 
bered 11,653, in contrast to 6,385 
in the same month of 1948, Used- 
truck sales during the month were 
707, against 482 in October, 1948. 
New-car sales by makes in Octo- 
ber were: Austin, 1; Buick, 762; 
Cooma 191; Chevrolet, 2,580; 
rysler, 293; Crosley, 9; DeSoto, PLIES TR k 
278; Dodge, 566; Ford, 3,464; Frazer, | given as priser in @ national merchandising contest by Cock Chemical Co, of Kansas City. 
10; Hudson, 152; Kaiser, 39; Lin- Beri Berry, Inc., Kansas City Ford dealer, sold the trucks and provided Ford convertibles 
coln, 92; Mercury, 702; Nash, 244; for the contest winners during their three-day visit to the city. 
Oldsmobile, 580; Packard, 139; 
Plymouth, 1,374; Pontiac, 818; 
Studebaker, 282; Willys, 8, and mis- 


Cleveland reports that new-truck 


4. The figure of 1,441 new cars, 
sales marked “a 12-month high 


realized during that period, was 
cellaneous, 3.—(Bob Gordon). also the fourth highest week in| at 158. Sales of new trucks dur- 
1949. ing October averaged 131 per 
Cleveland On the other hand, sales of used| week, as compared with 96 per 

Steel and coal strikes notwith-|cars dropped to 1,930, the lowest| week in the third quarter of the 
standing, new-car sales in Greater|week since February with one| year and 121 per week for the 


Cleveland soared to a nine-week | holiday exception. year to date.” 
high for the seven days ended Nov. The Federal Reserve bank of In the field, the consensus for the 
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“Select-O-Seat”, as installed in the new cars, is more 
comfortable for most people. In addition, for those who 
have special comfort requirements, it is designed so extra 
coil springs can be inserted at little or no cost. 


” ‘ 
°r real Personaliged 


---see your dealer 


Those who drive the most have 
conclusively proven that only 
“Select-O-Seat” adjustable cush- 
ions can assure complete per- 
sonalized riding comfort. 
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7 se Owners of new cars call it the greatest improve- 
ment in seating comfort known . . 


and produced by the world's leading supplier 
of cushion springs for over 40 years. 
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marked increase in truck sales is 
due to the realization that the 
nation is not going into business 
doldrums. 

Used-truck sales, 
ceded to 92. 

The Federal Reserve bank also 
noted that “sales of all vehicles 
except used trucks surpassed the 
comparable year-ago trading vol- 
ume.”—(Sanford Markey). 

* * * 


however, re- 


Pittsburgh 


Business in the Pittsburgh area 
improved somewhat in the week 
ended Oct. 29, according to the 
Bureau of Business Research, Uni- 
versity of Pittsburgh. New-car 
registrations showed a gain during 
the period, the bureau said. 

For the first time in several 
weeks, the bureau’s index rose. The 
index stood at 71.5 on Oct. 28, com- 
pared with 65.7 in the preceding 
week, and 156.1 in the week ended 
Sept. 17, the week before the coal 
strike started. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 


mated more than 100,000 cover-to-cover 
readers weekly! 
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UNITED STATES RUBBER COMPANY 





announces and presents 


THE GREAT NEW 





Med 






The great Mid-Century U.S. Royal Master 
is an entirely new super-tire— without rival, 
imitator or comparison. 

It was made exclusively and exactly to the 
demands of Mid-Century motor cars, in co- 
operation with highest ranking automotive 
designers. 

On any car, old or new, they lower and 
lengthen the appearance of the car;—they add 
flashing style and beauty to complement the 
lower, racier cars of today and tomorrow. 


Three vital necessities never 
offered before 

And also—the Royal Master is the only tire 
in the world with the new TRIPLE-TRAC- 
TION TREAD, for vastly greater sweep, 
bite and hold under all road conditions. 

It is the only tire in the world with the new 
PROTECTIVE CURB GUARD, for white- 
wall protection against curb defacement and 
abrasion. 

And it is the only tire with protected 
EVERLASTING WHITEWALLS, scuff 
and blemish-proof for the full life of every tire. 


Never before, such radical 
tire improvement 
The new Mid-Century Royal Master’s 
renewable safety tread gives up to 60% more 
safe mileage. 


Cepiliig 


U.S. ROYAL MASTER 


It offers three full levels of tire life in every 
tire, each level supplying new tire traction 
and safety while other tires are giving up 
their lives. 

All of these revolutionary features now 
come to you—from the great pioneering tire 


that was FIRST in rayon construction, FIRST 


in functional tread design, FIRST in De-skidded 
stopping power, and FIRST with the Air Ride 
principle of more air and LESS air pressure. 


The Mid-Century climax of the 
automotive era 

When first you see them they will suggest 
the racing tires of the Speedway. 

When you ride them they give the genuine 
and original Air Ride protection from every 
shock and road strain. 

When you steer them, or park your car, you 
will get an ease of handling not possible before. 

When you brake them they will assert a new 
mastery of snow, slush, slick, sand or mud. 


This is the tire revolution 
of the century — without rival, 
or comparison 
They are available now—at no increase in 
prices—with greater Pleasure, Safety and 
Economy than tires have ever given. 


THE NEW TIRE THAT CHANGES EVERYTHING 
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Pressure Rises 
For Sales Tax 


In Georgia 


ATLANTA, Ga.—Proposals for 
enactment of a sales tax are con- 
tinuing to be pressed in Georgia, 
with legislative consideration of 
the issue expected next year. 

Writing a_ stabilized sales-in- 
come-luxury tax program into the 
Georgia constitution was advocat- 
ed by State Auditor B. E. Thrasher 
jr. at a meeting last week of a 
subcommittee of the state tax re- 
vision committee. 

Thrasher suggested a 4 percent 
constitutional limit on the pro- 
posed sales tax and declared spe- 
cific limits on the other taxes also 
should be included. Such action, 
he said, would assure citizens and 
industries against sudden tax 





changes. 

Hughes Spalding, chairman of 
the state board of regents, had 
earlier told the subcommittee that 
Georgia would have more indus- 
tries “if we had an established tax 
policy.” He agreed with Thrasher 
that a _ constitutional guarantee 
would solve that problem. | 
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Mer 


chandising 


Memos to Dealers 


ya a factory service director 
turns dealer, you’d expect him 
to come up with some good mer- 
chandising ideas tying in with 
service. : 

We weren’t disappointed on that 
score when we dropped in to see 
Earl M. Taber, former Pontiac 
service director and now a partner 
in Gouldman-Taber Pontiac in At- 
lanta, Ga. 

For the kernel of his policy, 
Taber picked up a favorite warn- 
ing of his former boss, Harry J. 
Klingler, general manager of Pon- 
tiac: 

“You guys better not let a 
complaint get to me, or Ill fix 
it good.” 

Taber says he and Gouldman fix 


By Bob Finlay 





’em good themselves. As a result, 
starting from scratch in a strange 
city, Gouldman-Taber have built 
up a clientele of 1,200 regular serv- 
ice customers in 20 months. 
Gouldman and Taber § started 
with the idea that they had no 
friends. The only way they could 
get any was to make friends of 
those who came in to buy cars. 
They avoided lists, saying they 
only caused trouble. Instead they 
worked out a schedule on deliv- 
eries. Each customer was given an 
approximate date when he could 
get his car. 

The customers they satisfied 
through this system have been 
sending them business for 








Suppose that you need spark plugs— 


or such devices as oil filters, 


crankcase ventilation valves, ammeters, 


instrument panels, tachometers—for 
the engine, vehicle, or boat you manufacture. 
(Listed below are the products we 
make.) It will pay you to investigate AC 
before you select your supplier. 


There are two main reasons: 


Mott Foundation Building 
Flint 3, Michigan 


@ We build many different types— 


sometimes hundreds 





find exactly what you need. 


among which you may 


If so, 


you'll save substantially by avoiding 


the tooling and other costs which go 


with custom design and manufacture. 


@ By selecting AC products, 


you escape the expense of 


unsatisfactory performance 


service of your customers. The 
“batting average’’ of AC products 


is the highest we have encountered, 


and it covers many years of 
experience with more than 


manufacturing customers. 


Get in touch with any of our three 


offices, for detailed information. 
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months, even though they start- 
ed only a short time ago. 

In a recent newspaper ad, the 
new-car policy was stated under a 
picture of Gouldman: 

“Our new-car policy is to de- 
liver you a new Pontiac at a spe- 
cific time, color and equipment of 
your choice.” 

Under Taber's picture: 

“Our service policy is to sat- 
isfy you so well that you will 
want to keep driving Pontiacs for 
the rest of your life... .” 

Taber pays mechanics on a 
straight hourly basis, and tries to 
get across the idea to customers 
that his plan insures them against 

mechanics rushing slipshod through 
repair jobs in order to make more 
money. 

We liked a direct-mail piece 
Gouldman-Taber got up recently. 
Measuring 7% by 9% inches, it 
was headed: 

“What Every Owner’s 
Needs This Fall.” 

In boxes several jobs were listed, 
like engine tune-up, electrical 
check-up, safety checks, cooling 
system, points to have lubricated. 
Under each classification were the 
items to be checked or serviced, 
and the price of each job. It was 
on light cardboard stock and fold- 
|ed to about letter size. 
om + 


Car 


Greeting to Friends 

AWTHORNE MOTOR SALES 
(Studebaker), Cicero, IIl., sends 
| birthday greeting cards when the 
owner of a new Studebaker has 
| driven the car for one year. 


| The card entitles the owner to 
| @ free lubrication if he presents 
the*car within 30 days. 


Reaction has been good, says the 
dealer. It holds friends as well as 
encouraging visits to the service 
department. 

* * * 


Truck Promotion 


A CHATTY advertising gossip 
column can _ promote truck 
| sales as well as car sales, accord- 
| ing to the GMC branch in Toronto. 

Worked in with items about res- 
idents of Toronto are commercials 
like this: 


“We like to think the reason 

| a lot of fellows walk in here 

| who don’t even know us, and 
buy a used truck in a matter of 
minutes—is because they have 
confidence in us, 

“For instance, the other week a 
fellow who has a general store in 
| Sudbury came in. He'd never done 
|}any business with us before, but 
| said that what he’d heard and read 
| about our policy convinced him he 
could get a truck he could trust 
from us. 

“An hour after he walked in he 
drove away in a one-ton panel job. 
As a matter of fact, one of the 
boys had to teach him how to han- 
dle the vehicle—he’d never owned 
|a truck in his life.” 





- + ” 
soe 
| Prescription 
TH Utica (N. Y.) Automobile 
Dealers Assn. used cooperative 


|mMewspaper advertising the other 
|day to warn motorists about hav- 
ing a safe car for winter driving. 

The ad was headed: “Our pre- 
scription for winter driving. 
Drive carefully—in a car that’s 
safe.” 

Copy continued: “Our service de- 
partments now operate on a five- 
day week schedule, closed all day 
Saturday and Sunday. Have your 
car serviced by a franchised dealer. 
He has the men, the equipment, 
the know-how.” 

The ad listed 
bers. 


Cold Outside 


N WATERTOWN, N. Y., Good- 

rich Motors (DeSoto-Plymouth), 
is going after winter service busi- 
ness with a newspaper ad headed: 

“Brother, I'll Be Cold Outside 
..- Un-Safe, Too.” 


association mem- 


* * 


selves in on new colors for next 
spring and it won’t be long before 





prima donna on a cold but beautiful 
morning. 


“Brother, it’ll soon be cold outside | 
and you wouldn't want to find your- | 
self caught with a dead battery or | 


an unstartable motor, while thou- 


sands cheer at the big gridiron) 


classic. That’s why we're urging 
you to let us winterize your car 


Copy read: “The football season | 
is on, the leaves are turning them- | 


your car commences to act like a/| 


real soon so’s you don’t have to 
stand in line.” 
* 


Personal Bid 


Forsythe Motors Corp. (Dodge- 
Plymouth) in Syracuse, staged 
what it called an “Organization 
Sale.” It was launched with a large 
newspaper ad which carried photos 
of all members of the firm’s selling 
staff. 

The ad caption said: “We're 
going into business just like pre- 
war days.” Copy continued: “We 
have cars and we can get more. 
Excellent cars—brand new cars— 
perfectly conditioned used cars. We 
want to sell them. 

“You can get the exact car you 
want at Forsythe’s—your choice 

of color and style. The entire 
Forsythe organization is ready to 
serve you. The officials and sales- 
men pictured below are ready to 
help you—at any time—in the 
selection and purchase of the car 
you want. 

“They know cars—they’re special- 
ists. Call them—or visit them. Ask 
for any one—or ask for them by 
name. Their knowledge of the auto- 
motive business will assure you of 
an excellent purchase.” 


















Three cheers for those cars 
with VENTALARM whistling tank 
fill signal. 

Faster fills with no costly 
spills, no stained fenders to 
create ill will. 

It's the only way that we can 
eliminate all types of spills and 
give a car owner the kind of 
service he expects. 

Manufactured by 
SCULLY SIGNAL COMPANY 
92 First Street, Cambridge 41, Mass. 









| For Their New Car Advertising 

© Critical Craftsmanship from 
Designer to finished Product 

© Triple-plate Chrome Finish 

© Life-of-Car Durability 

® Customer Eye Appeal 

® New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE... Yours to 
keep and compare! 

@ NO OBLIGATION @ 


Stemac e+ 2409 157TH Sr. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 














DEALERS FINANCING 
THEIR OWN CAR 
NOTES 


may receive without cost or obligation, 

a 65 page book on "Insurance In Con- 

nection With Lending''—just published— 
|| which contains valuable data on 
100 ‘Dealer’ 
decisions. 


over 


Finance cases with court 


Write today for your ¢ 


CONFERENCE ON CONSUMER 
INSURANCE LAW 


84 William Street 
NEW YORK, 7, N. Y. 


nn 


 r?/ 


Les 


'e to 


rdge- 


ation 
large 
10tos 
ling 


Ve’re 
pre- 
“We 

nore. 


. We 


TET 


sing 


ct 








On the Financial Front... . 





Automotive Stocks 
Set Dividend High 


By George Deery 


Associate Editor 


TS $273,349,000 in cash divi- 
dends paid by 53 automotive 
companies in the first nine months 
of 1949 was 32.8 percent more than 
the $205,795,000 paid in the corres- 
ponding period a year ago by 59 
firms, according to a compilation 
by the New York stock exchange. 

This record was the best in- 
crease for any group of indus- 
tries covered in a compilation in 
The Exchange, publication of the 
New York stock exchange. Steel 
and iron firms were the second 
best with an increase of 18.7 per- 
cent, while the payments for 
some groups declined. 

Of the 69 automotive firms listed 
on the Big Board, 26 increased 
dividends, 18 disbursed the same 
amount and 16 reduced this outlay. 

e * * 


QGHARPEST drop in payments for 
\’ the nine months’ period was 
shown in the 11.8 percent decline 
for U. S. firms operating abroad. 

Of more interest to motor indus- | 
try investors is the fall in the divi- | 
dend disbursements by rubber 
companies at the rate of 11.6 per- 
cent. | 

Close on the heels of this clas- 
sification was the mining indus- | 
try’s 11.5 percent. The less than 

1 percent drop for leather and 

leather products accounted for | 
the smallest decline. 

There are 10 rubber firms listed 
on the exchange. In the first three 
quarters of both years, eight firms 
paid cash dividends—$23,387,000 for 
the 1949 period and $26,445,000 last 
year. 





* + * 


NONE stepped up the dividend 
distribution this year, five paid | 
the same and three made reduc- 
tions. 
Petroleum and natural gas firm | 
stockholders received 9.3 percent | 
more this year than in the same 
period a year ago, with 41 paying 
this year against 43 in the January- | 
September period of 1948. 
Stockholders in all issues on 
the exchange received 8.2 per- 
cent more during the first three 
quarters of this year than last. 
Of total common stock listings | 
on the Big Board, 84 percent paid 
dividends this year. This compares 
with 86 percent in the same period | 
a year ago. 


* * * 


F THE listed common stocks | 

“ paying dividends, says the ex- | 
change bulletin, 30.5 percent dis- | 
tributed more dollars per share | 
than in the same 1948 months; 
looking back, it is noted that 49.7) 
percent paid more dollars per share | 
in 1948 than in 1947. 

Payments were reduced this | 
year on 172 listed stocks and 
eliminated or deferred on 38 | 
others, whereas reductions last | 
year, in the first nine months, | 

occurred on 99 issues and 25 

stocks saw payments eliminated | 

or deferred, 

Ten out of the 27 groups analyzed | 
in the article showed a reduction | 
in dividend payments for this| 
year’s period against a retreat by | 
only three for the corresponding | 
time last year. | 

>. . * 
Firms’ Net Drops 
‘THE net income after taxes of all 
~ U. S. manufacturing corpora- 
tions again declined during the 
second quarter of 1949 and was 
estimated at $2 billion, it was an- 
nounced last week by the Federal 
Trade Commission and the Securi- 
ties Exchange Commission. 

Profits were $400 million, or 16 
percent, below the preceding quar- 
ter and about 29 percent below the 
profits for the corresponding period 
of 1948. The second quarter decline 
reflects a drop in sales which more 
than offset lower costs and ex- 
penses and provision for income 
taxes, the report states. 

In general, the decline was some- 
what more pronounced for the 
smaller sized corporations. For cor- 
porations under $1 million in size, 
profits after taxes in the three 
months April through June were 


approximately 35 percent below 
those for the preceding quarter and 
about 60 percent below the cor- 
responding quarter of 1948. The 
profits for corporations with more 


than $5 million in assets were ap- | 


proximately 15 percent lower than 
in the preceding quarter and 25 





Auto Stocks 
Nov.7 Oct. 31 
Chrysler 58% 583, 
Crosley . 2% 2% 
General Motors 69', 67% 
Hudson 13% 13% 
Kaiser-Frazer 5 4% 
Nash-Kelvinator 15% 14% 
Packard 8% 3% 
Studebaker 25 24% 
Tucker . 20 20 
Willys-Overland 5 5 
Average for - 
10 Stocks 19.77 19.55 
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percent lower than in the second 
quarter of 1948. 
* + + 

T SHOULD be noted that while 

profits for all manufacturing 
corporations in the second quarter 
of 1949 were substantially below 
those for the corresponding quar- 
ter of last year, dividend payments 
increased approximately 5 percent. 
This increase, however, was en- 
tirely accounted for by the corpora- 
tions with assets of $100 million or 
more, the smaller size classes all 
showing minor declines. 

Sales for the second quarter of 
1949 were estimated at $38.5 bil- 
lion, about 2 percent below total 
sales in the preceding quarter 
and about 6 percent below the 
second quarter of 1948. 

One of the more significant de- 
velopments in the second quarter 

of 1949 was the reduction in short 
|}and long-term loans payable to 
| banks. Bank loans payable within 
|one year showed a sharp drop in 
contrast to the moderate declines 
| which characterized the preceding 
|two quarters. 

During the second quarter, the 
decrease amounted to more than 
$600 million and represented a 22 
|percent decline from the amount 
| outstanding at the end of March, 





1949. The $200 million drop in long- 
term bank loans is the first de- 
cline in recent quarters. 


Stiff Opposition 
Cited in Growth 
Of Trucking 


WASHINGTON. — According to 
First Vice-President Harry Eng- 
lish of the American Trucking 
Assns., the trucking industry has 
grown to a position as the most 
important single agency of trans- 
portation in this country “in spite 
of vigorous and continuing opposi- 
tion from special-interest represen- 
tatives.” 

Addressing a meeting of the 
Kansas Motor Carriers Assn., Eng- 
lish said that few industries have 
been so vigorously opposed as has 
the trucking industry throughout 
its short career. 

“In spite of opposition both open 
and secret, in spite of severe re- 
strictions, unsound laws, heavy 
taxes and any number of other 
difficulties that beset the truck 





operator from the beginning, the 
use of truck transportation has ex- 
panded steadily until today it is 
the most important single agency 





pero 25 
English de- 


of transportation,” 
clared, adding: 

“You know, as well as I do, that 
just about everything moving in 
commerce nowadays rides at least 
part of the way on a truck; that 
America is geared to the highway; 
that our whole economy, our whole 
way of life have been built around 
highway transportation.” 


Commercial Solvents 


Expands Research Center 


TERRE HAUTE, Ind.—A $2,000,- 
000 addition to its research center, 
which more than doubles previous 
facilities, has been put into opera- 
tion by Commercial Solvents Corp. 

The new laboratories, dedicated 
to Maj. Theodore P. Walker, chair- 
man of the board, were opened by 
Henry E. Perry, president, who for- 
mally turned the facilities over to 
T. S. Carswell, vice-president of 
research and development, and Dr. 
Jerome Martin, director of research. 
A large portion of the facilities will 
be devoted to studies of antibiotics 
and other pharmaceuticals. 


Link Simpson to Build 
Link Simpson Motor Co, (Stude- 
baker), Texas City, Tex., will build 
a $22,500 structure, according to the 
firm. It will measure 50 by 100 feet. 


NEW PRICE EFFECTIVE 
NOVEMBER 15TH 


WRITE FOR LITERATURE 
AND PRICE OR CONTACT 
YOUR OWN JOBBER 
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Youths’ Driving Plans 
Get Dealer Support 


By Tom Hewitt 
Staff Writer 


REAT strides in attempting to | 


reduce auto accidents among 
youths have been made in the past 
year, with dealers deserving much 
of the credit for 
promoting safety 
plans, believe 
safety officials. 
Auto men have 
pushed both the 
“Dad - to - Daugh- 
ter” and “Man-to- 
Man” agreements 
and the high 
school driver-training programs to 
a point where 1,500,000 agreements 
have been distributed and 3,184 
training cars are in use. 

The Inter-Industry Highway 
Safety Committee reports that 
4,635 high schools now teach 
driver training. An additional 





GOK wore vou leap 
TMT BALTIMORE 


3,190 schools give class instruc- 
| tion only. 

It has been suggested that the 
two programs work hand in hand. 
| Since many schools now have driv- 
ing courses, it is believed that deal- 
iers should extend their efforts to 
|give an extra push to the agrce- 


|ments to further emphasize safe 
driving. 
* -* * 
HIS need is evident when one 


studies National Safety Council 
figures on youthful driver’s acci- 
dents. 
1948, 7,100 persons between the ages 
of 15 and 24 were killed in auto 
accidents. This figure represents 22 
| percent of all road fatalities. 
The council also reveals that 320,- 
|000 youths, between ages of 15 to 
| 24, were injured in traffic accidents 
| in 1948, 
| “Because of the high percent- 





LOOK AT THE FASTEST-GROWING MARKET in 
the East. Baltimore's booming—with 343,654 city- 
zone families.t Over 30% increase since 1940. 


LOOK AT YOUR 


PRODUCTS POTENTIAL in 


Baltimore. 3384 food outlets doing business to 
the tune of 325 million dollars a year! 500 drug 
outlets selling over 361% million dollars in drugs 


and cosmetics! * 


LOOK FOR THE LARGEST CIRCULATION of any 
Baltimore daily — it's the NEWS-POST. Reaching 
almost 3/5ths of the vital city-zone families. A 
total net paid of 230,250 — more than any other 


daily paper. 
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© Baltimore News-Post 


First in Circulation ...First in Coverage in the 6th Largest City 
A HEARST NEWSPAPER—REPRESENTED NATIONALLY BY HEARST ADVERTISING SERVICE 


Offices in principal cities: Albany © Baltimore © Boston © Chicago * Detroit © Los Angeles © New York © Pittsburgh © San Francisco © Seattle 








It was shown that during | 








DEALER CRANSTON FURNISHES CAR FOR TRAINING IN BOISE, IDA.—A Chevrolet sedan 


was presented to the high school there by Cranston Chevrolet Co. t 
Cranston, Cranston Chevrolet Co.; Art Finnell, American Automobile Assn., and Art Smith | 


high school senior. 


age of accidents in the younger 
age group,” says the National 
Safety Council, “many insurance 
companies will not write cover- 
age for car owners 25-years of 
age and under. 

“In addition, most insurance 
firms require a higher rate for 
coverage written for family cars 


used by 15-25 year-old drivers. In-! 


ij 
‘ 


t 








tABC City Zone based upon Bureau of Census 1947 Surveys for Metropolitan Districts. *Research and Marketing Dept. Baltimore News-Post 


Left to right: Walter 


surance Officials estimate this higher 


rate costs these car owners $125,- | 


000,000 each year in additional 


premium charges.” 


Tos Inter-Industry Highway 

Safety Committee feels that 
dealers should now go all-out to 
help promote safe-driving of youths, 
and has suggested that auto men 









promote agreements by following 
these suggestions: 

“Include copies of the agreements 
and club cards in your mailings to 
service customers who have boys 
and girls of driving age. (Lists of 
those eligible may be obtained from 
the schools.) 

“Display posters in your show- 
rooms, service departments and 
public places. 

“Distribute club cards and 
agreements in your place of busi- 
ness and to your employes having 
sons or doughters of driving age. 

“Reproduce the agreements and 
club cards in newspapers and pub- 
lications. 

“Incorporate information regard- 
ing the program in your newspaper, 
radio and television advertising. 

“Contact public officials and other 
groups and encourage their use of 
| agreements, club cards and posters. 
| “Contact state and local groups 
and offer to help in the promotion 
of this activity.” 

* * + 


Y USING these suggestions, it 
was pointed out, dealers will 
gain community respect and will 
save lives. . 
According to the director of 
| safety for New York, Thomas W. 
| Ryan, auto men can help save an 
estimated 5,000 lives within the 
next 12 months if they sell acci- 
dent prevention in addition to 
selling cars and trucks. 

Additional impetus will be given 
to the agreement plan in December 
when the National Broadcasting 
Co.’s “Father Knows Best” pro- 
gram, starring Robert Young, will 
devote three programs to the 
youthful-driver theme. 

State automobile dealer associa- 
tion managers are scheduled to re- 
ceive details and suggestions for 
local participation on the program 
from the ITHSC. 


Ohio Sets Study 
For Location of 


| * 
Toll Highway 

Ohio State Highway Director T. 
J. Kauer has been authorized to 
make a $600,000 engineering study 
to determine the best northern Ohio 
location for the state’s first toll 
superhighway. 
| The action was taken after Kauer 
said preliminary studies indicated 
the state’s first big toll road should 
connect with the Pennsylvania 
| turnpike. 

In authorizing the detailed en- 
gineering study of the proposed 
route, the commission agreed on 





Street Scene 


A junk shop near a railroad 
crossing in Denver carries a sign 
with this hint to motorists: 

“Go Ahead—Take a Chance. 
We'll Buy the Wreck.” 


the general location of the road. 
It would begin southeast of Youngs- 
|town, near Petersburg, extending 
northwesterly across the state, end- 
ling in Williams county, west of 
Toledo. 

The northern route was favored 
by the commission over four others 
|after Kauer said it would definitely 
“carry a larger volume of traffic.” 
The resolution specified that the 
route be in the direction of Toledo, 
Detroit and Chicago. 

Exact location of the eastern 
|terminus will be determined later. 
|Estimates of the cost of the pro- 
posed Ohio toll superhighway range 
from $250,000,000 to $300,000,000, de- 
pending on the exact location. 

* 


N. H. Motorists 
\Get Toll Break 


New Hampshire motorists 
breathed a sigh of financial relief 
on Nov. 1, when the state ended 
its years and years of collecting 
15-cent tolls for crossing the Gen- 
eral Sullivan bridge between Dover 
and Portsmouth, 

Because he had been a “steady 
customer,” James Holdes, a Dover 
oil dealer, was given the “honor” 
of paying the final toll. 
| 








McCord to Stinson 


Murray Stinson has purchased 
j}the Ford tractor dealership in 
| Dublin, Ga., from John McCord. In 
taking over, Stinson relinquishes 
|the Ferguson deal which he has 
been operating. 
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| DETROIT.—Some 5,500 automo- 
tive patents will be issued this year 
—approximately one-sixth of all 











according to the October Automo- 
bile Facts, published by the Auto- 
mobile Manufacturers Assn. 
Of the 5,500, “about 85 percent 
will go to individual inventors 
| and small firms; the rest will go 
POLICE BUY TRAVELERS—Kruase and Waltz Motors (Kaiser-Frazer), Baltimore, has de-| to vehicle manufacturers and 
livered five Kaiser Travelar patrol cars to the Anne Arundel county police. Ridgley Waltz large parts-making firms.” 
se wows tell ~ — = ee oem. ee ee To show how much progress 
would not be made possible without 
the patenting process, the publica- 
53% Eve Car Purchases, tion gives this example: 
° e “The key role patents play is 
P li F d. illustrated by several new kinds of 
Magazine oO in Ss automatic transmissions developed 
recently by automotive and parts 
NEW YORK.—A nationwide sur- tionnaire sent to a geographical | firms. sf 
vey recently completed for Outdoor | cross-section of 3,000 subscribers in| “Each firm spent millions to de- 
Life by an independent research|the 48 states and the District of | V@lOP its transmission. Automotive 
company shows 53.6 percent of the | Gojymbia officials point out that motorists 
magazine’s sportsman-readers plan | a — would not get these improvements 
to buy a car within the next 15 Copies of the survey can be ob- if there was no patent system—for 
months. |tained from Outdoor Life, 353) rival firms could simply copy what 
Of these, 8.7 percent are consid- Fourth Ave., New York 10. one company developed, and pre- 
ering purchase of a 1951 model, : ante ne ne 
65.8 percent of a 1950 car, 9.6 per- 
cent of a 1949 model and the rest 
of 1948’s or earlier. 
Order of preference of those 
planning purchase of a car was 
Chevrolet, 22.2 percent; Pontiac, 
15.1; Ford, 13; Buick, 8.5; Nash, 
7.3; Oldsmobile, 5; Plymouth, 4.4; 
Studebaker, 4.4; Chrysler, 3; Dodge, 
2.7; Cadillac, 2.5; Mercury, 2.5; | 
Willys, 2.3; Hudson, 2.1; DeSoto, | 
1.8; Kaiser, 1.6; Packard, 0.7; Cros- 
ley, 0.2; Frazer, 0.2; pickup truck, 
0.2; “don’t know,” 9.8 (some respon- 
dents named a choice of two cars). 
The survey also discovered the 
fact that 94.8 percent of Outdoor 
Life’s subscribers own an automo- 
bile and 56.5 percent of the cars 
owned are post-World War II mod- 
els. A total of 42.4 percent trade 
in their cars at regular intervals 
and 63.5 percent purchased new 
cars. 
Median mileage traveled is 13,989 
miles per year. A total of 45.8 per- 
cent buy high-test gasoline. 
The conclusions are based on a 
28 percent response to a mail ques- 
Mack Truck Deal 
Brings Criticism 
. 
Of N. H. Officials 
CONCORD, N. H.— (UTPS) —A 
storm of criticism has broken out 
here since the award of a con- 
tract for 13 two-wheel-drive trucks 
to Mack Motor Co., Manchester, 
for use by the state highway de- 
partment. 


Mack got the contract on a bid 
of $65,144, which allegedly was 
$3,000 to $5,000 higher than the bids 
of three other firms. 

Highway Commissioner Frank 
D. Merrill has explained that the 
Mack firm was awarded the order 
because the vehicles offered by 
other firms did not meet necessary | 
specifications. 

He confirmed reports that Dean 
A. Fales, professor of automotive 
engineering at Massachusetts In- 
stitute of Technology, had been 
engaged to study the specifications. 

When Fales report is made pub- 
lic, Merrill predicted, everything 
will be cleared up. 


Singleton Heads 
Ford Assembly 


DEARBORN, Mich.—William D. 
Singleton, manager of Ford Motor 
Co.’s plant in Chester, Pa., since 
February, 1948, has been appointed 
production manager of all Ford 
division assembly plants under M. 
L. Wiesmyer, manufacturing man- 
ager, L. D. Crusoe, general man- 
iger of Ford division, announced 
last week. 

William B. Smith, who has been 
issistant manager of the Chester 
plant, has been named acting plant 
manager, Crusoe said, Singleton, a 
sraduate of Texas A & M college, 
joined Ford in 1931. In 1941 he 
joined the army. On his return to | 
the company, Singleton was ap- | 
ointed equipment engineer for the | 
‘ffice of Ford assembly operations | 


ething fakes the place of 


leather for the upholstery of a fine car . . 


smartness and service, « 


of a car so upholstered. - 
of leather . . 


for durability and distinction . . 


Patents and Progress 


About 5,500 Will Be Issued This Year 
To Auto Firms, Says AMA 


patents granted yearly in the U. S., | 


To the designer and maker of motor-cars, there is no substitute for 
. for the car that sets the pace for 
For genuine leather is smart. . . 
... the most enduring of all materials that can be employed. 

And its beauty is matched by its flexibility of application. . . its 
serviceability to the customer ... the pride the owner takes in the possession 
The feel of leather . . 
. the very quality of leather yields to no other material 


. for smartness and service. 


THE UPHOLSTERY LEATHER GROUP +> TANNERS’ COUNCIL OF AMERICA+ 100 





vent the developing company from 
recovering its research expense.” 

Since patents expire after 17 
years, the article said, the bulk 
of some 400,000 automotive pat- 
ents issued since 1896 now is 
free for anybody to use. 

“The patent system also en- 
courages some 1,800 independent 
parts-making firms and their sup- 
pliers to carry on similar research 
to improve the 5,000 different kinds 
of parts going into today’s automo- 
biles, Each year sees hundreds of 
inventions by these firms, to cut 
processing costs or improve quality 
or design of different parts,” ac- 
cording to Automobile Facts, 

It was further stated that each 
year scores of new firms are born 


out of patents obtained by invent- 


ors of new devices for cars. 


“Automotive firms have special | 
ideas and| 


departments to review 
inventions submitted by individ- 
uals. They prefer that the inventor 
write them first as to the proper 






FOR 


feather 


colorful 


. the look 


| federal 
|years have failed to disclose a 
| single case of this kind. They added 
that, 


at Dearborn. On Feb. 1, 1948, he} 
was promoted to manager of the | 
Chester plant. } 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, New Jersey + Conneaut Leather, 
Inc., Conneaut, Ohio + Delaware Tanning Inc., New York, N.Y. + Eagle-Ottawa Leather Company, Grund Haven, Michigan 
The lockewenna Leather Company, Hackettstown, New Jersey + Radel Leathcr Manufacturing Company, Newark, New Jersey 
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| procedure for sending in his idea. 


Some firms insist that the inventor 
apply for a patent before submit- 
ting his idea.” 

The story that patents are 
bought up by other firms to keep 
them off the market makes “au- 


| tomotive patent officials smile,” 


according to the article. 


“They point out that scores of 
investigations over the 


since rival firms carefully 
|study all patents issued in their 
| field, any firm buying a patent to 
‘sit on it’ would be likely to find in 
a few years that another firm had 
| developed a different invention to 
lachieve the same result.” 


|Montani Elected President 


Of Trumbull (O.) Dealers 


F. R. Montani has been elect- 
ed president of the Trumbull 
County (O.) Automotive Dealers 
Assn. for the coming year, the 
association announces. 

Other officers elected at the 
annual meeting were Otto San- 
zenbacher, vice-president; D. W. 
Shively, secretary, and J. W. 
Liber, treasurer. 


DURABILITY 


AND DISTINCTION 
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Kemper Motor Co., Inc., New- 
berry, S. C., has been granted a 
charter by the secretary of state 
to repair and service new and used 
automobiles and trucks and to 
finance new and used cars. Author- 
ized capital stock is $60,000. T. E. 
Davis is president. 


* * * 


Wilson Gets Charter 


Wilson Motor Co., Inc., Jones- 
boro, La., has filed articles of in- 
corporation with the office of the 
secretary of state. Authorized capi- 
tal stock was listed as 150 shares, 
no par value. 

+ + * 


Liberty Incorporates 


Liberty Auto Sales, Inc., Houma, | 


La., has filed articles of incorpora- 
tion, listing authorized capital 
stock of $100,000. 


” + * 


Gosnell Joins Spencer 


Spencer Motors, Inc., 
tonio, has appointed H. E. Gosnell 
as director of service. Gosnell for 


14 years has represented the joint | used-car division of C. M. Jones, 


Dealer Doings 


| 
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|Inc. (Studebaker), Cuyahoga Falls, | 





Dodge and Plymouth cars in south 
| Texas. 


* * + 


Ogden Buick Names Hall 


K, A. Hall has been named parts | 
and accessory manager for Ogden | 
Buick Sales, 2619 Washington Ave., | 
Ogden, Utah. 


+ * * 


Austin Appointed 


dian River Chevrolet Co., Cocoa, 
Fla., announces that Albert Austin, 
ployed as manager of the paint} 
and body shop. 


* * * | 


Sun Adds Oldsmobile | 





San ‘An- | 


the Oldsmobile franchise for 
Clermont, Fla., Dan Fields, own- 
er, announced, 
* * * 
Jones U. C. Manager 


Tom B. Jones has taken over the 





Ohio. 


Columbus 


its 


* * * 


Columbus Buick to Erect 


supervision of all Chrysler, DeSoto, | $100,000 Used-Car Plant 
Buick Co. 
nounces it will erect a building 
| at 5th and Broad Sts. to cost 
$100,000, which will be used ex- 
clusively for used cars. Main of- 
fices and display rooms of the 
company are on 
concern said it plans to expand 
considerably in 


(O.) 


operations 


1950. 


| Mortensen Motors, 
|Hwy., West Palm Beach, Fla. 

Deitz has formed Hudson Palm | 
| Beach, Inc., for the operation of |p 


tive management in the same loca- 
| tion occupied by Mortensen. 
* * * 


Underwood Lot Moved 


Underwood Nash Motors, Hunts- | 
ville, Ala., has found a new loca- | 
tion for its used-car lot. It is at| roe, 


* * * 


| 
E. E. Maxwell, manager of In- | Deits Gets Hudson Deal 
In West Palm Beach, Fla. 


e Martin Deitz announces the pur-| > 
formerty of Orlando, has been em | chase of a Hudson dealership from 





> The showroom that presents an attractive front 
—that is modern and inviting inside and out—is a 
real winner. It attracts more customers, makes 
more sales, increases profits. 

Your showroom can be a winner, too, if you 
modernize with Pittsburgh Glass and Pittco Store 
Front Metal. And when you modernize, do it right 
... no half-way job! Dollar-wise merchants all over 
the country have proved that the complete modern- 
ization of their showrooms has been a sound in- 
vestment which has resulted in the immediate im- 
provement of their businesses. 

When modernizing your showroom, consult your 
architect. He is familiar with Pittsburgh Products 
and will give you a design that is well-planned and 
economical. We will be glad to help both of you in 
every way possible. If you wish, you can arrange for 


THIS PICTURE OF A SHOW- 
ROOM in Houston, Texas, shows 
how effectively Pittsburgh Prod- 
ucts can be employed to make 
an establishment more attrac- 
tive, win new customers. The 
“epen-vision” design—in which 
the entire showroom interior 
becomes a sales-producing dis- 
play — invites passers-by to 
come in... actually helps make 
the sale before the customer 
enters. Your showroom, too, 
will be a sales winne: when it 
is modernized with Pittsburgh 
Glass and Pittco Store Front 
Metal. Architect: Maurice J. 
Sullivan, Houston, ‘Texas. 


“PITTSBURGH” 


PITTSBURGH 





PAINTS + GLASS - 


aS Be 


Fifth 


1314 S. Dixie | 


i a ENN A TA 





St. The 


and body and paint shops. 


manager. 


Bigger is sales 
+ + + 


Names Changed 


Kellogg-Jackson Motors, 
La., Inec., has amended 


...and be one! 


convenient terms through the Pittsburgh Time 
Payment Plan. 

In the meantime, why not send for a free copy of 
our modernization book, “Modern Ways for Mo- 
dern Days”? It contains illustrations and descrip- 
tions of remodeled showrooms, and projected de- 
signs by some of the world’s foremost architects. 
Just return the coupon below. 


CHEMICALS - 


Pittsburgh Plate Glass Company 
2325-9 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of 


your book on modernization, 


Jays.” 


0 en 


Gia s.$ 


BRUSHES : 


“Modern Ways for Modern 





PLASTICS 


COMPANY 


Mon- | 
its | 


~ Wis. Lists Firms 





CONRAD MODERNIZES—Located within the business hub of Springfield, O., Conrad 
‘ontiac Co. has recently remodeled and modernized its dealership. Features of the 69-by- 


Sun Chevrolet Co. has acquired (the franchise and will assume ac- | |75-foot building are skylights, an underground exhaust system, 21 service stalls, five lifts 


/Randolph and S. Greene Sts. Bill | charter, changing its name to Jack- 


son Motors, Inc. Kellogg-Jackson 
Sales Co., Inc., same city, has 
|}amended its charter changing its 
|name to Jackson Sales Co., Inc. 

* * © 


Out of Business 


| Ben Marcus, Wisconsin’s motor 
|vehicle department commissioner, 
|reported the following automotive 
| firms as being out of business on 
| Oct. 20, 1949: . 

Used-car dealers: Elmer’s Auto 
Service, Wausau; Krueger Motors, 
|‘Menasha; Neenah Motors, Neenah; 
Ripon Sales & Service, Ripon; 
Biddle Auto Sales, Ripon; Len’s 
Garage, Merrill; Grand Avenue 
Service Station, Waukesha; Dem- 
ing & Deming, Kenosha; Riverside 
| Texaco Service, Beloit, and Glenn 
|M. Hughes, Marshfield, and Know- 
jer Sales & Service (Ford), Hills- 
boro. 

Marcus also announced the fol- 
|lowing changes in dealership sta- 
|tus: Wally’s Nash Sales, Shawno, 
|formerly handled Kaiser - Frazer 
| products; Werth Auto Co., Reeds- 
|burg, added Cadillac to Pontiac 
|and GMC lines, and Union Street 
|Garage, now a used-car firm in- 
|stead of K-F outlet. 


* * * 
Old Timer 
Spaulding Celebrates 
40 Years With Ford 


A full-page advertisement was 
used to herald the 40th anniver- 
sary of the Spaulding Automobile 
|Co. as a Ford dealer in Aberdeen, 
iS. D 

Owner P. T. (Put) Spaulding re- 
|ported that nearly a_ thousand 
|people were served coffee and 
donuts at the company’s day-long 


| open house. 


| The celebration also gave cus- 
|tomers an opportunity to inspect 
|the firm’s completely remodeled 
| premises, which include new offices, 
|salesroom, freight elevator and a 
|65-foot glass block parts counter. 
| * om + 


Lubotsky Moves 
John Lubotsky Motor Sales, 
Inc. (DeSoto), Milwaukee, has 
opened its new salesroom and 
| garage at W. Greenfield and S. 


| 





22nd Sts. The firm now has 15,- 
000 square feet of floor space in 
the sales and service rooms. 

a * * 


Bloxom Motor Dissolved 
Bloxom Motor Co., Inc., Minden, 
La., has filed notice of dissolution 
of its charter. 
*« + cd 


Liberty Auto Sales 
Liberty Auto Sales, Inc., Houma, 
La., has been organized with capi- 
|tal stock of $100,000 to deal in 
|}automobiles and trucks. 
* oa * 


|Cook County Nash Dealers 


| Elect Maggio as President 
Henry D. Maggio, of H. D. Mag- 
|gio Nash Co., Chicago, has been 
elected president of the Nash 
Dealers Assn. of Cook county, suc- 
ceeding Frank Barrow of Barrow 
Bros., Inc. 

William Haeger, Haeger Nash 
Sales, Evanston, IIl., was elected 
vice-president, and Jay Van Dahm, 

(Continued on Page 29, Col, 1) 
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(Continued from Page 28) 


Nash Sales, 


secre-| mauga, Ga. Watson Abney, 
brother of the owner, will operate 
the new outlet, 


South Racine 
tary-treasurer. 
The following were elected direc- 


tors: George Fleischmann, Rose- * * «* 
land Nash Sales; Tom O'Neill, | ° 
Nash North Side, Inc.; Ralph|> Changes Listed 


Scheu, Chicago Nash, Inc., and Al | é 
Urban, Logan Square Motors, Inc. In San Diego 


* * * | 


Harkison’s 27th Year 


J. Paul Harkison Co., Lemoyne, 


Appointment of one new-car 
dealer and changes in the owner- 
|\ship of two other firms in San 


Pa., observed its 27th anniversary | Diego, Calif., have been announced. | 


as a Chevrolet dealer on Nov. 1. | O. B. Davey, president of O. B. 
Davey Co., 3940 University Ave., has 


as + = 
Heads Neumann Sales |been appointed a Kaiser-Frazer 
| dealer. 


.G be d | 
Aleck P. Golden has en name Sale of Spaulding-McCain, 


new and used-car sales manager| _~ i Inc. 
for Neumann Motors, Inc., Buffalo. | (Lincoln-Mercury), to Ernie Wal- 
ters, formerly of Detroit, also was 


x i utomobil 
Golden has been in the & . announced, Earl L, Seger, former 


business in Buffalo for the last 
15 years. sales manager for Pearson Motor 
|Co, (Ford), joined Walters as gen- 


* * * 
jeral manager. This franchise was 
40 Years Old |granted for the Mercury line only. 
° | D. R. Tyson has acquired Paul 
Ripley and Fletcher Reach | car ‘Pontiac at National City. 
Milestone With Ford 


| Ken McIntosh, formerly sales man- 
With three of its employes hav- | <a : a : 
ing a total of 110 years of service, | 


Ripley and Fletcher Co., South 


Paris, Me., has observed its 40th I 





anniversary as a Ford dealer. 

The oldtimers include Harold C. | 
Fletcher, who has been with the 
company since its organization in 
October, 1909; R. Tracy Pierce, a 
salesman, and Bert Cole, mechanic, 
who have been employed for 35 
years. | 

Four months after going to work 
for the firm, Fletcher sold the| 
company’s first Ford. 

By coincidence, as the company | 
celebrated its 40th anniversary, it | 
was ranked 40th among all the 
Ford dealerships in the U. S. 


* * * 


Three Vets Buy K-F Deal. 


In Ypsilanti, Mich. 

Three former World War II 
fliers have announced the pur- 
chase of Cutler Motor Sales 
(Kaiser-Frazer), Ypsilanti, Mich., 
which they are operating under 
the name of Norris Motors. 

The partners, Ron Norris, gen- 
eral manager, Bob Lowery, sales 
manager, and Sam _  Lambdin, 
service manager, report they 
staged a grand opening with 
more than 2,000 attending. 

* > * 


Tom Smith Formed 
Tom Smith Motors, Inc., Cleve- | 
land,. has been incorporated by 
Gerald A. Doyle, J. C. Vaughan 


and Anthony Leanza, 
” e + 


Chicago’s Olds Dealers 


Reactivate Association 


Oldsmobile dealers of the Chicago 
area have reactivated their organi- 
zation—Oldsmobile Dealers Assn. of 
Chicago, with George May, May 
Motors Sales, Inc., as president. 

The following officers were also 
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EL-PAR'S NEW BUILDING—ElI-Par Motor Sales (Chrysler), Lima, O., is now occupying this 
building, which has more than 17,000 square feet of floor space. The name of the firm is 
formed from those of the two principals, Howard H. Ellis and Paul R. Parcell. 


firm, announced the birthday 
with a full-page advertisement in 


ager of Davies Motors, Inc. (Nash), 
is genera] manager. 
* * 


cS the Dallas Morning News. 
Byrnes to Expand Pi 
e e + 
ant C. Byrnes Co. (Studebaker), | Artistic Opening 
pringfield, Mass., has received a ‘ i 
|building permit for a $10,900 ga-| Kreisler (Nash) Displays 
| rage addition to its showrooms at Painting Exhibit 
| 34 Sumner Ave. : : 
Sa | Something a - oe a 
| tion was unveiled last week in the 
Dallas Hudson Is 36 | heart of Broadway’s theatrical dis- 
Dallas Hudson Co., one of Dal- | trict when Charles Kreisler opened 
las’ oldest dealers, celebrated its | his new Nash showroom at 1745 
| 36th anniversary Nov. 1. | Broadway. 
X. R. Gill, president of the | The firm displayed 28 oil paint- 


] fuienh Ponting 
A y f ELEC | 





Wravll 


29 


ings and water colors by some of 
New York’s most talented young 
artists. The exhibit was conceived 
by Kreisler, who is an art col- 
lector. 

Bernard Klonis, director of New 
York’s Art Students league, and 
instructors at the league selected 
the paintings as the best work 
being done at the school, New 
works will be exhibited in the 
showroom each month. 

Bd * 4 


Fulmer’s Quarter Century 


Fulmer Motor Co., Milton, Pa., 
began its 25th year as a Chev- 
rolet dealer on Nov. 7. Alvin M. 
Fulmer is the senior partner, and 
his two sons, Donald L. and Paul 
C., are junior partners. 

* * + 


McDermott Advances 


Stewart B. McDermott, former 
district manager of Chevrolet at 
Cleveland, has been named new- 
car sales manager of Bill Copley 
Buick Co. 


Irving Opens Showrooms 


Irving Motor Sales (DeSoto- 
Plymouth), Holyoke, Mass., has 
opened its new showrooms at 820 
High St. 


7 WAVEWASH 


L 
















‘“WAVEWASH”’, the automatic self-contained 
car washer, makes possible new profit oppor- 
tunities for you. Serve your present customers 


: ; d 
elected: vice-president, E. J. Pil- ” a rug e or 
linger, E. J. Pillinger Motor Co.; wWAVEWASH * tracks, tanks —and attract hundreds of new ones—with a 
treasurer, Milo Steele, Steele Motor * t unit no 1 fast, th h hi : hat i 1 
Co.; and secretary, George Kallal, comple e ’ nt ne eded as ' orough car washing service that is truly 
Parkway Auto Sales. Directors are: ther equipme complete profitable for you! 
M. S. Evans, Bel-Park Motors, Inc.; 1» comes to you 
Walter A. Mack, W. A. Mack, Inc.; ; AVEWASH c The unique design makes fast car washing 
Lew Kailer, Kailer - Youngquist, ew install. possible with even a single operator. It is 
Inc.; S. L. Davis, Davis Motors, _ready to ash” to your . g P a 
Inc.; and Fred A. Patterson sr., ™ oWwAVEW. other delivered to you as a complete unit—ready 
Ajax Auto Co. e simply 4 water jines—"° * tly to go to work almost immediately. Just attach 
, anes resent a = al Works efficier “WAVEWASH" to your present air and water 
Clear-Motors Opens P ectio require supply ... no tracks, tanks or other equipment 
Clear-Motors, Inc., has formally conm ater pressure: ; ded. And ; a : co 
opened its $30,000 Studebaker on any a especially needed. And, Nol only Go you get ad compiete 


dealership at 1235 S. Ft. Harrison 
\ve., Clearwater, Fla. 

James L- Hershfelt is president 
and A. C. Rice, a partner, is in 
charge of car and truck sales. 

* * * 


Anderson Opens 2 Lots 
D. C. Anderson, owner of Ander- 
son Motor Co, (Dodge-Plymouth), 
South Pittsburg, Tenn., has two 
used-car lots in Palmer and Tracy 
City. 
? * * 7 


Abney Branches Out 


Raymond Abney, owner of Ab- 
ney Co. (Dodge-Plymouth), La- 
Fayette, Ga. has opened a 
branch, complete with showroom 
and facilities for the smaller 
service requirements, in Chicka- 


Service Station Equipment 
For 30 Years 












gay 





tising banner. 


wire or write—today! 










Tees PH 
5012 Brotherton Road - 


ILLIPS PUMP AND TANK COMPANY 


Cincinnati 9, Ohio 


“WAVEWASH” Car Washer, but a supply of 
special “WAVEWASH" Solution sufficient for 
400 to 500 cars, necessary air and water hose 
—plus a big, two-color “WAVEWASH"” cdver- 
For full details 


“WAVEWASH"” and Sales Building Campaign 


regarding 


® Sales Representatives Coast to Coast. 


JOBBERS—A few ''WAVEWASH’’ ter- 
ritories still open. Write or wire today! 
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Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


CCORDING to a recent higher | 


court a company which pres- 
ently is not in business cannot sue 
and recover damages from a com- 
petitor for unfair competition. 

In Scutt v. Bassett, 194 Pac. (2d) 
781, a company sued the Modern 
Welding Works for heavy damages 
for unfair competition. The testi- 
mony showed that the welding 
works was employed by the com- 
pany to manufacture 75 automo- 
bile cranes according to plans and 
specifications. 


Later the welding works sold 
to different companies several 
cranes which it had constructed 
under this contract, and in addi- 
tion it manufactured many 
cranes and sold them to former 
customers of the company. 


In subsequent suit, the welding | year lease the tenant and the land- | 


|company not liable for any dam- 
| ages, and said: 

“In the instant case, the uncon- 
| tradicted testimony of plaintiff d's- 
closed that it was not in business 
during the period when it claimed 
that .defendant (welding works) 
was engaged in unfair competi- 
tion.” 

* * * 


Must Make Written Contract 


MCDaEN higher courts consis- 
tently hold’ that a valid lease 
contract never is made unless the 
testimony shows that the minds of 
the parties “met,” and also the 
lease was in writing. 

For example, in Potter v. Henry 
Co., 32 N. W. (2d) 385, it was 


tract contained a clause that the 
landlord was to extend the lease 
at the end of three years. 

At the terminaticn of the three- 





shown that a three-year lease con- | 





CROWN'S NEW DE SOTO DEALERSHIP—Crowns Auto Sales, 
recently opened this attractive dealership. The building is of brick and includes a large | 
display room done in knotty pine. The showroom windows extend from floor to ceiling | 


around two sides of the room. 
| the tenant to vacate the premises. 
The higher court ordered the ten- 
ant to vacate, saying: 

“While the testimony shows that 
|there were numerous talks about 
the extension of the lease, yet no- 


|damages or compensation for sus- 


where in the record is it disclosed | 


that there was complete agree- 
| ment.” 


This court also explained that | 


| under no circumstances can a ver- | 


bal lease for more than one year 
|be held valid. 


+ * * 





Wisconsin Rapids, Wis., 


ployer’s instructions is “acting out- 
side the scope of the employment” 
and cannot receive payment of 


tained injuries. 

For example, in Thomas v. 
Godchaux Sugars, 33 So. (2d) 414, 
the testimony showed facts as 
follows: A truck driver was in- 
structed to take a truckload of 
merchandise to a _ designated 
place for delivery. The employe 
picked up two friends and went 
to Valley’s pool hall, where they | 


|to McGahey, 


truck and the truck driver was 
killed. 

The higher court denied payment 
of compensation to the driver’s de- 
pendents, and said: 

“One thing is clearly shown by 
the evidence. That is that the 
driver had diverted entirely from 
the route he was instructed to 
take.” 









Market Strong, 


Chrysler Dealer 
7 . 

In Miami Says 
MIAMI, Fla.—Ben C. McGahey, 
general manager of T. B. McGahey 
Motors (Chrysler-Plymouth), is lit- 
erally up in the air over the auto- 
mobile business. Demand for 
Chryslers has been such, according 
that he is using a 
plane to fly over*the state in an 
effort to spot some dealer who 
might not be moving his higher- 


priced line. 
“Miami seems to be the bright 


|spot in the automobile business of 


the state,” McGahey says. “The 
tourist season is starting early. Al- 





Outside Scope of Employment | 
T IS well established law that an 
employe who disobeys his em- 


ready visitors from the North are 
|dropping in for service, and in 
|increasing numbers. 


works proved that the company |lord verbally agreed on extension | 
had gone out of business. Hence|of the lease. Soon afterward the | 
the higher court held the welding! building owner filed suit to compet | 


remained for about three hours. 
Then they started out in the 








“As for new cars, We are moving | 


| all we can get our hands on. It isn’t 


an easy task, because competition 
is becoming increasingly keen, 
which means a dealer has to be on 
his toes.” 

Because of increased shop busi- 
ness additional mechanics are being 


|hired by the McGahey firm, Used 


cars are moving steadily off the 


Combining for- 
mer service engi- 
|neering and gen- 





McGahey lot, according to T. B. I 
|McGahey jr, manager of that V 
department. c 

Other Miami dealers report that 1 
a brisk demand for new cars con- t 
tinues. One dealer said that the 
steel strike and threatened cut in e 
auto output had a salutatory effect t 
| upon some firms which were begin- h 
ning to shade prices, particularly 
through very, very liberal trade-in : 
allowances. 

Other dealers conceded that com- k 
petition is becoming increasingly a 
keen and that as a consequence, a 
while turnover is satisfactory, the b 
profit margin has been narrowed. tl 

Miami dealers went all-out on ‘ a 
“Know Your Auto Dealer’ week, c 
and reported encouraging results 
from the advertising and publicity fs 
| which accompanied the drive. or 

oo T 
01 
‘Corr Made Head : 
e. cé 

Of Mack Service 
| NEW YORK.— Appointment of A 
|W. J. Corr as Mack Trucks’ direc- di 
|tor of service, a newly created al 
|post, is an- te 

| nounced by E. D. 

|Bransome, presi- h 
| dent. ; 


|eral service de- | 
| partments under tu 
his command, al 
|Corr will oversee eq 
|all parts and serv- of 
lice activities for , - 
| trucks, buses and W. &. Com de 
fire apparatus in Mack’s eight ma- 
|jor selling divisions in the U. S | kr 
;}and Canada and its 67 direct fac- dir 
|tory branches. mé 
With Mack for a quarter of a 35) 
century, Corr has served the com- ‘ 
pany as service manager for its mé 
| branches at Akron. Cincinnati and Co 
Chicago and for its central divi- 4 sal 
sion, headquarters of which are in Of 
| Chicago. are 
oii siliiiieaieiaanngainants tor 
€ +. | 2 
How to go home in Philadelphia Seaatio Deaters Open M 
|U. C. Lots on Saturdays FE 
SEATTLE. Used-car depart . 
, ; 5 , , ments of this city’s new-car dealers N 
If you want to talk business with Philadelphians at home, go home are now open on Saturdays for the ind 
with The Bulletin. It delivers your advertising message to four first time since before the war aa 
: g bey according to Gene Fiedler, presi- ee 
out of five Philadelphia families when they are at home and have : dent of the Seattle Automobil ent 
time for reading. There is no better way to influence buying in : In Philadelphia ee Assn. ps 
eee ; : ° iedler said the move was made . 
the nation’s third market—a trading area of 4,000,000 people. : nearly everybody reads for the convenience of Saturday pn 
; * -The Bulletin shoppers in the Puget Sound area wel 
Why, in a one-block area of Paxon Street in West Philadelphia, 34 ° |Saturday hours for the used-car Ww 
out of 41 families take The Bulletin regularly, wouldn’t do with- eperanans ave ® om, 0 6 pm. N 
‘ . ‘ . tair 
out it. In the city of homes, this home newspaper plays an active Fletcher Ups Yonkers we 
part in forming their shopping habits. Andrew J. Yonkers has been ap- let 
pointed manager of the _ trucl Gur 
To repeat, The Bulletin goes home, stays home, is read by the | department of C. J. Fletcher, Inc on 
| (Ford), Utica, N. Y., according t clat 
| owner Clifford J. Fletcher. ing 


entire family .. . evening and Sunday. 
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r was |made the actual payment 15 per- o,e 
A t N F A t li | cent. Job Opportunities 
ayment u O ews rom us ra 1a It has also been decided to pay Article Gives Top Spot 
r’s de- . ° . ‘ dividends quarterly because of ‘ 
Devaluation Means 40% Hike in Importing Costs; eatiainctery ensh position ef the To Auto Mechanics 
wn by Gas Rationing Is Due to Return company. The trading for the NEW YORK. — Auto mechanics 
wm the | first half of the current financial have bright futures, according to 
y from By H. Bowden Fletcher less can be bought from dollar | year has been well maintained. io 1 in the Nov. 8 issue of 
ted to Staff Correspondent | areas for the same outlay. Westcott Hazell & Co., Ltd., has png Tig pone uma ae the 
SYDNEY. (UTPS)—The sudden|. 50 far all governments except |increased the annual dividend to Nhe Golicie nuts eae Gael 
<a announcement of the devaluation | Victoria ae agreed to give the 12% percent by adding a bonus of at tho ta i! wo — ee 
m y b 
of the Australian pound has caused | eondie amie = — 2% percent. Net profit was 46,409 that both present and future op- 
> consternation among importers of e rationing. Ihe Victorian | pounds, an increase of 2,029 pounds honitien 2 pee 
U. S autos and trucks as it will | S°Vermment says it will join in the | after tax provision had been raised portunities for mechanics are good, 
Tr mean at least a rise of 40 percent |T@tioning but insists on handling | by 27,750 to 32,500 pounds and de- o ae ee ee a 
in the cost of importing chassis. | the rationing within the state. preciation by 2,649 to 3,888 pounds. Following mechanics on the list 
Aiiuestbone to importers is in | John McGrath, Ltd., an auto dis- The carry-forward now totals | of the six best job opportunities, 
Australi d d. as the |‘Tibutor, has decided to make a 85,010 pounds. Shareholders are to | according to Look, are: carpenters, 
Gahey, us an pounds +: as |bonus-share issue of one for every be asked to approve an increase} CENTRAL PONTIAC HONORED ~The Cure: | BUEBCS plumbers, social workers 
eGahey rate has been altered from : |four by capitalizing the reserves | jn nominal capital from 300,000 to | Pontiac "better dealer’ award has been pre- and stenographers. 
is lit- to $2.24, this means that con- |created from share premiums im- | | sented to Don E. Fitzgerald sr. (right), gen- - 
; I I 500,000 pounds, although no further | a > of Cental Peatl j K ‘ 
> auto- siderably less dollars will be (posed by the capital issues board. issue of shares is anticipated at | City “ns  / eee sone manest. “Fite, | Smith Names Ritter 
d for available to buy chassis from the |The basis dividend will be reduced | the present time. Sales were again gerald is a director of the Missouri Auto-| Riley Smith, owner of Poteau 
ording United States. This will mean a | from 10 to 8 percent. 'a record and a further improve- | mobile Dealers Assn. Motor Co., Poteau, Okla., has an- 
sing a distinct advantage to British cars. _At the recent dividend declara-|ment in stock turnover is expected | Want ads in AUTOMOTIVE NEWS cost |MOunced the appointment of Lowell 
—— The threat of gas rationing is | tion the 5 percent bonus _added | this year, 1s _| little get results, . Ritter as sales manager. 
Sealcon. back again and strenuous efforts | a - ~~~ 
g are being made by the prime min- | 
bright ister to secure the full cooperation | 
wae of all state’ governments in imple- | 
ne eThe ‘ menting some scheme of gas ra-| 
rly Al- tioning. 
th are The devaluation of the pound 
und in will mean an increase of one 
| pence per gallon in consumer 
moving | price of gas and will mean that 
It isn’t : Yo 
etition ° 
heen, Knetzer Fails 
» be on 








ia To Pay Creditors; 
, tote Faces Contempt CARBURETORS— 


.. Used 


off the SPRINGFIELD, Ill.— Failure of 
. ieee Robert L. Knetzer, bankrupt Ed- | 
a wardsville (Ill.) car dealer, to hand | 

over $250,000 for creditors by Nov. | AND CARBURETORS ONLY 
rt that 1, as ordered by the court, has/| 
rs “the thrown him into more trouble. 
at e | 
; He must now appear before Fed- | 

— eral Judge Charles G. Briggle FOR NEARLY 40 YEARS 

fr. _ tomorrow (Nov. 15) to show why | 
ee he should not be held in contempt | 
aad od of court. 


Judge Briggle last July directed | 
Knetzer to produce the $250,000. His | 


it com- : 
asingly action followed hearings at which | 
quence, an auditor testified that Knetzer’s | 
ry, the books showed “substantially more” 
wed. than that amount in undeclared | 
put on assets after allowing for all re-| 
week, ) corded expenses. 
results In his bankruptcy petition last | 
iblicity fall, Knetzer listed assets of $181,- | 
>. 000 and debts totaling $2,400,000. | 
The auto dealer’s petition said he | 
| d owed more than 600 creditors who 
; made deposits but received neither | 


cars nor refunds. 


e Knetzer and a business associate, | 
Arthur F. Kramer, are under in- 


f 
[= dictment for conspiracy to defraud 
created and obtain money under false pre- 


tenses. Kramer is also bankrupt. 





Manbee M. alle 


Bear Division 


CHICAGO.—Continued manufac- 
ture and sale of Manbee wheel 
alignment and _ wheel balancing | 
equipment as a separate division 
of Bear Mfg. Co. has been an-| 

' nounced by Will Dammann, presi- 





Corr dent. 

ht ma- Sales offices of the new division, 
oe | known as the Manbee equipment 
ct fac- division of Bear Mfg. Co., will re- 


main in Chicago, temporarily at| 
3517 W. Madison St., Chicago 24. 





r of a 

e com- J. H. Pereue, formerly sales) 

for its manager of Manbee Equipment 

ati and Co., has been appointed general 

il divi- ’ sales manager of the _ division. | 

are in Openings for sales representatives 
are available in several _terri- 
tories. 


serenraaesligmnenia. You Can Depend on the Name 


Miami Chevrolet Firms 


ee Fete Parts Customers 
atom MIAMI, Fla. — More than 1,500 
for the independent garagemen, fleet own- 
e wal ers and customers of Chevrolet 
presi dealers of the Miami area were 
mobil entertained in Bayfront park audi- 
torium by Luby Chevrolet Co.; 
Southland Chevrolet, Inc.; Thiel 
3 mad Chevrolet Co. and Beach Chevrolet 
iturday Corp. Arrangements for the affair 
d area were made by W. P. Shaver and 


sed-car Ww : 
WV. J. Harris of Chevrolet. "EG, U.S. PAT, OFF. 


.m. Night club artists provided enter- f th fi t b _ 
tainment. Hoyle Lindsey of Detroit | 
rs was guest speaker. A new Chevro- | or e ines car uretion 
en ap- let and other prizes were awarded | 
trucl during the evening. The Chevrolet 
or, Inc dealers staged the “night of appre- | ECLIPSE-MACHINE DIVISION OF z 
ling t ciation” as a means of strengthen- | © Standard Equipment Sales: Elmira, N. Y. 


ing customer relations in the area. © Service Sales: South Bend, Ind. AVIATION CORPORATION 
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Backshop 


--+ by Jack Weed 





| 


work it is doing. At the dinner | 


ment & Tool Institute and the | 


MUST doff my hat to the Equip-| into an automotive shop for serv- 


ice they will sell you only one 
spark plug, for instance, if they 


held in connection with ETI meet-| have but one plug in stock,” etc. 


ing in Detroit recently, Lynn Wool- | 
man, manager, made the announce- | 
ment that during the last year the | 
efforts of the Institute and its} 
various manufacturer-members 
had been able to increase the num- 
ber of jobbers who employ one or 
more equipment and tool special- 
ties by over 300 percent—and that 
they now are certain that there 
are at least 347 jobbers in the 
United States and Canada who are 
able to properly service the tools 
and equipment they sell the auto- 
motive dealer. 

This is in addition to the 20 
exclusive equipment and tool dis- 
tributors in the United States and 
one in Canada who handle noth- 
ing but shop equipment and 
service tools and who should at 
least be able to install and prop- 
erly service shop equipment. 

While this does not seem to be 
very many “servicing jobbers,” 
when one considers all of the job- 
bers there are in automotive Amer- 
ica—nor so many per state when 

we try to compare them with the 
better than 42,000 franchised auto- 
motive dealers there are in the 
country—it is nevertheless a 
strong step in the right direction 
and indicates that eventually, if 
the Institute continues on its pres- 
ent program, the franchised deal- 
ers of this country will cease to be 
the owners of virtual orphans in 
their service shops. 
* + 





* 


‘Boss Ket’? in Form 


HE BOYS put on a nice show 

at ETI banquet—even had 
“Boss” Kettering as the speaker of 
the evening and the “Boss” was 
in rare fettle. He not only spoke 
three times as long as I ever heard 
him before, but he injected con- 
siderable humor into his talk— 
something I have rarely heard 
him do. 

“Boss” fumbled the initials of 
AAAM, which stands for Automo- 
tive, Aeroplane, Agriculture & Ma- 
rine, around to mean “advance- 
ment and art of monkey wrenches,” 
which gave the boys a gurgle. He 
took a few jabs at dealers as he 
wended his way through opening 
phrases such as “when one goes 


Witt average customer labor 
and parts sales having dropped 
considerably during the past year, 
most dealers are looking for some 
positive means of attracting steady | 
customers to bring sales up to a| 
satisfactory absorption percentage. 
One of the effective means to 
do this, it was found even as 
early as prewar, is a lubrication 
book combined with a “300,000- 
mile” guarantee service plan. 
Since thousands of alert dealers 
have demonstrated to their com- 
plete satisfaction, the lubrication 
hoist is the best “salesroom” for | 
customer labor and parts sales, | 
the combination plan which calls | 
for monthly lubrications brings | 
the customers in and to the proper 
spot where other needed services | 
can be best noted and sold. 
« * * 
A§ AN example of what can be | 
done by alert lubrication sales, | 
even without the aid of the lube | 





He told the story of the owner 
who got an unusually big bill 
from a certain dealer and who 
went back to the dealer and told 
him there had been a grave 
error in his bill—because he had 
more money than the dealer 
charged him. 

Ket brought out some figures 
that service men should remember 
—the average car consumes ap- 
proximately two tons of fuel each 
year, and even at that rate of con- 
sumption there still is fuel enough 
in sight to keep our present cars 


running for at least 1,000 years. In | 


playing on this theme, Ket brought 
out that automotive internal en- 
gines develop more power than all 
of the other man-made power 


plants in the world. 
+ + + 


Paying for It 


At THE ETI meeting I was 
chided for a recent story 
which I took the equipment manu- 
facturers to task for not “giving” 
the franchised dealer the service 
that he is entitled to—and was 
soundly berated for not adding 
“and charge the dealer for the 
service.” 

I do not know of a dealer who 
would object to paying for serv- 
ice on his equipment, if the com- 
pany provided the type of serv- 
ice, instruction and installation 
aid that should go along with 
such complicated and delicate in- 
struments as automotive analys- 
ing and testing equipment. Espe- 
cially would this be true if the 
manufacturer furnished the buy- 
er—the dealer—with an instruc- 
tion book, a parts list with 
diagramatic sketches and a war- 
ranty period, as do the factory 
and dealer in the car and truck 
end of the business. 

The dealer is used to charging 
for any service he renders outside 
of the warranty period, and cer- | 
tainly could not kick about paying | 
the same as he charges. 

But so long as many weak mer- 
chandisers give that service away 
—even though they gripe about it 
while doing so—dealers are human 
and will not ask for the free serv- 

(See BACKSHOP, Page 49, Col, 1) 


| book and guarantee, is the opera- 
|tion of Braley & Graham (Buick), 
today| building toward the $40,000 


Portland, Ore., which is 
servicing 69 percent of all of its 
1946-47 and ’48 customers, averag- 
ing 550 lubrications per 


Thus the lube hoists of this deal- 


ler bring in $3,107 per month in 


lubrication sales alone. 


In addition to developing its 
new-car customers into regular 
and steady customer labor cus- 
tomers, this firm has also rein- 
stated a used-car policy and this 
program has added another 40 
percent of all of the used-car 
customers to the service depart- | 
ment customer list. The firm re- | 
tails all of its own used cars, | 


In This Section | 


New Products 
Standard Turn Signals? 





in | 


Honesty and Expert Work .. . 


Top Service Attractions 





month | Warren 
| with an average total ticket per | outh), Warren, O., which uses a 
lube job of $5.65. 


HY don’t new-car buyers have | 
serviced at the| 


their autos 
original dealership? 


Franchised dealer figures show | 
that one out of every seven inactive | 
service customers is an owner who| 


bought his car from that dealer. 


And the basic reasons, accord- 
ing to surveys, are (1) insufficient 
attention being directed to the 
dealership’s servicing ability 
when the new car is sold, and 
(2) sloppy handling of the new 
vehicle owners when they first 
visit a dealer’s shop. 

Far too many dealers neglect to 
think of their dealership in the 
terms of a department store. They 
fail to remember—or realize—that 
the customer must be sold just as 
completely and thoroughly on the 
advantages of the service depart- 
ment, as they were on the vehicle 
itself. 

+ a * 

a= for many 

dealers, service department 
value to the car or truck owner 
cannot be sold on a “deal” basis. 
There is no “long discount” or 
“over-allowance on trade” appeal 
that can be used effectively. 


In selling the service department, 
the treatment the customer gets is 
the only one thing that will keep 
him coming back. 

Survey after survey has shown 
that trained capable mechanics 
are the first thing that the cus- 
tomer looks for in the place 
where he brings his vehicle regu- 
larly to have his maintenance 
work done. Capable, well-trained 


mechanics to the customer’s 
mind are interpreted as getting 
the work done that is asked for— 
or that the car needs—getting it 
done correctly the first time the 
vehicle comes in, so that there is 
no “comeback” service that irri- 
tates the customer. Also getting 
it at a reasonable cost. 

Surprising as it may seem, “low 
prices” given as the reason for 
owners selecting the place where 
they have their service work done 
—recent survey —ranks twelveth, 
or next to the last item mentioned 
in the survey. 

At the top of the list in this sur- 
vey, however, is “trained mechan- 
ics,” closely followed by “honesty,” 
“confidence,” “authorized dealer” 
and “adequate equipment” — all 
ranking above ten percent of the 
reasons for choice. “Trained _me- 
chanics”—top ranking reason—re- 
ceived 13.5 percent of the votes. 

a * * 


== again is evidence that 
customers want to bring their 
service work back to the dealer 
from whom they bought their ve- 
hicle—if they have any confidence 
in the dealer and his shop crew as 
to ability to do the work right, 
and be honest in their charges. 


The things that many dealers 
feel are the reasons why customers 





take their work to other places, are 
so low down on the list of owner 
preference as to be really neglig- 
ible. “Personal attention,” for in- 
stance, ranked tenth on the list and 
got only 5.6 percent of the votes. 
“Convenience” ranked eleventh and 


What Influences Owners 


Here are the results of a survey made recently to determine the 
factors which influence owners to select the repair shop they patron- 
ize most. The figures are the results of various individual surveys 
made on owners by the Allied Plan of Service Merchandising. 

Here are the reasons: 


13.5% 
10.9% 


1. Trained mechanics 
2. Honesty 

3. Confidence 10.9% 
4. Authorized dealer 10.8% 
5. Adequate equipment 10.0% 
6. Knowledge of make 9.5% 
7. Common courtesy 8.0% 


1.0% 
6.3% 
5.6% 
3.0% 
2.5% 
2.0% 


8. Promptness 

9. Genuine parts 

10. Personal attention 
11. Convenience 

12. Low prices 

13. Cleanliness 


Owners patronizing dealer shops were asked what suggestions they 


might have to better dealer service. 


54.9 percent said they could 


make suggestions—32.0 percent suggested better diagnosis of trouble 
and better workmanship; 22.7 percent suggested standardization and 
lowering of prices; 18.5 percent suggested improved facilities and 


more parts; 


18.4 percent suggested operations on more personal 


basis, courtesy car and showing of more appreciation for the busi- 
ness given; 8.4 percent gave miscellaneous suggestions. 


and this extra from the used-car 
owners helps considerably in 


monthly shop labor volume. 
A comparatively small dealer, 
Motors (DeSoto - Plym- 


33,000-mile lubrication guarantee 
deal, has been able to sign up 577 
customers on the plan since 1946, 
has an average repair ticket per 
visit for each customer of $7.86 


|and claims that at least 70 percent 
of all new-car customers are com- | 
jing back regularly for service. In| 
| fact, Service Manager John Lam- | 
pila jr. gives the guarantee plan | 
credit for building the 12-stall ad- | 


dition to its dealership. 
* AE 1 


(SUARANTEE plans are available | 
today. | 


from several sources 
Those furnished dealers by the oil 
companies — Freedom - Valvoline, 
Alemite, Amalie, Wolf’s Head and 


Waverly—cost neither the dealer 
nor the customer any money to 


30,000-Mile Guarantee Plans Build Service 





| put in force or maintain. On those 


furnished by Car Life, New Carlife, 
Sovereign and Douthit Sanchez, 
the car owner is charged for the 
guarantee or insurance policy. 








got only three percent of the votes, 
while “low prices” was twelveth 
and received only 2.5 percent of the 
nods. 

Strange as it may seem, “clean- 
liness” was at the bottom of the 
reasons given, and got only two 
percent of the votes. Perhaps 
this is because, today, most all 
well-run shops keep their cus- 
tomer reception area clean, at 
least. 

“Knowledge of make of car,” 
“promptness” and “genuine parts” 
were all well down the list of rea- 
sons given in this survey, ranking 
respectively sixth with 9.5 percent, 
eighth with 7.0 percent and ninth 
with only 6.3 percent in the survey. 


Analysizing this survey, it can 
readily be seen that if the fran- 
chised dealer has actually sold his 
trade on the fact that he had good 
mechanics, who not only can do the 
work properly but could diagnoze 
the trouble that brings the vehicle 
in for service, to have confidence 
in the fact that the dealer would 
not or did not overcharge or “load” 
the bill, and that he had the proper 
amount of servicing equipment in 
his shop, he should be getting the 
bulk of the available service work. 

* * + 


THs summary is testified te in 
the summation of another sur- 
vey by the same source, which 
found that when the owner was 
asked for suggestions as to what 
service shops should do to improve 
their efficiency, he suggested im- 
provement in diagnosis and work, 
“more accuracy on the part of 
mechanics, closer inspection by 
shop foremen and more advising 
of owners of needed repairs” as 
the top need of all shops. 

The second most prominent sug- 
gestion was the standardization 
and reduction of prices. Third was 
enlargement and improvement of 
facilities and reception area, as 
well as the carrying of a more 
adequate stock of parts. Fourth 
was that more dealer operations be 
on a more personal basis, provide 
courtesy car service and show 
more appreciation for the business. 


All other reasons amounted to 
only 8.4 percent of the total. 

Two groups of owners were 
quest‘oned in getting the figures 
for this survey one included those 
who were regular dealer custom- 
ers and the other those who 
patronized the independent serv- 
ice shop. 

Fifty-four and nine-tenths per- 
cent of the dealer customers gave 
an emphatic “yes,” when asked if 
they felt there was any suggestions 
they could give to improve dealer 
service, while only 32.1 percent of 
those who patronize the independ- 
ents felt they had suggestions to 
give. 

oS * + 
Taus it is plain to be seen that 
dealers in their own lack of 


| With both the Sovereign and the| proper supervision of their own 





(Continued on Page 36, Col, 3) 


(See ATTRACTIONS, Page 50, Col, 5) 








WARREN'S LUBE-GUARANTEE SUCCEEDS—The 33,000-mile lubrication-guarantee plan of 


Warren Motors (DeSoto-Plymouth), Warren, O., 


addition of 12 new lube stalls. 
plan, 
for service. 


is said to be responsible for the firm's 


Since 1946, the company has signed up 577 customers to the 
Warren estimated that 70 percent of its new-car buyers are coming back regular!) 
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| Standard Turn Signal | 
| Urged by AAA 


By Sanford Markey 
Staff Correspondent 


CLEVELAND. — The American 





,the consumer group, declare that 
| ““self-service stations are in the in- 
|terest of motorists because gaso- 


A 
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Automobile Assn. wishes that new-|line dispensed is not of sub- 

car makers would make flashing |Standard quality; self-service sta- 

turn indicators standard equipment, |tions generally provide 24-hour) prip— OF CRESKO MOTORS—John Cresko of Cresko Motors (Kaiser-Frazer), Wilkes-Barre | 
maintain bumpers of both cars and | Service, and motorists can secure (Pa.) distributor, backs up his theory that used-car lots should be as attractive as new-car | 
trucks at the same height and con-|their fuel much more promptly, | showrooms with this photo of his lot. 


tinue to employ “bolted-on” fenders. 
The AAA’s committee on con- 


since waiting for an attendant is | 











eliminated.” purpose of the proposed law is to 


‘Niagara Falls May Ban 


Cory pointed out that such sta- 
tions have so far been banned in 
13 states. 

New officers elected for the com- 
ing year are: 

Lou E. Holland, Kansas City, 
president; John E. O'Neill, Fresno, 
Calif., senior vice-president, and 
|Daniel W. Bell, Washington, na- 
|tional treasurer. 

Reelected were: Ralph Thomas, 
Detroit, national secretary, and 
Frederick P. H. Siddons, assistant 


sumer problems made such recom- 
mendations at the association’s 
47th annual convention here. Dur- 
ing the parley, the AAA decided 
that any gray-market in cars has 
disappeared. 

AAA also advocated the oper- 
ation of self-service gas stations. 
It promised to oppose legislation 

or ordinances to prohibit such 
outlets. 
“Some form” of governmental 


NIAGARA FALLS, N. Y.—A reso- 
lution has been revived in the city 
council to prohibit self-service gas- | 
oline stations in the city. The reso- 
lution, originally introduced last 
July, would amend the ordinance 
to require that gasoline shall be | 
dispensed at retail in the city only | 
by the holder of a permit or his 
employes. 

Councilman Wilbur F. Connell, 


6 | promote safety by reducing fire haz- 
Self-Serve Gas Stations 


ards. He contended that self- 
service gasoline stations pose a 
danger of fire or explosions when | 
untrained persons dispense gaso- 
line. 


Palmatier Opens Deal 


William C. Palmatier has opened | 
Palmatier Cadillac Co., Fifth and 
Monroe, Gary, Ind. He has held a 
General Motors dealership in La- 





control was favored in the rubber 
field, “to insure the continuation of 
a sound and healthy synthetic rub- 
ber industry.” 





Continued government assistance | 


in the development of motor fuels 
from coal and shale was also rec- 
ommended. 

With the return of the buyers’ 
market in the auto industry, the 
AAA found that there has been a 
resurgence of “abuses” in the 
financing of cars. 

The 600 delegates to the parley 
heard | E. _ Ray Cory, chairman of 


Pacific Show 
Reports 80% of 
Space Ordered 


SAN FRANCISCO. — Headquart- 
ers of the 1950 Pacific Automotive 
Show reports that approximately 80 
percent of the exhibit space in the 
San Francisco civic auditorium has 
been applied for by manufacturers 


of parts, equipment, accessories 
and tools in the automotive service 
industry. 


The event—sponsored by auto- 
motive wholesalers in 11 western 


states—will be held next Feb. 16-19. | 


Interest being shown by all 
branches throughout the automo- 
tive replacement and maintenance 
industry in the coming show indi- 
cates there will be a tremendous 
attendance. The 1950 show is the 
first of its kind to be held in San 
Francisco since before the war. 

Applications for space have been 


received from leading manufactur- | 
ers of all types of mercchandise | 


and equipment handled in the 
after-market industry. 

I. S. McCulloch, president of the 
show, is confident that participa- | 
tion of all branches of the industry | 
will stress importance of the auto- 
motive after-market in the 11 
western states. 


Lincoln Owner 


Files Damage Suit 


BUFFALO. — A purchaser of a| 
Lincoln convertible has filed suit | 
against Ford Motor Co., seeking | 
refund of his $4,445 purchase price, | 
plus $10,000 damages. Charles G. | 
Gaul, 230 North St., said in his | 
complaint that he bought the auto 
March 25, and that subsequently 
the brakes failed on two occasions. 

The suit charged that on Sept. 3 
a third brake failure resulted in an 
accident. The complaint alleges “the 
automobile has failed to function 
for the purpose for which it was 
made.” Ford officials declined any 
out-of-court comment, 


Eagle Stations on L. I. 


Are Leased by Gulf 

NEW YORK.—A chain of 31 gas- 
oline stations in Brooklyn, Queens 
and Nassau has been leased by 
Gulf Oil Corp. from Eagle Petro- | 
leum Corp. in a deal announced as 
involving several million dollars. 

The stations comprise the entire 
chain of stations owned and oper- 
ated by Eagle Petroleum, which | 
vas started in February, 1938, by | 
Harry D. Diamond, then a practic- | 
ing attorney and accountant. The 
latest link in the chain was com- 
pleted about a month ago. 


sponsor of the resolution, said the Salle, Ind., 


treasurer. for the past 20 years. 


35 


Gulf Offers Plan 
For Simplified 


Station Records 


PITTSBURGH.—Development of 
a management and record system, 
which it is believed will enable 
Gulf dealers to operate their sta- 
tions on a higher efficiency and 
profit-making level, has been an- 
nounced by the Gulf Companies. 

The system is based on a two- 









|year study of service-station ac- 


counting needs and bookkeeping 
methods. It supplies a simplified 
but comprehensive means for bet- 
ter management control by the in- 
dependent dealer, the company said. 

Made available to the 35,000 Gulf 
dealers at a cost of $5 per year, 


|the new records comprise: pads of 


“check-out” and “work” sheets for 
simplified recording of daily tran- 
sactions; a pad of monthly inven- 
tory forms; a permanent record for 


| accumulating the daily figures into 


monthly, quarterly and yearly sum- 
maries, and an instruction book. 





William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation's capital every week. 


The thrust that drives any 
motor vehicle puts high pressure. 
on small gear surfaces. A 
microscopically thin tilm of grease 
must keep metal trom metal. Protect 
transmissions with finest Quaker 


State Quadrolube, stabilized to 


a ee 
resist: pressure, heat. 


Quaker State 
Super Quadrolube 


The outstanding virtue of stabi- 
lized Quaker State Quadrolube is 
its stubborn resistance to pres- 
sure, heat, cold, moisture, rust 
and corrosion. 


Quaker State 
Viscous Lubricant 








It will give more protection and 
last longer in the transmission 
and differential systems of your 
customers’ cars. 





Quaker State 
Waterproof Lubricant 


Quaker State 
Quadrolube 





Quaker State 
Wheel Bearing Lubricant 








Quaker State 
EXPP2 Lubricant 


Quaker State 
Universal Joint 
Lubricant 
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USES LIGHTS FOR HEAVY SALES—As part of its complete remodeling program, Allied 


Automobile Co., Inc. (DeSoto-Plymouth), 


‘Chek-Chart Story’ 


20-Page Brochure Tells 
Working Methods 


CHICAGO. — “The Chek - Chart | 
Story,” a 20-page brochure out- 
lining the purposes and procedures 
of Chek-Chart Corp. and Chek- 
Chart Corp., Ltd., in the compila- 
tion of automotive lubrication and 
TBA information, is being mailed 


to all key men in the automotive | part: “This is the purpose . . 


and oil industries. 


Replete with photographs show- 
ing the personnel of the various 


WEAVER TWIN POST” 


the most 


is still unmatched for 
undercar accessibility 


because 


LOW OIL LOCK 


A new develop- 

ment by Weavef 
engineers, guar- 

antees that lift 

plungers on any 

air-oil operated 

lifts will not be raised on 
air should oil supply be- 
come low. An important 
safety feature that adds 
greatly to the life of the 
lift. 





+ Twin Post Lifts are made by WEAVER. 


SERVICE SHOP EQUIPMENT 





Chicago, 
erected a large sign and lighted it with 20 floodlights. 








resurfaced its adjoining used-car lot, 


| departments at their work, the bro- 

chure tells the detailed story of 
the processing: of this specialized 
material from the original inspec- 
| an of passenger car, truck, bus 
and motor coach, tractor, airplane, 
ete., at the factory to the final 
guide, manual, wall chart or book- 
let. 

In his foreword explaining the 
|reason for this book, Ray Shaw, 
| president of Chek-Chart, says in 
. to 
convey a quick picture of your 
service organization, its methods, 





standards and policies.” 


imitated lift... 


it has 


The Twin Post Lift, as developed exclu- 
sively by Weaver, is complimented at 
the number of post lifts that have en- 
deavored to copy its success. But Twin 
Post still offers more in a lift than any 
other ever developed. 

Weaver Twin Post offers more under- 
car accessibility . . . more dependability 

. more exclusive features . . . more 
increased production in your shop. It 
pays to install Weaver Twin Post Lifts 
rather than any other lift. 

Examine . . . compare . . . feature 
for feature and job for job . . . you'll 
find the efficiency and productivity of 
Weaver Twin Post Lifts is STILL UNDU- 
PLICATED. Ask your Weaver jobber, or 
write us, for complete facts, and time 
study proof of Twin Post superiority. Ask 
for bulletin AN457. Weaver Manufactur- 
ing Company, Springfield, Illinois, U.S.A. 


i 


Honesty and Expert Work . . . 


SERVICE SECTION 


Top Service Attractions 


(Continued from Page 34) 


Car Life plans, the dealer must 
make an initial investment. With 


the Car Life plan, a supplemental | 


payment for each “ticket” or guar- 


antee written, is also required from | 


the dealer. 

The usual guarantee or insur- 
ance is written for 30,000 miles 
from the end of the manufac- 
turer warranty, or 24 months, 
whichever is first. All of these 
plans call for the car owner to 
come back to the dealer for lu- 
brication every 1,000 miles, with 
some of them giving the owner 
the leeway of having his 1,000- 
mile lubrication done at an out- 
of-town dealer, providing the 
owner is on a legitimate trip and 
brings back a receipt showing 
that he has had his car serviced 
within the time limit. 

Most of these plans are for new 
cars only and exclude taxicabs and 
ears hauling trailers or used in 
otherwise hard service. The Alem- 


@ Greatest of all 


; ite plan, 
|trucks in the deal. 





however, also includes 


The Freedom-Valvoline plan in-| 
corporates four different “policies,” 
three based on 33,000-mile guaran- 
tee and an “FC” lubrication war- 
ranty based on 50,000 miles. 


* * * 


Mest of the oil company deals— 


which require the dealer to 
use and supply their lubricants as 
a part of the deal—furnish the 
dealer with a goodly assortment of 
followup material, forms for the 
service manager to keep records 
of his customers and the amount 
of business the program brings in, 
good-looking policies for the deal- 
er to put in the glove compartment 
of every new car sold, etc. 

In the case of the oil company 
guarantees, the sponsoring com- 
pany pays for the claims that are 
approved, but in the other deals 
the dealer is required to make 
good on claims. This cost is more 
than covered in the charges the 
dealer must pass on to _the car 





undercar accessibility 
permits jobs impossible on any other lift 


@ Adjustable front post eliminates need 


for front axle rail 


@ Independent post operation offers com- 
plete adjustment to job and comfort 


demands 


@ Either air-oil or electrically operated as 


desired 


@ Floor is absolutely clear when lift is 
lowered, can be driven over from any 


direction 


@ Low oil lock assures compiete safety in 


operation 


OF 


. exclusively! 


owner, however. And in some cases 
the sales literature on the plan 
emphasizes the amount of money 
|the dealer will make off his cus- 
tomers on the sale of the plan. 

Experience records for at least 
10 years that such plans have 
been in operation, however, show 
that claims do not run over 15 
to 20 cents per customer per year 
—in fact, if the customer lives 
up to the strict letter of the 
guarantee requirements, the issu- 
ing company has to really go 
out on a limb most of the time 
to find a justifiable claim that 
they can pay to establish a pay- 
ment “for the record.” 

The value in selling the lubrica- 
tion coupon book, along with issu- 
ing of the mileage guarantee plan 
is that it gives the salesman who 
handles the deal a chance to sell 
the owner on the advantage of 
regular maintenance and _ lubrica- 
tion, as well as putting the owner 
in the position of having a finan- 
cial investment in his future lubri- 
cations. Most of these coupon 
books are sold with a “bonus” in 
the book that shows a saving to 
the owner over buying his lubrica- 
tions one at a time. 

* * * 
XPERIENCE records all effec- 
tively deny the thinking of 

many dealers that lubrication de- 
|partments do not pay their way. 
|The average “take” in customer 
|labor service for lubrication jobs 
prewar, when most lube jobs sold 
for 75 cents, was over $3.85 aver- 
age for all types of dealers. To- 
| day, as shown in the case of Braley 

& Graham and Warren Motors, the 
|average “take” has gone up con- 
siderably—at least to over $5 per 
ticket. No factual figures on a na- 
| tional basis have been developed 
|to show what the average is today. 
There are only two “bug-a-boos” 
|}in the guarantee deal. The first is 
| strictly a matter of management. 
|To be successful, the deal must be 
| worked religiously and constantly 
|—it cannot be a haphazard affair 
|and work out for the good of the 
| dealer, or the customer. 

The other is that the man on 
the lube hoist should be of a high 
enough caliber—a combination of 
good mechanic and salesman—to 
be able to quickly inspect the own- 
ers car for needed services and 
be able to sell the owner without 
the owner getting the idea that he 
is “sold a bill” every time he comes 
into the shop. 

But for the dealer who will re- 
quire that his lube men keep 
their records in shape and work 
their mailing list as it should be 
worked—who makes his guaran- 
tee plan a plan that every one 
in the dealership keeps constant- 
ly in mind and does his or her 
bit to have the customer follow— 
the plan has always resulted in 
both a constantly increasing 








| Auto Parts & Machine Co., 
tary, and Marvin Offutt, 


number of regular service cus- 
tomers and a consistently higher 
average return in customer labor 
sales per customer. 

In the Freedom-Valvoline book- 
let, “Sell the Film with the Cam- 
era,” several important points for 
dealer operation are forcibly 
brought out. Among some of these 
points, which every dealer should 
give considerable consideration, 
are: Chassis lubrications and oil 
changes bring the customers back 
oftener—sell the plan as part of 
the new-car value, as an extra 
value without extra cost—show the 
customer how proper maintenance, 
as exemplified in the guarantee 
plan, will result in the car owner 
getting a higher tradein for his 
car when he again buys, due to the 
better condition his car will be in 

gives the service manager and 
the followup system an additional 


| potent leverage for getting the cus- 


tomer to come back “home” for 
service regularly and more often 


| Capital Distributors Elect 
|Hicks to Presidency 


WASHINGTON, D. C. — The 
|Greater Washington Automotive 
| Distributors Assn. has_ elected 
| Lewis Hicks, Auto Accessories Co., 


| president. 


Others chosen were Sam Powell, 
secre- 
Hooven 
Co., treasurer. 
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SERVICE SECTION 





No Slump This Winter 


Once Strikes Are Settled 


| Prospects for Good Business Viewed as Bright 


NEW YORK. 


tory fall and winter business should 
be considered excellent,” the Na- 


tional City Bank of New York} 
declares in its current monthly 
bank letter. 


The consumers’ goods industries 
have backlogs of orders accumu- 
lated from the early fall and sum- 
mer, and the textile and paper 
industries “are in a strong position 
again,” with booking extended, pro- 
duction increased and prices firm, 
the bank said. 

Also seen as a good sign was 
the continuation of construction 
contract awards virtually at peak 
levels, with almost no sign of 
the usual seasonal decline since 
summer, 


An analysis made by the bank | 
showed that third-quarter earnings 
of industrial corporations, based on 
the record of 460 reporting enter- 
prises, reflect recovery from de- 
clines in the second quarter but 


—“Once steel and | 
coal production is under full swing | 
again, the prospect for a satisfac- | 





continue below the level of a year 
ago. 
Including mining, trade and serv- | 
ice industries, the reporting com- 
panies show a combined net income | 
of $1,048,000,000 in the third quarter, | 
about 10 percent more than in the 
second quarter, but about 8 percent | 
below the third quarter of last year. 
For the first nine months of this 
year the combined net income was 
$3,054,000,000, a decrease of 7 per- 
cent from that for the correspond- 
ing 1948 period. | 
The analysis found that earnings 
have been relatively well main- | 
tained in automobiles, automobile | 
parts, food products, chemicals, 
drugs, cement, glass, iron and steel, 
machinery, and electrical equip- | 
ment, including radio, television 
and office equipment. 
However, the experience of in- 


14 New iain 
Lift NSPA Roll 
To 2,800 Mark | 


CHICAGO.—Fourteen new mem- | 
bers, of whom 12 are wholesalers 
and two manufacturers, have been 
voted in by the National Standard 
Parts Assn., it was announced last 
week by J. L. Wiggins, executive | 
vice-president. 


The new additions bring the total | 
for this year to 88 from 33 states | 
and one Canadian province, and | 
lifts the grand total membership | 
of the association to approximately 
2,800, Wiggins said. 

Minnesota Mining and Mfg. Co., | 
St. Paul, and Rust Master Chemical | 
Co., Cambridge, Mass., are the new | 
manufacturer members. 


New wholesaler members are: 
Belgrade Motor Supply, Roslindale, | 
Mass.; Bousquet’s Auto Parts &| 
Supply, Southbridge, Mass.; Deal | 
Bros. Auto Parts, Jeannette, Fé; 
Devener Auto Electric Co., Batavia, 
N. Y.; Hickman Auto Parts Co., 
Fresno, Calif., and Home Automo- 
tive Supply Co., Cheyenne, Wyo. 

Also, Jamestown Unit Parts Co., 
Inc., Jamestown, N. Y.; Motor Parts 
Wholesale, Inc., Ironton, O.; Par- 
menter Auto Parts Co., Inc., Spring- 








field, Mass.; Renkenberger Auto 
Supply, Beaver, Pa.; Reno Brake 
& Automotive Supply, Inc., Reno, 


Nev., and St. Clair’s Auto Supply, 
Inc., Parkersburg, W. Va. 

Wiggins also announced that 
Paul Woolwine, Pratt, Kans., has 
been named chairman of the com- 
mittee of five NSPA wholesaler 
members who will handle the asso- 
ciation’s first fall sectional business 
meeting, scheduled for Nov. 1 at 
the President hotel in Kansas City. | 





Miracle Power Facilities 


Transferred to Toledo 

TOLEDO.—AP Parts Corp. has | 
announced the removal to Toledo 
of all office, production, research 
and engineering facilities for its | 
Miracle Power, dgf-123, and other | 
high-temperature automotive lubri- | 
cants. According to W. E, Bullock, | 
vice-president, the move is part of 
an expansion plan, 





dividual companies in the groups 


was extremely uneven, ranging 

from new high records to deficits. 

Declines of earnings for textiles, 

pulp and paper, petroleum prod- 
ucts, heating and plumbing fix- 
tures and non-ferrous metals 
were cited as indicating the 
squeezing of profit margins be- 
tween shrinking volumes and 
high costs. 

Highest improvement in earnings 
was in the automobile and truck 
industry, where reporting compan- 
ies enjoyed a 64.4 percent increase 
in net income over the corespond- 
ing period last year. The worst 
experience was in textiles and ap- 
parel, where reporting companies 
suffered a drop of 56.8 percent in| 
net income. 

For the first nine months of this 
year, automobile and truck earn- 
ings were up 52.1 percent, while 
textiles and apparel income was off 
63.6 percent, according to the bank’s 
analysis of the reporting firms. 





O'Madigan jr., 
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BOCK MOTOR TOPS OMAHA ZONE—Pontiac's Omaha zone paced the nation in the | 


| recent Chief Pontiac service contest and the best dealer-service manager team in that 


zone was E. F. Bock, Bock Motors, Garner, la., and his service manager Ed Brozik. Here, 
on a visit to Pontiac which was a part of their prize, are left to right: Brozik, Bock, Dan 
assistant general sales manager, and Hugh Hales, service manager. 


| fewer vehicles than any state in 
| the area. 
Persons said that a total of 4,- 
500,000 motor vehicles are now 
| registered in the seven-state area. 
-The number of mo-| By states, the 1949 figures are: 
registered in seven! Florida, 770,935; Alabama, 533,074; 
states this year has) | Georgia, 707,817; Mississippi, 390,- 
percent over 1948, ac- | 974; dg Carolina, 831,706; South 
Carolina, 476,542, 
Director C. | 660,340, 


Registrations Up 
742% in Southeast 


ATLANTA. 
tor vehicles 
southeastern 
increased 7.5 
cording to Regional 
Parker Persons of the U. S. Com- 
merce department. 

The percentage increase was 
greatest for Mississippi—8.7 per- 
cent- although Mississippi has 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America's No. 1 Industry . .. an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 














New Road Ready 
Soon From U.S. 
Through Mexico 


EL PASO, Tex. — Completion of 
the Mexican Central highway from 
El Paso to Mexico City has been 
forecast for the end of 1949 by Gov. 
Foglio Miramontes of Chihuahua, 
Mexico. 

When completed, the road is ex- 
pected to intensify tourist travel 







|between the U. S. and Mexico. It 


| will enable travelers to leave from 


_|a complete 


and Tennessee, | 





either El Paso or Laredo and make 
loop around Mexico 
with Mexico City as the base. 

Present inadequate accommoda- 
tions for tourists on the new road 
are expected to improve greatly by 
the time the road is finished. 

Many of the old hotels and 
restaurants on the route have been 
remodeling and enlarging for the 
past several montas, 


Beck Names Allday 


Beck Motors (Oldsmobile-Cadil- 
lic), 808 Washington St., Natchi- 
teches, La., has announced the ap- 
pointment of David Aliday as 
service manager. 
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MICRONIC OIL FILTERS 
AND FILTER ELEMENTS 







ENGINEERED 
by Chrysler Corporation 





INSPECTE 


by Chrysler Corporation 





SUPPLIED 


by Chrysler Corporation 





Facto 


Soto an 


surface area. 


the filtering capaci 
waste type filter o 
sponding size. 


speed. 






MICRONIC 
ELEMENT 
For Thrift Filter 




















BIGGER CAPACITY... 
FASTER FILTERING 


engineered and in- 
ed for Plymouth, Dodge, 

7 Chrysler cars 
and Dodge "Job- Rated” trucks! 
RETAINS 331!4% more dirt 
per square inch of filtering 


PROVIDES 571 square inches 
of filtering surface against 69 
for conventional type. 


REMOVES harmful abrasives 
and solids as small as a mi- 
cron (.000039 of an inch). 


PROVIDES from 3 to 5 times 


ALLOWS greater filtering 


WILL NOT affect detergents 
or additive oils, nor be harmed 
by acids, heat or water. 

WILL NOT channel, unload, 
warp, disintegrate or distort. 


MOPAR MOPAR MOPAR 
MICRONIC MICRONIC MICRONIC 
SEALED TYPE THRIFT TYPE ELEMENT 
Oll FILTER Olt FILTER For Full Flow Filter 
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HANDY HAND—Held to a smooth surface 
by a vacuum cup, it provides a place to 
park a cigaret. Cigarets are extinguished 
automatically. Is available in brown ham- | 
mered finish. Manufacturer is United States 
Products Co., associated with Detroit Grille 
& Mfg. Co., 260 E. Vernor highway, De- 
troit |. 





K-D family has been announced as a part of 
| KD C856-2 automatic back-up-lite kit. It is 
mounted flush, is easy to install, and has an 
| attractive and conservative design suitable for 
most cars, whether late or early models. It 
| has a lens engineered for proper light distri- 


jing to K-D Lamp Co., Cincinnati. 








CHANGES OIL—A manually-operated oil 
changer is now being produced by Chisholm 
Industries, Inc., Lynn, Mass. 


* * * 





PORTABLE CHARGER—Made by Marquette 
Mfg. Co., Minneapolis 14, weighs 41 pounds 
and delivers 80 amperes, according to the 
company. Features of the Marquette Porto- 
Fast charger are Ohmite contro! switch, 
General lectric fan motor, Westinghouse 


er and Lux automatic time control, it adds. 
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ROWLAND'S HEAVY-DUTY SHOCKS—This 
Rowland heavy-duty direct-action shock ab- 
sorber has extra-size parts and 50 percent 
more fluid which permits low-pressure opera- | ton, O. Advantages of the Automatic Model 
tion for a smoother ride and longer wear,| A One-End Lift are said to be its smooth 
William H. Courtright, sales vice-president | operation and safety features. It will lift the 
of William & Harvey Rowland, Inc., Phila-| front or rear end of any passenger car to 
delphia, reports. These larger units, sold only | any one of six locked working heights. Rated 
in pairs, are said to fit present installations | capacity is 3,000 pounds. Compressed air is 


LIFTS ONE END OF CAR—A portable, 
| pneumatic one-end 'ift has been added to 
| the line of automotive products being mark- 
eted by Automatic Steel Products, Inc., Can- 


without sacrifice in collapsed or extended | used only to raise or lower the car. the 
length. They are recommended for heavy weight being supported on steel when in 
passenger cars and small trucks. position 

* * * * * 





FOR CAR FLOORS—Wooster Rubber Co., Wooster, O., originator of Kar-Rugs, the rubber 
“throw-rugs"’ for automobiles, announces two new packaged sets to completely equip front 
and rear floor areas of all popular-make cars. The sets come in six colors; silver grey 
burgundy red, forest green, royal blue, cocoa brown or midnight black. P 


BACK-UP LITE—This newest member of the | 


| bution, uses a 21 candle-power bulb, accord- | 


selenium rectifier, Marion charging rate met- | 
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NEW PRODUCTS 





AIR COMPRESSOR—Two dual-pressure low- 
cost portable air compressors are announced 


| by American Brake Shoe Co.'s Kellog 
division, 230 Park Ave., New York 17. Both | 
piston-type compressors offer two working | 


pressures and two air deliveries by shifting a | 
lever. They are ideal for fleet operators, | 
contractors and off highway use, the com. | 
pany states. Model B-140-DS is powered with 
a '/, horsepower electric motor. Model 
G-140-DS is powered with a % horsepower 
gasoline engine. Both models operate at 150 | 
pounds pressure delivering 2.4 C.F.M. free | 
air for tire inflation operating a grease gun, | 
air blow gun, as well as many other uses | 
requiring high pressure. By shifting a lever, 


the compressor is a continuous-running unit | 
at 50 pounds pressure delivering 3.2 C.F.M. 
free air for paint spraying, insecticide 


spraying, and many other uses requiring low 
pressure and increased volume. 








HALTS STEERING LOOSENESS — An idler | 
arm brace designed to halt steering-assembly | 
| looseness, caused by idler-pin wear, has been 
| developed by the Lathan Mfg. Co. of 691 | 
Minna St., San Francisco. The device relieves | 
the idler arm of much of the weight which 
normally rests upon it. This, in turn, relieves 
the threads of weight and minimizes wear on 
the threads. 





SPIRAL-WOUND CLUTCH FACING—Johns- 
Manville, 22 E. 40th St, New York, has de-/| 
| veloped the S-W (spiral-wound) clutch fac- 
|}ing, which is made of asbestos-metallic 
| yarns. The firm said this facing cuts chatter 
|} to a minimum in all gear engagements. 


| 


| 


| 





SERVICE TOOL—A new pin fitting vise and 
@ companion honing gauge have been an- 
nounced by Lisle Corp., Clarinda, la. With 
| the Lisle honing gauge, a mechanic can pre- 
| determine the amount of metal that must be 
removed from a bushing before a pin will 
fit, the company claims. Gauge arms are 
graduated in one-thousandths of an inch and 
| are plainly marked. The gauge allows a 
' safety margin" for final pin fit. 


SERVICE SECTION 





TRAVELING BAR—Comtempo Luggage, 170 
| Fifth Ave., New York, has produced a piece 
|of luggage, which when opened becomes a 
| completely-equipped bar. The product is 
| called Travel Bar. 





NEW COLOR FINISH—Standard Register 
Co., of Dayton, O., announces that its entire 
line of autographic registers and other of its 
mechanical products are to be manufactured 
in a new color finish—business machine gray. 
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FITS 500 MODELS—Trico Products Corp., 
Buffalo 3, has introduced a universal-inter- 
| changeable windshield-wiper motor. This re- 
| placement unit fits more than 500 different 
| vehicle models dating back to 1932, the firm 
| said. Simplicity of installation has been 
| achieved by design of the interchangeable 
shaft attachments and adjustability of motor 
| shut-off controls, according to Trico. 
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ATTRACTIVE COUNTER CARD — Monroe 
Auto Equipment Co., Monroe, Mich., is fur- | 
nishing dealers with this attractive counter | 
card that calls car owners’ attention to vari- 
ous car-operating symptoms that indicate the | 
— for shock-absorber service or replace- 
ment. 





DICTAPHONE INNOVATION — Dictaphone 
Corp.'s Time-Master is a new conception of 
| the dictating machine. Only 4'/2 inches high 
and the size of a letterhead, the Time-Master 
records on flexible, plastic Memobelts so 
inexpensive they are mailed, filed or tran- 
scribed and thrown away after only one use, 
the firm, located at 2011 Park Ave., Detroit, 
said. 


ee 








FOR PORTABLE SPOT WELDING—A port- 
able spot welder has been added to the line 
of equipment manufactured by the Alien 
Electric and Equipment Co., Kalamazoo, 
Mich. The small size of the E-290 (12 by 6!/, 
by 7'/2 inches), when used without the stand, 
enables the operator to easily reach the most 
difficult and remote welding positions. This 


SPRAY-GUN DISPLAY Two four-color 
counter displays for point-of-purchase use 
have been announced by Kellogg division of 
American Brake Shoe Co., Rochester 2, N. Y 
One features Brake Shoe's Micro-Spray paint 


feature is essential to meet the demands of | spray gun. The display includes a cutaway 
modern automobile body styles, the firm said. | illustration of the gun. 
+ * : * + * 





a Ae 


CUSTOMER-CONTROL SYSTEM INTRODUCED—A simplified and compact customer-contro! 
system for automotive service dealers, a joint product of the Alemite division of Stewart- 
Warner Corp. and of Visible Index Corp. has been announced. This system is said to provide 
instantaneous indication of customer contact; reduces time required for recording service 
operations after they are performed; eliminates hand-addressing or follow-up notices, and, ir 
addition, provides an always-current mailing list, classified by type or frequency of custome 
contact. Address ‘‘plates'' or stencils are an integral part of each customer's record car 

(Continued on Page 39, Col, 1) 
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New Products 





(Continued from Page 38) 


a7 


BRAKES—James C. Heintz & Co., 
Inc., Cleveland, announces the Heintz elec- 
tric brake bonder, featuring Follo-Thru pres- 
sure. Its pressure-application feature, accur- 
ately-controlied heat, strength of the bond, 
speed and simplicity of operation highlight | 
the many advantages and improvements in- 
corporated in the Heintz machine, the firm | 
said. 


BONDS 


* * * 


Casco Offers Jobbers 


Accessories Catalog 


Announcement has been made 
by Casco Product Corp. of a new 
catalog file folder containing 
catalog pages and price sheets 
for every item in both the Casco 
and Perfection line of automo- 
tive accessories. 


Designed for maximum con- 
venience of jobbers, it can be 
installed for permanent refer- 
ence in any standard size filing 
cabinet. Jobbers can obtain the 


catalog by writing to Casco 
Products Corp., Bridgeport 2, 
Conn. 


* * * 





FOR CHEVROLET, OLDS—A passenger-car 
mirror designed especially for 1949 Chevrolets 
and Oldsmobiles is now being produced by 
American Automatic Devices Co., Throop and 
Congress Sts.. Chicago. The mirror is made 
to fit over the redesigned belt-line bulge of 


both cars. 
* * * 


Chamois-Like Fabric 


Introduced by Modern 


Modern Accessories Co., Nor- 
wood, O., has announced introduc- 


tion of Sammy Shammy — an | 
chamois-like fab- | 


economy-priced, 
ric that will do anything that 
chamois skin will do—except boil 
or dry clean, the firm said. 

Made of tough and durable 
fibrous composition, Sammy Sham- 
my has the texture—wet or dry—of 
expensive chamois skin, It is said 
to whisk away dirt and grime, 
leaving the surface sparkling clean. 

. * * 


Auto Body Repairs 
A mailing piece describing rivets, 
tools and methods for auto bcdy 
repairs has been published by 
Cherry Rivet Co., 231 Winston St., 
Los Angeles. 


+ * * 


Grover Horn Catalog 
A 24-page catalog, containing in- 
Stallation instructions, specifica- 
tions and price lists of all Grover 
air and vacuum horns has been 
announced by Grover Products Co., 
1221 So. Hope St., Los Angeles. 


New Ball Bearing Line 
Offered by Schatz 


A complete new line of precision | 
clutch release ball bearings for in- | 
dustrial and automotive applica- | 
tions is now being manufactured | 
in a wide range of sizes by Schatz | 
Mfg. Co., Poughkeepsie, N. Y., it | 
is announced by George R. Ben- 
nett jr., president. 
Both angular contact and thrust | 
bearings are included in the wide | 
range of sizes being produced by 
this 54-year-old ball bearing manu- | 
facturer, and “the company is| 
tooled up and equipped to manu-' 





required,” Bennett said. 
+. > * 





| Warwick Announces Fluid 


|For GM Automatic Drives 


A transmission fluid for hydrau- 
lic transmissions on General Mo- 
tors cars has been added to the 
Warco line of automotive chemical 
| products, according to Julius Gold- 
|ner, general manager of Warwick 
| Laboratories Co., Brooklyn, N. Y. 

Warco transmission fluid is a 
laboratory tested and approved 
product and because of a special 
| development has the same physical 
and chemical characteristics as the 
original equipment fluid, according 
to Goldner. It is packed in quart 
and gallon cans and five-gallon 
drums. 


* * * 


Handbook on Fasteners 


A 28-page manual featuring de- 
|scriptive and engineering data on 
|the range of Southco blind rivets, 
anchor nuts, panel fasteners, door- 








facture any type and size bearing | 


Issued by Bemis Bag 


retaining springs, etc., has been 
published by South Chester Corp., 
Finance Bldg., Philadelphia 2. Cop- 
ies are available on request to the 
company. 

* + * 


Pocket Guide to Products 


As part of a campaign to ac- 
quaint customers with its prod- 
ucts, Bemis Bro. Bag. Co., 408 
Pine St., Box 30, St. Louis 2, is 
distributing a Pocket Guide to 
Bemis Products. 


This 16-page booklet illustrates 
and describes more than 40 gen- 
eral types of products and special 
services available through the 
Bemis company. Copies of the 
booklet may be obtained by writ- 
ing the company or from any 
Bemis plant or sales office. 

* + * 


Acme Reveals Improvements 


In Tire Valve Cores 


Improvements to meet the needs 
of extra low pressure tires have 
been made in Acme valve cores, 
according to Harry Perlman, presi- 
cent of Acme Air Appliance Co., 
Inc., 100 Hinsdale St., 
ie, ie 


Perlman said improvements in- 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT 12, AND WINDSOR, ONTARIO 


|tion, the core 


Brooklyn 7, | 
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clude: Increased size of the gasket | 
to bring about a more positive and | 
and use of | 


longer lasting seal, 
pure gum stock in the gasket to 
assure maximum elasticity. In addi- 
head on the inside 
barrell of the stem has been in- 
creased in area and pitch to give 
more positive centering and seat- 
ing. In order to give constant 
seating at ELP pressures, the bar- 
rels now have a sharper seating 
edge, which is maintained to close 
tolerances. 


+ * * 


Wall Chart Showing Horns 


Announced by Grover 

A new two-color wall chart, 
illustrating 49 separate models 
of Grover air and vacuum horns 
for cars, trucks, buses, marine 
and industrial use, has been an- 
nounced by Grover Products Co., 
1221 S. Hope St., Los Angeles 15, 
Calif. 

The new chart shows at a 
glance the complete Grover line. 
It was designed primarily for 
use by Grover dealers to help 
their customers choose the best 


horn for their purpose. 





VACUUM DRAINER — Supreme Equipment 
| Corp., 12415 Euclid, Cleveland, is now manu- 
facturing and marketing the Vac-U-Matic 
drainer. The device drains crankcases and oil 
| filters, syphons off radiator solutions and re- 
| moves weter from fuel tanks. It operates by 
| vacuum off any air line. 

(Continued on Page 40, Col, 1) 
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New Products 


(Continued from Page 39) 


A new soft white fluorescent 
lamp that produces a peach-tinted 
light has been developed by the 
Westinghouse lamp division, 
Bloomfield, N. J. The new color is | 
flattering to human complexions, 
house furnishings and foods, and 
blends well with other lighting 
shades, states Eugene W. Beggs, 
Westinghouse engineer. 

. > . 


Tractor Catalogs 


The Thermoid Co., Trenton, N. J., 
has two new replacement parts 
catalogs which can be obtained by 
writing the company. They are the 
Tractor Asbestos Products catalog 
for Brake Lining and Clutch Fac- 
ings, and the Tractor Rubber 
Products catalog for belts. They 
are available in either loose-sheet 
form for distributor-jobber use, or 
in a bound volume for dealer use. 

o . * | 


Folding Gooseneck-Ramp 
For Carryhaul Trailers 





Ill., has added another new devel- 
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14, 1949 


covers selling compression, carbu- 
retion, ignition and cooling service 
as a complete package, 10,000-mile 
guarantee on labor as well as parts, 
part payment finance plans, direct 
mail campaign, mechanic’s hand- 
book, missionary men and national 
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|a loading ramp. 


vidual monogram initials in a crest design, 
| are being manufactured by Ryan Sales Engi- 
| neering, 82 Lothrop, Detroit. The letters are 
finished 

. 8 | enamel 
Martin Machine Co., Kewanee, | drilling '/-inch holes. 


opment to its line of Carryhaul 
trailers. | 

The latest development is a pa-/| 
tented folding gooseneck which, 
when lowered to the ground, forms | 


advertising support. 
ca + 


* 


The need for heavy, cumbersome | 
loading ramps and cribbing is com- | 
pletely eliminated by this combi- | 
nation gooseneck and 
ramp, says Martin. 








| 
5 BALANCES WHEELS — One Stewart-Warner | 
loading) electronic wheel balancer, with variations only 
|in spinner and other accessory equipment, | 
|will serve for passenger car, light truck or | 
heavy-truck wheel balancing, with all wheels | 
restored to both static and dynamic balance | 
without removal from the vehicle, the firm 
said. 


~ * * 


ra 


Ramsey Offers Program 


To Up Service Business 


| 
A “Geared to Fifties” program 
embracing latest service methods, 
selling, advertising and financing 
of engine reconditioning jobs is be- 
ing offered by Ramsey Corp., 3693 | 
Forest Park Blvd., St. Louis. | 

Designed to meet increasing com- | Auto-Lite Co., ‘ 
petitive pressure and buyers’ need | chandising stand for easy selection of 
for purchasing overhauls on 4a/| small, fast-moving items. 





PERSONALIZES A CAR—Initialettes, indi- i ie. 


in chrome-plated brass with aold 
background. They are applied by 
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NOW...Get in this REAL Profit 
Field with superior 





Under-Car Sealer and Silencer 





Now is the time to start selling underbody coating—for 
extra profits. An estimated 40 million cars and trucks 
need underbody coating; so get your share of this tre- 
mendous new profit field now. 


You'll find the real profit field exists for Lion Nokorode, 
because its quality is uniformly superior . . . entirely pro- 
duced from raw material to finished product by a single 
company—Lion— under U. S. Patent No. 2393774. 


Yes, it pays to sell an underbody coating you can sell 
with confidence. And Nokorode’s controlled quality and 
uniformity assures ease of application and customer 
satisfaction. 

Find out about the proven way to extra profits with 
Lion Nokorode. Just call or write for details of Lion’s 
complete, backed-by-advertising plan . . . the plan that 
can add many extra dollars to your profit picture fast. 


LION OIL COMPANY Gm 


El Dorado, Arkansas 





a basis, the program 
| 
| 





AIDS SALES OF IGNITION PARTS—Electric 
Toledo, has prepared a mer- 
its 
ignition replacement parts. The display holds 


asitris sit 4 


RADIATOR TEST PLUGS—Inexpensive radi- 
ator test-plug sets are now being marketed 
by the National Machine & Tool Co. of 
Jackson, Mich. The cup-type plugs slip over 
the radiator outlets snuggly yet can be easily 
removed. The plugs are made of heavy rub- 
ber and have extra reinforcing at the wear 
points to withstand hard usage. They are 
available in two sets: the universal set, which 
fits all cars, consists of 16 plugs in seven 
sizes, and the Ford set, which consists of nine 
plugs in three sizes. 





FOR OIL CHANGES—Two oil changers 
have been added to the line of equipment 
manufactured by the Allen Electric and 
| Equipment Co., Kalamazoo, Mich. They are 
the standard model H-80 Kwik-Serv and the 
| portable model H-70 Kwik-Serv. The manu- 
| facturer states that the H-80 performs every 
function of fast oil removal. The used oil 
lis pumped into a self-contained scavenger 
|tank which may be emptied when full by 
| reversing the pump action. According to the 
manufacturer, the H-70 is ideal for ‘‘on-the- 
| spot’ service. It is claimed that this oil 
|changer removes the used oil, pumping it 
| directly into a used-oil container. 

* * * 











MATCHES PAINT COLORS—A color-match- 
ing and mixing device for precise duplication 
| of automotive finishes in repair shops, known 
as the Color Key No. 2, has been announced 
by Sherwin-Williams Co. of Cleveland. The 
| Color Key features a lighted lucite glass tube 
| which is positioned in the receptacle in ac- 
| cordance with a scaled indicator graduated 
| to the parts formulas as shown in the manual 
|A patented beam of light in the tube is 
| controlled to ‘‘extinguish'’ at the precise mo- 
ment the amount of pigment indicated is 
received. 





WIRE-REINFORCED BRAKE LINING—Wire 
|Klad brake lining is the newest addition to 
| the Johns-Manville line of automotive brake 


| linings, brake blocks and clutch facing 
| Wire-Klad is a wire-reinforced lining using 
a new type of flexible wire-mesh reinforce 
|}ment. Because of this flexibility, interna 
stresses are avoided during its manufacture 
the firm stated. The result is said to elim 
nate undesirable distortion or concavity dur 
ing use when the lining is exposed tc 
extremely hot drum surfaces. 


| Removable Sump Added 
For Base-Type Filters 


New removable sumps are now 
available for all DeLuxe oil filters 
both the base-type and the stand- 
ard models, it is announced by 
DeLuxe Products Corp., LaPorte 
Ind. 

The new base-type model, calle 
Type CS-235 Sedisump, is shaped 

(Continued on Page 41, Col, 1) 
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New Products 


(Continued from Page 40) 


to fit into the sump area of the;chure reports: One-third of disc 
“flat-bottom” DeLuxe filters, the | sanding time can be saved by using 
company said, adding that installa-| a three-disc method as compared 
tion is as quick as for the standard | to one disc, the 9%th inch disc is 
model JC-CU-CUL Sedisump. 32 percent faster than the 7-inch 
” disc and a phenolic back-up plate 
speeds disc sanding 10 percent and 
increases disc life 10 percent. 


* * 


* * * 





CUTTING-TOOL LINE—A complete line of 
cutting tools in a display rack is now being 
offered by Van Norman Co., Springfield, 
Mass. The tools may be bought in individual 





COMPACT ROD RACK—A rod and mold- 
ing rack has been designed by Universal 
Equipment Co., of Alexandria, Va., to provide 
low-cost, compact, space-saving storage of 
long parts. Minimum floor space is required 
since it is only 24 inches wide, 24 inches, 
deep, 24 inches high in front and 48 inches 


high in ° 
igh in rear ‘ ‘ . 





BOOSTS HEATER HEAT—This aluminum 
alloy jacket fastens over exhaust manifold, 
designed to speed up heating of water for 
all hot water heaters. Is said to give heat 
within 30 seconds after car is started. The 
normal hot water lead from engine is di- 
verted into booster and from there to heater, 
and is claimed to not only produce more 
heat but to aid in heating engine on cold 
morning starts. Distributed by Caughron En- 
gineering Co., 217 Merchandise Mart, Okla- 
homa City. 





DeVILBISS 








pieces, and in nine different sets of drills. 


with a COMPLETE 
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DIRECTIONAL SIGNALS—Passenger-car di- 


rection signals, featuring streamlined lamps, 
have been introduced by Signal-Stat Corp., 
Brooklyn, N. Y. The signals are chrome- 
plated and shaped to fit flush with the con- 
tour of any car, the firm states. 


+ * * 


Cristy Chemical Offers 
Glass De-Icer Product 


Cristy Chemical Corp., Worcester, 
Mass., maker of Cristy Drygas, a 
fuel line anti-freeze, has announced 
the introduction of its new product, 
Clear-Glass De-Icer. 

Cristy Clear-Glass, the company 
says, prevents ice, sleet, snow and 
frost from forming on windshields. 
The product is furnished in a con- 
tainer with spray cap dispenser. 
Simply spraying Clear-Glass on the 
windshield is all that is necessary 


PAINT SHOP 


PACKED WITH EARNING 


@ Never before has there been such a demand for auto refin- 
ishing. Dollar volume in 1949 will run into many millions. 





to prevent the formation of blind- 
ing curtains of sleet, ice, snow and 
frost, Cristy officials say. 


* * * 





FOR ROADSIDE TROUBLE—A safet 
ing circuit called Mergency Fiash that can 
be easily and quickly wired into the parking 


blink- 


light of automobiles, trucks and buses is 
announced by Bowman Automotive Plastics, 
Olmsted Falls, O. Mergency Flash permits 


41 





COVERS TRAILER HITCHES—Trailer owners 
can now protect the trailer hitch on the 
bumper and add luster and beauty to the 
car with Garda-Hitch, manufactured by John 
Hill Plating Co., 830 River St., Lansing. The 
cover is made of steel with a chrome finish. 
It matches the bumper and bumper guards. 


+ + * 


Battery Charger Catalog 
McColpin-Christie Corp., Los An- 
geles 37, announces the completion 
of its new A-49 catalog which il- 
lustrates and describes the C & C 


the driver encountering after-dark roadside | line of battery charges and battery 


trouble to set his parking lights to flashing 
continuously for a distinct warning to traffic 
approaching from both directions. 


servicing equipment. 
(Continued on Page 42, Col, 1) 


Photo courtesy of Lawrence D. Wheeler, Inc., Fremont, Ohio 
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PAINT SHOP PROFIT POINTERS - 


When you are painting a custom- . 
er’s car you'll find it easy to sell 


Rich rewards indeed will go to the aggressive operators who them the idea of irebheme.« dirty ° 
| : : ; ; upholstery, replacing worn and ‘ 
are properly equipped to handle this business! tora Gece mans and esd cad : 
Get your share of this big dollar volume with a DeVilbiss Paint repainting the motor. These ‘ 
HOLDS ALL WIPER BLADES—A cabinet for Shop that’s complete in every detail. A DeVilbiss Shop in your . little extra operations make ; 
hed bop anaooes i ham ee Be cabi- garage equips you to do “Factory-Quality” finishing on a mass ° money for you and leave cus- . 
eal ener Soe en Soe = production basis ... and you handle each job easier and faster . . . F tomers completely satisfied , 
service any cor. - *% which. means more profit. Because operators work so much more with the complete “new 
efficiently with the specialized equipment these shops include, you'll ‘ look” of their old cars. : 
make money on every job whether it’s minor touch-up, underbody . 
coating or complete refinishing. Ask your DeVilbiss distributor for com- 
| plete details on these shops that are literally packed with earning power. ia 





THE DeVILBISS 





Sd 
Clamp Spring» 
GAS CAP FILTER—Econocap, an aluminum 
gasoline-tank cap, which has an air intake 
and filtering device to keep dust and dirt 
from entering engines, is announced by Illi- 
nois Specialty Co., 631 W. Edwards St., 


Springfield, Il. 
7 * 7 


Booklet Reports Shortcuts 
For Auto Body Work 


Time-saving shortcuts in auto- 
body reconditioning, based on 18 
months testing in body and paint 
shops, are told in a _  20-page| 
brochure available from Minnesota | 
Mining and Mfg. Co., St. Paul. 
The two-color magazine-size bro- 
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does not need to be lifted during) offers the “two-stage” design or 
the whole wrenching operation, has| progressive type of helper spring. 
N e WwW p r oO U Cc t s been announced by Thorsen Tools,| This unit gives approximately 800 j 
5321 Horton St., Emeryville 8, Calif.| pounds extra carrying capacity. 
The Speed-Hed wrench applies Each helper spring has four . 
(Continued from Page 41) the same pressure to the same| leaves. Rubber pads make for 
| points as any ordinary wrench, the| quiet operation at the point of 
World Bestos Corp., Newcastle, | company said, and in many cases,| contact with the main spring, ; 
Ind., has issued an 18-page con- it grips a badly worn nut firmly| the company says. _ 
densed catalog and a dealer’s wall l|where standard socket or box * * : 
chart listing brake-lining recom- wrenches slip. It is available in| : 
mendations for passenger cars, sets of three sizes: 7/16, 1/2 and | 4 
commercials, taxicabs, trucks, trail- 9/16 inches. | 
ers pm Soren. i * * * 
The firm said the catalog an 
wall chart will provide quick refer- Maumee Br ochure 
ence material covering 90 percent A new brochure which describes | re 
of all brake lining business. the advantages of malleable iron | ot 
* * * castings and pictures the expanded | rt 
and active facilities of the Maumee e! 
Malleable Castings Co., Toledo, is| hé 
Sea offered by that company for refer- ti 
}ence by purchasing agents and | sy 
tareatS, BRAKES—A_ hydraulic jbrake tester, engineers. * * * R 
cabine in @ orwar .. 
porition” for easy readibility by the motor- | Maremont Helper Springs 7 
Co ot Rock island, lil, The machine, wnich | Offered for 1949 Models 
comes in i oe eo = = Helper sets for 1949 Chevrolet, 
nome ‘eouaen, frm said. , Ford, Plymouth Chrysler, DeSoto < 
TIRE REMOVER—Claimed to be a time | and Dodge passenger cars can t 
pon BAST rowne-82 es on % saver in the field or shop, this new Tire- | gee | now be obtained through whole- : 
am n tow -Li . . . | . 
Cable, which Is being introduced by May am ts, "kan % ue 6 fost job of Ratcheting Wrench Offered | =— po me a Srotue the. 1 
Bros. Mfg. Co., Inc., Lincoln Park, Mich., breaki ‘the bead on any size tire. A heavy-| By Th Tool e » © 
features a patented bumper clamp that at- duty p ae and beak ben ie Seek. bo the ¥ orsen oots | cago. j R 
og By yey = ~e Was wheel. Adapters ere furnished to fecilitete An open-end Speed-Hed wrench, | For’ the conventional rear 
trucks and requires no tools to use. attaching to various wheel types. which ratchets at each turn and| spring suspension, Maremont : 
fpiionccinihanpaisnatnimenaandicah: i - s jb eniadanane valeciigia a eed inate i io scheialgiciglcbasaateneearkaibabsaiedaieade 
0 
fi 
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Toledo Steel Products Co., Toledo, 


TESTS CELLS—A new cell tester, called the 
‘ - | Electric Con 496i Dancen aves Str'Loun 
e . >; > . Louis. 
JOB-OU T o § | Thicker-Alloy Valve i 
iF" 2 § Built by Toledo Products 
~ “We S 


— “ 
% 0 Oo oe announces its Aerotype valve em- 
o- & ploying an alloy facing and swage 
£2O hardening process to increase valve 
oO | life. 


J. E. Adams, vice-president, said 
there is 40 to 60 percent more of 
the alloy—called S-782—on the new 
valve than the amount of facing 
used previously. This, he said, 
means longer life. 

* * eo ‘ 


WLW Sun Generator - Regulator Tester 


Opens up a NEW Source of 
Profitable NEW Business! 


ESPECIALLY DESIGNED FOR SERVICE SHOP USE! The new 
SUN Generator & Regulator Tester simplifies a formerly complex procedure | FROM APPLETON—Appleton Electric Co., 
so that now, any mechanic can quickly and easily learn to do expert testing aeileet. "Rtentethe Gapoans oo a 
and repair work. SUN’s 400-Man Field Organization is at your service well under previous models, according to the 
: ; ° ‘ : | firm, the new one is designed for either door 
to instruct your mechanics without cost in the proper operation of your or corner post installation. One model may 
new SUN Generator & Regulator Tester. What's more, your local SUN side. "Among the festures" tncleded ie the ‘ 
Man will help you set up an efficient and profit-making revamping job are a rotary-type switch, new 4 
electrical test and repair department . . . he'll render SP Se Se ee 
prompt service at any time, on less than 24-hours’ 
notice. Your SUN Man is a mighty good | 
man to know! Write TODAY for his name 









THESE ANSWERS POINT THE WAY 
TO GREATER PROFITS FOR YOU... 


Why can Tests be made with Greater 
Accuracy on this New SUN Tester? 
There are many reasons! To name a few . . 

e Adequate power and complete control 

e Complicated wiring hook-ups are eliminated 

© Regulators are mounted in actual vehicle 
position 

e Correct regulator operating temperature 

e Includes a master generator for use in 
testing all regulators. 

e Regulators tested to exact manufacturers’ 
specifications 

e Proper polarity correction is provided 

e No jumper wires or leads needed 

¢ Manufacturers’ specifications are shown at 





















| switch knob for blending with car interiors 
|and a red lucite ornament on the lam 
. 






















+ and complete data sheets on the new SUN 
How does the New Generator & Regulator Generator & Regulator Tester. Z 
Tester Simplify and Speed-Up Testing? 
Here are some of the most important time- a ae ee a a ee M 
j ; desi 
See ie eee time is reduced to a ALL-NEW FEATURES INCLUDE shor 
rooney moved . THESE IMPORTANT ADVANCEMENTS! | anne 
e All makes of regulators are quickly mounted ‘ colo 
e Minor misalinement in generator shaft is NEW .. Constant-speed motor and ae 
automatically corrected Variable-Speed Drive com- — 







bination! 


NEW. .Self-centering, quick-closing 
generator mount unit! 


| 
| 
| 
NEW..A master generator is in- | 
| 
I 
| 


e Instant speed control is obtained at the 
front panel 

e Regulator heating time is cut by 24 or more 

e Correct circuits for all tests automatically 
provided 

e Load and resistance instantly selected 










BREEZIES EXPANSION—Peters and Russell, 
Inc., Springfield, O., manufacturer of Breezies, 
the wind deflector for side vents, has an- 
nounced increased production facilities that 
will enable an order-filling basis of 36 hours, 
the firm said. 


| 






cluded that handles all 
standard regulators! 


NEW..Speedy internal-external 
automatically-timed regula- 
tor heater! 






Why does the SUN Tester Cut Maintenance 
Costs and Last Longer? 

Because the new SUN Generator & Regulator 

Tester is designed and engineered with such 

exclusive advantages as these: 

e Motor is protected against overload and 

burn-outs 

e Arcing and burning of switches is prevented 

e Noise and vibration eliminated 

e Motorand growler protected against damage 

e Battery is isolated in separate compartment 

e Minimum wiring hook-ups and changes 




















NEW . . Completely automatic circuit 
selector switches! 









SUN'S VARIABLE-SPEED DRIVE ASSURES MAXIMUM POWER 
AT ALL GENERATOR SPEEDS! The SUN Drive eliminates 
speed fluctuations as load is varied. The maximum power 
output of the constant speed motor is available at all 
speeds with new application of the quiet, sturdy Vari- 
pe ay ae drive. No belt or pulley changes are required 
—compensation is made for fluctuations in power line 











voltage. 
— asst Ti retese, 
The SUN Self-Centering, 

b TIMING TESTER—Calied the Neo-Fiash, thi 
eas tatoos ye oan 3 CEG vcr CORPORATION lonpeaes “automotive timing. light “permits 
time? ter of ds. ge quick and easy testing of ignition timing 

ee FASTER : 6327 AVONDALE AVENUE CHICAGO 31, ILLINOIS governor action, excessive distributor-shaf 
A new, quick-heating, SLOWER a? coaseampasiettis play and synchronism, its producer, Autc 
auto-timed oven brings sea Test, Inc., 1452 S. Michigan Ave., Chicag 

states. 





tegulators up to proper 


heat Ya usvol time. (Continued on Page 43, Col. 1) 
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‘ign or Flight Engineered plug is said to 
spring. be the first passenger car or com- 
ely 800 | Ne W Products mercial plug to use a stainless 
pacity. steel shell. 
s four Also incorporated in the new 
ke for (Continued from Page 42) plug are other aircraft require- 
ineludi lumina insu- 
vint of The problem of bonding butyl;under 30 degrees. The new filter oo ton cunlanaa said, ‘The new 
Spring, rubber to metal during molding | is also claimed to cool oil on long- plas ‘will enery @ ifotions quaran- 
operations, one of today’s most dif- | haul operations in weather above tee, the company revealed, adding 
ficult adhesion tasks, has been 90 degrees. cies that its regular line of ceramite 
solved with a new preparation sealed spark plugs will be con- 
developed by Dayton Chemical | aned. 
‘ Products Laboratories, Inc., West 
», Alexandria, O., the firm said. NEW KARGARD—Erie Mfg. Co., Inc., grille 
Applications include  vibration- one aepeenes heage 16 me, offers 
reducing mountings, bumpers, and the ‘con, Erie ‘Kergard “Sepreme for. both 


other molded articles where butyl 
rubber must be adhered perman- 
ently to a metal base. The company 








front and rear of the 1950 Buick Special, 
1950 Nash, 1949 Dodge and front of the 1949 
Plymouth. Previously, models were available 
only for both front and rear of the 1949 


Chevrolet, 1949 Oldsmobile and front of the 
1949 Buick. Individual models tailored to 
each popular 1950 car will be announced at 
later dates. 


has also developed related formula- 
tions which bond butyl to other 
synthetic rubbers. 

* * * 
Ramco Introduces Device 


To Speed Parts Cleaning 


For bringing the parts cleaning 
operation to the work, thus cut- 
ting costs, Ramsey Corp., 3693 
Forest Park Blvd., St. Louis, is 
introducing labor saving Porta- 
Tank combinations for use with 
Ramco 3-Up metal parts cleaner. 

Porta-Tank-3-Up combination 
speeds up and simplifies clean- 
ing of cylinder heads, oil pumps, 
oil pan screens and pistons, the 
firm said. A four-page catalog 
bulletin is available from the 





REMOVES BRAKE LININGS—The Schnack 
bonded brake lining remover turns linings 
from brake shoes for preparation of bonding 


* + * 

Improved De-Icing Fluid 
Offered by Linck 

“Hot Spray,” a de-icing fluid for 
car windows, has been improved 
and will be available in larger 
containers this winter, according to 
the makers, O. E. Linck Co., Inc., 
Clifton, N. J. 


Claimed to be safe on all car 
(Continued om Page 44, Col. 1) 


new linings to the old brake shoes, the 
producer, R. Schnack, 1445 Glenville 
Drive, Los Angeles, announces. 


* * * 





| Aircraft-Type Spark Plug 
| FOR SEALING BODIES — An autobody 
| Introduced by Bowers sealer . oT oe ag — and 
is completely waterproof" as een an- 
Introduction of new line of nounced by Minnesota Mining and Mfg. Co., 
spark plugs by Bowers Battery (900 Farquer St., St. Paul. Vredenemned 3M 
Body Caulking, the sealer is designed for 
P use on seams between roof and side > tea | 





FOR VALVE GRINDING —Cedar Rapids 
Engineering Co., Cedar Rapids, la., has 
added the Micro-Spacer to its Kwik-Way line | 


of motor-reconditioning equipment. The de-| & Spark Plug Co., Reading, Pa., 
vice predetermines the amount to be removed | 
from the end of the valve stem and checks | 
the accuracy of the grinding, the firm said. 


has been announced by C. 
Bowers, president. The 


and between floor and side panels, to seal 
out water and dust. 
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Unsurpassed 
Triple-Action! 
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“Anti-Acid?” YES! 
“Detergent?” YES! 
“High V.1.°?” YES! 





BONUS PLAN—To provide inducement to 
dealers to push its De-Scaler, which protects 
radiators against corrosion, Butler Engineer- 
ing Co., New Orleans, is now offering a 25- 
cent bonus for each walt sold. 





ctric Co., 
r Lorraine 
ut priced 
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MIXES PAINT—A low-cost paint-mixing aid, 
designed especially for smaller auto repair 
shops, called the Color Meter Jr., has been 
announced by Sherwin-Williams Co., Cleve- 
land, The device permits stirring of each base 
color to be used for mixing. An automatic 
coupler in the top of the chamber permits 
inserting or withdrawing container while the 
motor is operating. 

* 







Free-Flowing — 


* * 


Full Protection — 
\ Maximum 





Economy! 


d Russell, 
f Breezies, 
has an- 
ities that 
36 hours, 






| better-than-ever lubrication for motor- 
ists—will do a bigger-than-ever prestige- 
building job for you! 










DISPLAY THERMOMETER—Pam Clock Co. 


Sell New Mobiloil for greater customer 
satisfaction ... your biggest asset for steady 
repeat business— long-range profits! 


of America, Inc., 341 Adams St., Brooklyn, 
N. Y., has added the Little Six advertising 
thermometer to its line of displays. The de- 
vice is six inches in diameter and allows 
space for the advertiser's name and copy. 


Deluxe Truck Oil Filter 
Speeds Filtering Action 


A new Thermal truck oil filter, 
which utilizes waste heat from the 
cooling-system water to bring oil 





*K 
High Viscosity Index 
— the lubrication 
engineer's term for 
high resistance 

to change in body 
under extremes of 
heot and cold. 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: 


MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORPORATION ~— 


More than Ever—It Pays to Sell the 





temperatures quickly to a filterable , 
Flash, this point, has been announced by De- 7 
: ——_ Luxe Products Corp., LaPorte, Ind. 
. oe The company claims the new 
er, Autc unit solves the filtering problem 
Chicag: encountered by trucks on start- 
1) and-stop routes in temperatures 
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New Products 


(Continued from Page 43) 


finishes, rubber and metals, 


Spray is offered in half-pint cans 
for direct application or in quart 
cans for use in automatic wind- 
shield washers. 





AUTO-PAINT CABINET—A wall cabinet de- 
signed to hold 50 pints or 40 quarts of 
Sherwin-Williams factory-mixed opex automo- 
tive lacquers or Kem automotive enamels, 
has been announced by Sherwin-Williams Co., 
Cleveland. The new cabinet, which is manu- 
factured in steel with double doors, affords 
positive control and check of inventory. 





“Ss crystal 





ROBBINS 
Fuld Uw" 


Hot | 


READY FOR THE LONG RIDE—Hess and 
Eisenhardt, S & S ambulance and funeral-car 
manufacturers, Cincinnati, has delivered a 
fleet of six Cadillac funeral cars to Pierce 
Brothers, mortuaries, Los Angeles. Custom- 
built in Cincinnati, the cars were driven to 
the coast and delivered as a unit. Inspecting 
the cars before the drive-away are (left), 
Charles A. Eisenhardt, general sales man- 
one, and C. M. Pickett, automotive manager 
of Pierce. 








FOR TESTING SPARK PLUGS—A compact 
and economical spark plug tester has been 
developed by Champion Spark Plug Co. of 
Toledo. Equipped with a "sparking compara- 
tor’ dial, it provides the customer with an 
accurate and convincing demonstration of the 
relative sparking efficiency of new and used 
spark plugs. 

* * * 


Imperial Freezetester 
Held Simple to Operate 


Simplicity of operation and com- 
pactness are two of the features 
claimed for a new freezetester, 
known as the No. 600-T, being 
offered by Imperial Brass Mfg. Co., 
1200 W. Harrison St., Chicago. 

The unit is designed to test all 
‘commonly used types of antifreeze 





cleat 404 HAYS Clegp, 


THAT’S IMPORTANT TO YOUR CUSTOMERS! 


REAR WINDOW 





Here’s the Robbins “Full View’! It’s the 
original big rear window for convertibles. 
It’s the window that satisfies you with a 
solid 40% profit—and satisfies your cus- 
tomers with a high-quality product at a 
fair price. 


It’s the only rear window for convertibles 


for Convertibles 


\ 








solid, rugged window—heavy, crystal-clear 
Plexiglas framed in stainless steel. It lets 
the driver see, provides comfort and safety. 
It snaps in or out in a few seconds, fits snug 
and tight to keep weather out and warmth 
in. “Full View” 


windows are engineered to 


fit each make and model convertible—no 


that’s nationally advertised and merchan- 


dised to help you build business and profits. 


Robbins “Full View” rear 





“universal models:’ 


Convertible owners are seeing ‘Full View” 


advertising now. They’re ready to buy now. 


is a 


window 









ROBBINS anti-static 
PLASTIC POLISH 


Protects, preserves, and prolongs 
beauty and serviceability of plastics. 






Better check your needs and order today! 












BINS CO. 











JIM ROBBIN 









—alcohol, methanol and ethylene 
glycol—including such brands as 
Prestone antifreeze, Zerex, Thermo- 
Royal, Zerone, Trek Brand Meth- 
anol and Super Pyro, Imperial 


officials state. 





ime 


TIRE CHANGER IMPROVEMENTS—Big Four 
| Industries, Inc., 5938 Carthage Ave., Cincin- 
nati, manufacturer of the Henderson tire 
changer, announces that some mechanical 
improvements and alterations for the device 
lare now available. These include a spring 
llock on the bead breaker and a six-step 
| demount lock. 








2000 


CLEANS PARTS — Graymills 
| Ridge Ave., Evanston, Ill., is now producing 
|a new parts-cleaning system, the H8!. This 
| device is said to clean objects ranging from 
motor blocks down to small assemblies that 
can fit on the built-in sliding and removable 


Corp., 





| shelf. 





“BEAR 
WHEEL STRAIGHTENER 
i 








STRAIGHTENS WHEELS—A wheel straight- 
| ener designed to cut previous operating time 
|in half is offered by Bear Mfg. Co. of Rock 
| Island, Ill. The machine features a specially- 
| wide frame so that passenger-car wheels can 
| be straightened without removal of the tire, 
| the firm said. 





CUSTOMER CAN SEE—New demonstrator 
for spark plug wire sets utilizes real plugs 
and wires and shows the potential customer 
how the Auto-Lite wiring harness would be 
installed in his car, according to H. R. 
| Butts, Auto-Lite sales manager. 

} . * 


Two Universal Joints 
| Offered by Neapco 
| Neapco Products, 
town, Pa., announces 


Inc., 
new Nos. 





| replacements for Chevrolet passen- 
|ger and one-half-ton commercial 
| vehicles. 

The No. 9060 is interchangeable 
with the split ring design replace- 
ment for Chevrolet No. 606779, and 
fits all Chevrolet passenger cars 
from 1940 to date, the company 





9060 and 9061 universal joints as/reflector warning has 


____ SERVICE SECTION 


said. The No. 9061 is a replacement 
for Chevrolet No. 591642 for 1949 
passenger cars and one-half-ton 
commercial vehicles. 

= * * 


| Lehigh Valley Clubs’ Cars 


Use Polavision Mirrors 


Installation of Sparton Polavision 
rear-view mirrors as standard 
equipment on all automobiles of 
the Lehigh Valley (Pa.) motor 
club’s safety training driving school 
has been announced by Sparks- 
Withington Co., Jackson, Mich. 

The company stated that the 
club is also installing the mirrors 
in all new members’ cars as an aid 
to safer driving. 





DEGREASES PARTS—A device for cleaning 
all types of mechanical parts has been 
placed on the market 7 Wilkinson Mfg. Co., 
Omaha National Ban building, maha. 
Called the Wilkinson Degreaser, the device 
cleans by flooding a chemical detergent over 


the parts. 
” * * 


Muffler Chart 


A new wall-type_ specification 
chart, designated Form A6, has 
been published by AP Parts Corp., 
Toledo. It contains data, alphabet- 
ically listed by car manufacturer, 
on 94 mufflers, 157 tailpipes and 
154 exhaust pipes for passenger 


cars and many trucks. 
* - s 





TIMING LIGHT—Weidenhoff's Model 


1101 
timing light derives a strong, blue-white 
brilliance from the battery in the motor 
vehicle. It is made to fit the service coat 
pocket, and the case is an aluminum die- 
casting. The firm is located at 205 W 
Wacker Dr., Chicago. 
* * * 


Amco Lists Brake Linings 


In Application Chart 


Amco’s popular-priced packaged 
line of wire back brake lining for 
riveting or bonding is one of five 
types of linings listed in the new 
Amco application chart. 

In addition to wire back sets, the 
|chart provides brake application 
|data for all cars from 1928 to 1949, 
| inclusive, for DeLuxe, Fulmold and 
| Amcobond brake lining sets. The 
producer, Asbestos Mfg. Co., is lo- 


|cated in Huntington, Ind. 
- - - 











TESTS COMPRESSION—A compression test 
er which eliminates adapters, hose exten 
sions and other accessories is now being 
produced by Joseph Weidenhoff, Inc., 205 W 
| Wacker Dr., Chicago. The device is equipped 
| with a full-swivel handle to allow flexibility 

* * * 


| Oil Flare Designed 





Potts-| To Protect Reflectors 


An oil flare complementing its 
been an- 
nounced by Grote Mfg. Co., Belle- 
vue, Ky. The updraft burner pro- 
tects the wick from severest weath- 
ering, assuring a full-glowing lumi- 
nance in rain, snow, sudden drafts 
or a 40-mile wind, the firm said. 
The snuffer cap is chained or 
(Continued on Page 45, Col. 1) 
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New Products 


(Continued from Page 44) 


ind equipped with a flag holder | Wis., 


has published a four-page 


for daylight display. The flare case|folder illustrating and describing 
may be mounted vertically or hori- | the metric and Whitworth wrenches 


zontally to the truck. 
* * + 





AUBURN CLUTCH ADDITIONS — Auburn 
Clutch Co., division of Dana Corp., Toledo, 
announces new additions to its line of inter- 
changeable clutch cover assemblies and 
clutch plates. The cover assembly is a fur- 
ther development of the basic design used 
in the Army Jeep. The new sizes cover the 
10%, 10% and Il-inch applications. The 
Auburn clutch cover design is especially 
recommended the firm for yp td 
service in '/2 to 2!/2-ton vehicles. The chrome 
silicon pressure springs do not contact the 
pressure plate, and therefore run cooler, 
retain their functional life longer, the com- 
pany said. 





CARBURETOR PREHEATER—The Quik Start 
is an accessory operating on a new principle 
designed to overcome sluggish car-starting 
troubles in winter. At zero, and at tempera- 
tures as far down as 20 below, the preheater 
will start a cold auto engine, while at normal 
winter temperatures car-starting efficiency is 
considerabl improved, the manufacturer 
states. Designed for easy installation between 
carburetor and intake manifold, the unit con- 
sists of a nichrome heating element held by 
two terminals in a plastic gasket. Terminal 
wires attach into the battery line, and a con- 
trol switch is provided for dash mounting. 
Manufactured and distributed by Kemode 
Mfg. Co., Inc., 161 W. 18th St., New York I!. 

* * * 


Felt Products Introduces 


Assorted Gasket Package 


A package of 18 assorted types 
of water-outlet gaskets, which 
enables the user to service most 
popular-make cars is being intro- 
duced by Felt Products Manu- 
facturing Co., 1504 Carroll Ave., 
Chicago. 

The package features innova- 
tions which facilitate selection of 
proper gasket, conserve space 


and protect the gaskets against 
soil and damage. New-styled en- 
velopes contain 10 numbers and 
indexed for quick 


are plainly 
reference, 





FOR STEAM CLEANING—A minimum-duty 





steam-cleaning machine is now being pro- 
duced by Clayton Mfg. Co., of El Monte, 
Calif. The machine delivers 90 gallons per 
hour of correctly-balanced cleaning solution, 
the firm states. 


Snap-on Catalog Illustrates 
Metric, Whitworth Wrenches 





Snap-on Tools Corp., Kenosha, 


which are a part of their standard 
line. Many mechanics working on 
imported cars and motorcycles 
need such specialized wrench 
equipment, the firm said. 


All types and specifications are | 


listed in the folder. 


* + * 


New Plug Insulator 
Hailed by Champion 

Its patented Coralox spark plug 
insulator, the AC Spark Plug di- 
vision of General Motors claims, 
is an “outstanding” spark plug 
engineering development that 
will definitely contribute to bet- 
ter engine performance. 

Among the specific advantages 
cited for the Coralox insulator 
are easier starting, better idling, 
longer plug life and improved 
performance under all operating 
conditions. 


AUTOMOTIVE NEWS, NOVEMBER 





ST. CHRISTOPHER HORN 
Christopher horn button for the 1949-50 Buicks 
is being manufactured by Detro Products, 
3049 E. Grand Bivd., Detroit. The embiem is 
installed with only a screwdriver, the firm 


| said, Similar medals for other cars are being 


prepared. 
+ * * 


Imperial Offers Sealer 





For Insulating, Too 


Imperial Sealer, a liquid plastic 
solution offered by Imperial Prod- 
ucts Co., Chicago 21, is said by the 
firm to stop all leaks effectively 
around automobile windshields and 
other window installations. 

According to the manufacturer, 
it is also useful for insulating elec- 
tric wires and connections, battery 
terminals, spark plugs, distributor 


45 


14, 1949 _ 


caps, motors and generators. It is|color of traffic lights seen through 
said to be completely non-inflam-| it, the company said. It is available 


BUTTON—A St. | 440 


|try for cements and rubber parts, 





mable and flexible. 


* * * 





RUBBER CAR MAT—St. Clair Rubber Co., 
E. Jefferson Ave., Detroit 26, announces 
@ new car mat to keep car floors free from 
soil and stain. This Clair-Mat is full car width 
and has an hourglass shape that enables it 
to hug the car floor without slipping—it won't 


| buckle over transmission hump, the company 


states. It comes in seven colors. St. Clair 
Rubber Co. is known to the automotive indus- 
but the 
mat is the first product to be marketed 
through retail outlets. 


* * * 


Lower-Priced Lucite Model 
Offered by Vision Visor 
Vision Visor Corp., 920 S. Michi- 
gan Ave., Chicago, announces the 
marketing of a new lower-priced 
model Vision Visor, No, T-100. 
Made of du Pont Lucite, Vision- 
Visor shields the eyes without 
blocking vision or affecting the 












Display, Tell and Sell your customers the advantages of always 





using 100% Pure Pennsylvania Motor Oil 


PENNSYLVANIA GRADE C 
Oil City, Pennsylvania 


Hundreds of car 


who live and buy 


engineers (for use 





sylvania oil. 


Grade Region. 








in green, blue and red shades. 
* * : 





GUARDS GASOLINE DOORS — Gasoline- 
door guards are now being manufactured by 
Budd Barr Industries, 1552 Holbrook, Detroit, 
for many makes of cars. Included in its line 
are guards for the 1949 Chevrolet, Pontiac, 


Oldsmobile, 
and Mercury. 


Buick, Packard, Kaiser, Frazer 


Mo 


You Can Sell more 
Pennsylvania Oil 


This year 90,000,000 advertising mes- 
sages like this will tell the readers of 
Saturday Evening Post, Life, Holiday, 
Country Gentleman and Progressive 
Farmer why 100% pure Pennsylvania 
oil is the finest motor oil they can buy. 


and truck owners 


who will read these ads will be people 


in your own com- 


munity—YOU CAN SELL THEM IF 
YOU TELL THEM. 


Sell them by letting them know you 
handle 100% pure Pennsylvania oil. 


Sell them by telling them Pennsylvania 
Motor Oil is preferred by automotive 


in their own cars) 


2% to 1 over any other motor oil. 


Sell them by a display of your Penn- 


Sell them by telling them that there is 
no finer oil in all the world than oil 
from the oil fields of the Pennsylvania 


» Guaranteed 


CRY 


COPVengaT 1907 05 A Ov PEMmSTLVAMe GRAB CREBE Om AssecuroR 
Veapinen MLGISTERED 8S PONEET OFFCL 


For your protection, only oils made 
from 100% Pure Pennsylvania 


Grade Crude which meet our rigid 


quality requirements are entitled to 
carry this emblem, the registered 


badge of source, quality and 
membership in our Association. 


RUDE OIL 


ASSOCIATION 














Conn., 
manufacturer of abrasive cutting 
wheels, announces the appointment | 


Allison Co., Bridgeport, 


of Curtis D. Cummings as sales 
manager. Associated with SKF In- 
dustries, Inc., 12 years, Cummings 
has served as a sales engineer and 
more recently as manager of in- 


dustrial sales. 
> * o 


National Carbide Names 
2 Vice-Presidents 


Robert A. Speck and George R.) 


Milne have been appointed vice- 
presidents of National 
Corp. Speck heads sales and dis- 





OF | 


Auto Personnel 


Carbide | 
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relations manager of the auto- 
motive manufacturing operations, 
and Otis U. Walker to the same 
post for steel operations. 

Baker formerly was industrial 
relations manager for the auto- 
motive manufacturing operations. 
Donovan was labor relations 
manager for AMO. Walker has 
been assistant manager of the 
employe services department and 
was general chairman of the 


| 

been announced by Geo. M. Bunker, | 
| president. Bardsley joined Trailmo- | 
| bile in 1944. 


* * * 


ce ee Metzger Moves Offices 
aa Milne is in charge ] Walter W. Metzger, Inc., Detroit, 


Simultaneously, it was announced | national distributor of the B. F. 
|that Russell T. Lund has been ap-| Goodrich Co.’s “Koroseal,” form- 
| pointed operating manager; Astor|erly located at 732 Fisher Bldg., 
Brown is acting works manager at| has moved to 801 Fisher Bldg. 
Ivanhoe, Va.; Clarence G. Burn-| ee 
ham is now controller; George R. | . United Foundation drive in the 
Fuller continues as general sales |? Appointments Made | Ford Detroit area plants. 
manager; W. P. Metcalf has been| In Rouge Labor Relations ha 
appointed purchasing agent, and E. M. Baker has been a int- P 
R. J. Niebanck becomes technical! eq industrial relations sl | Firestone Appoints Street 
| assistant to the president. of Rouge division of Ford Motor | Chemical Research Head 
cole dee Co. Logan C. Miller, division | Appointment of Dr. John N. 
Bardsley Named general manager, has announced. | street as director of chemical 
Appointment of James A. Bards- | At the same time Miller an- | laboratories has been announced by 
Raymond C. Firestone, vice-presi- 


ley as manager of the West Coast| nounced the appointment of 
division of Trailmobile Co. has! Clarence Donovan as industrial | dent of Firestone Tire and Rubber 








HE RESOURCES BEHIND A UNIQUE POLICY 


"thy, - TTT 
“Cio Spar aga gong tees est 44 Fi: cee 


THREE TIMES FASTE® THAN THE SPEED OF SOUND! 


Inside this vapor blast 


Ring Company fine abrasives bombard arbors of piston 
rings at a speed of 3200 ft. tip velocity per second. 


The abrasive, which 
mixed with a chemical 


machine at Muskegon Piston metal fuzz from the rings, giving them a clean, smooth 
mat finish in preparation for plating. 
This modern vapor blast equipment is but one of the 


is 300 mesh crushed rock, is rich resources, in both plant and personnel, that stand 


emulsion, and discharged by behind Muskegon’s unique policy. 


compressed air. This liquid honing process removes 


“It is Muskegon’s firmly established policy to sell exclusively to 
manufacturers (1) for installation as original equipment and (2) for 


” 


resale for service purposes. 








“THE ENGINE BUILDERS’ SOURCE” 


___ SERVICE SECTION 


|Co. Prior to World War II, Dr 
Street was in charge of Firestone’s 
synthetic rubber development pro- 
gram. 

During the war years, he served 
as official company representative 
on the government’s synthetic rub- 
ber technical committee, which 
later became the research and 
development group under the na- 
tion’s rubber director. He joined the 
Firestone organization as a re- 
search chemist in 1926. 

+ * * 


Ford Names Two 


| Appointment of J. E. Lundy and 
V. G. Brink as assistant controllers 
of Ford Motor Co. under R. S&S. 
McNamara, controller, is an- 
nounced by T. O. Yntema, finance 
| vice-president. 

+ . . 





| Goepfrich Wins Promotion 


|\In Bendix Products Brake 


Rudolph A. Goepfrich has been 
appointed chief engineer of the 
automotive brake department of 
Bendix Products at South Bend, 
according to George W. Pontius, 
manager of automotive engineer- 
ing. 

Clark R. Lupton has been ap- 
pointed assistant chief engineer, 
succeeding Goepfrich. 

* + * 


Auto-Lite Names Sauer 


To Merchandising Post 


Appointment of George A. Sauer 
as supervisor of division offices, 
merchandising division, with head- 
quarters in Toledo has been an- 
nounced by H. R. Butts, sales 
manager of the merchandising 
division of Electric Auto-Lite Co. 

Sauer comes to the Toledo office 
of the company from Dallas, where 
he has been supervisor of the 
Southern division office, merchan- 
dising division, since 1945. He 
joined Auto-Lite in 1944 as terri- 
;}tory and cable representative in 
the Southern division. 

+ + a 


| Goodrich Realigns Duties 
Of Engineers Under Cook 


| Several changes are announced 
in the executive staff of B. F. 
| Goodrich Co.’s engineering division, 
following the assignment of H. E. 
| Cook, chief engineer for many 
| years, to engineering problems. 

| Frank Brown has been appointed 
plant engineer of all Akron plants 
and George Murphy to the same 
post at plant four, reporting to 
Brewn. Clifford R. Augden has 
been named _ superintendent of 
shops, also reporting to Brown. 

” + +n 


Bancroft Heads Engineering 


For Perfect Circle 

Richard H. Bancroft has been 
appointed executive engineer of 
Perfect Circle Corp. Bancroft fills 
the position left vacant by the 
retirement of Macy Teetor. 

Since last year, Bancroft, who 
has been with Perfect Circle since 
1931, has been castings plant man- 
lager for the corporation. In that 
| position, he had charge of both the 
| corporation foundry at New Castle, 
|Ind., and its sleeve castings plant 
| at Richmond, Ind. 


* * * 


Detroit Directory Office 
Charles J. Harris, publisher of 
the Detroit Directory of Business 
and Industry, announces the open- 
ing of a branch office in the Michi- 
|gan Theatre Bldg. The branch 
| (Continued on Page 47, Col. 1) 
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“In a way, it’s good to see th 
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(Continued from Page 46) 


oi ice will handle the business list- 
ings for the 1950 edition which will 
be available early in January. 

+ a - 


J. W. Mortell Co. Elects 


Ashton Vice-President 


J. E. Ashton has been elected 
vice-president of J. W. Mortell Co. 
of Kankakee, Ill., pioneer in the 
development of 
technical coatings 
and sound dead- 
eners used in au- 
tomobile  factor- 
ies and body 
plants. 

Ashton has 
been connected 
with this firm for 
the past 10 years 
and recently 
served as sales 
manager of their 
automotive division. In addition to 
his new executive work, Ashton 
will continue to direct sales and 
service of Mortell automotive 
products. 





J. E. Ashton 


* * * 


Sebrell Joins Research Staff 


At Firestone Rubber 


Dr. Lorin B. Sebrell, who has 
been connected with research and 
development work in the rubber | 


Auto Personnel 





industry for 30 years, has been ap- 
pointed a member of the staff of | 
the Firestone Tire and Rubber Co. | 
Chemical Research division, ac-| 
cording to Raymond C. Firestone, | 
vice-president. 

Dr. Sebrell is a leader in the| 
rubber and plastics field, having) 
pioneered in the discovery of many | 
new chemicals and other products. 
He is a past chairman of the Rub-| 
ber division of the American Chem- | 
ical Society. 

. * + 


Mack-International Names 


Walker to Eastern Post 


R. W. Walker, Mack-Internation- 
al vice-president, has been named | 
manager of the company’s newly! 
created eastern) 
division, a terri-| 
tory representing 
the consolidation 
of three of the 
company’s major 
east coast sales 
divisions. 

In his new post 
Walker will di- 
rect all Mack 
truck, bus and 
fire apparatus 
sales and service 
activities through the 17 direct fac- 
tory branches maintained by the 
company throughout New York 
state and northern New Jersey. 

* + + 


Ratner, Keeshin Elected 


To Head Freight Firm 


David H. Ratner has been elected 
president of Keeshin-Hayes Freight 
Lines, Mattoon, Ill, and John L. 
Keeshin is now chairman of the| 
board. | 

Ratner and Keeshin are the prin- | 
cipal stockholders in the newly- 
purchased firm. 


} 


R. W. Walker 





* * 


Schrader’s Drew Heads 
New York Sales Group 


Garvin A. Drew, general sales 
manager of A. Schrader’s Son, 
has been elected president of the 
New York sales managers club. 
Drew succeeds Fen K. Dosher, 
sales vice-president of Lily-Tulip 
Cup Corp. 

* * * 


Ford Appoints Helard 


In Truck Fleet Sales 


J. D. Ball, manager cf the truck 
and fleet sales department, Ford | 
division, Ford Motor Co., has an-| 
nounced the appointment of Vernie | 
W. Helard as assistant sales man- 
ager of the fleet sales section. | 


Helard, working directly under 
the truck and fleet sales depart- 
ment, Dearborn, will have head- 
quarters at the Ford Midwestern 
regional office, 20 N. Wacker drive, 
Chicago. He will coordinate fleet 
Sales activities in all Ford regions 
and districts in the west-central 
Section of the country, with terri- 








tory extending from North Dakota, 
Minnesota and Wisconsin down 
through Louisiana and Texas. 

* + * 


Goodrich’s Collyer Appointed 
To Munitions Advisory Board 


| Douglas Aircraft. 





John L. Collyer, president of 
B. F. Goodrich Co., has been named 
to the Munitions Board Advisory 
committee on military-contractor 
relations, it is announced by Sec- 
retary of Defense Louis Johnson. 

Among members of the commit- 
tee who will serve with Collyer are: 
H. G. Batcheller, president, Alle- | 
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gheny-Ludlum Steel Co; F. C. 
Crawford, president, Thompson 
Products, Inc.; Harlow H. Curtice, 
executive vice-president, General 
Motors Corp.; Donald K. David, 
dean, Harvard university graduate 
school of business administration, 
and Donald W. Douglas, president, 


Hyatt Expanding 
N. J. Facilities 


HARRISON, N.' J.— Work has 
started on a 125,000-square-foot ex- 
pansion program for the second 
plant of the Hyatt Bearings divi- 
sion of General Motors Corp. in 
nearby Clark township, H. O. K. 
Meister, general manager, an- 





nounced last week. Increased post- | 








CHICAGO'S CHEVROLET SERVICE PERSONNEL MEET—More than 4,000 attended a rally 
for Chevrolet service personnel and wholesale parts customers in the Civic Opera building 
sponsored by the Metropolitan Chevrolet Dealers of Chicago. W. G. Power, manager of the 
Chevrolet metropolitan department, was the chief speaker. Pictured at the rally are left to 
right: H. Y. Ruby, Ruby Chevrolet, Inc.; Harry O'Boyle, Chevrolet city manager in Chicago; 
Sol EtsHokin, president of Hyde Park Chevrolet Garage, Inc., and J. A. Mclinerney, 
president of Mcinerney Chevrolet Co. 


war demand for bearings has made modern type of industrial building 
additional manufacturing space/construction, with steel frame ma- 
necessary, he said. According to|sonry, and insulated roof and 
Meister, designs call for the most/| forced ventilation. 








New lIabor saver increases work output up to 50% 


A Rotary Mechanic’s Lift is the greatest labor saver ever developed for repair 
shops. It gives complete accessibility to undercar parts. Puts work right out 
in the open where mechanics can handle it from a standing position .. . 


faster, better, with less fatigue. 


Users say this new lift cuts labor costs up to 50%. 
repair shops are providing each mechanic with a Rotary Mechanic’s Lift. 


They find it pays! 


You won’t find a better, more useful lift than the Rotary Mechanic’s 
Lift (flush model) pictured below. It gives you these important features: 
(1) Maximum undercar accessibility, (2) Fast spotting and loading, (3) 
| Easily operated axle supports, (4) Clear floor with lift lowered, (5) Low-cost 
installation, (6) Famous Rotary Jack. 

It will pay you to get the complete story on this remarkable new shop 
lift. Write us for catalog and prices. 


ROTARY LIFT COMPANY — 1041 KANSAS, MEMPHIS 2, TENN. 
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Public Works Problem 


Such Spending Cited as Business Stabilizer 
But Many Difficulties Are Involved 





| Tomorrow's Cars? | Federal Agencies 


Doubt Merit of 


Antifreeze Laws 














PHILADELPHIA, — Govern-;ment did manage to expand its WASHINGTON.—Merit of a law an 
mental public-works expenditures | outlays steadily, state and local passed in some state legislatures for 
can help stabilize business activity, | governments, which had been doing requiring antifreezes to be approved tha 
but many difficulties are involved|the bulk of public works building, by an authorized agency, has been yay 
in putting such theory into practice, | contracted theirs. questioned by some national gov- 
according to views expressed in “The main function of public ernment groups, according to Fi 
the current issue of Business Re-|works is to render services. But if NADA. ’ u 
view of the Federal Reserve Bank |they are properly timed and o> The government raised the ques- iF 
of Philadelphia. ordinated with other policies, pub tion to th tual l : 

“The so-called ‘compensatory’ |lic-works expenditures can also t as he e ch ual value of anti- par 
budget which has been so much |help to stabilize business activity. reeze tests, the association re- ban 
discussed since the 1930s,” the |This is easier to say than to do, ported. fair 
Review declares, “merely means |for one of the biggest difficulties is NADA said it investigated this abl; 
that when private economy is | careful planning in advance. situation and was given the follow- Pre 
spending less than it a in, pn “The ‘shelf’ of public works acs STYLISTS PEEK INTO THE AUTOMOTIVE TOMORROW—Here are three passenger-car ing statement by a government whe 
government compensates or 8 now ready to be put into effect esigns us y Brooks Stevens, Milwaukee industria esigner, * is oo ation + agency: ove 
unbalance by spending more than amounts to only about $4.5 bil- i. plastic ae <P ain Ga ra amie semana ‘an ones dha shin “Laboratory tests are good for of | 
it takes in. On the other hand, | lion, or probably no more than | trends by an Englishman: “It's an inflated omelet with a chrome-plated mustache." Stevens | eliminating the most corrosive anti- voi 
when people spend more than one year’s supply of plans at the contends there is little beauty and limited functionalism in such designs. freezes. However, it may be said 1 

their incomes, the government | current rate of public construc- that the passage of a laboratory ne 
spends less than it takes in. tion. Thus, it would be extremely test by a product does not mean, ail 
“For all the vast administrative | difficult to sustain an accelerated and can not be so interpreted to b 

machinery that was set up, and for| public-works program if it were mean, that such an antifreeze can ® 

all the bridges and schools built,” | thought necessary to undertake be guaranteed to give satisfactory fig 
the article points out, “the public-| it at present. service. It is only by actual service N 
works programs of the ’30s did not “In recent weeks, federal gov- that an antifreeze can be proved the 
carry out the compensatory spend-|ernment agencies have been in- to be entirely satisfactory... . and 
ing idea—not because the federal | structed to give what aid they can “Leading engineers in the anti- that 
government did not try it, but be-|to so-called ‘distress areas’—areas freeze field contend that no test a f 
cause of the difficulties encountered |of high unemployment. Public- short of actual service is satisfac- tion 
in putting it into practice. works projects, if they are under- tory for deciding, for example, be- star 

“It took a long time to get build-|taken, should be consistent with tween two kinds of inhibitors in the 
ing projects off the drawing boards. |the long-term needs of the com- glycol antifreeze.” mer 
And although the federal govern- peg 2 economy. ‘Pyramid build- It was stated that the best guide 

ing, will only hide basic problems. in these matters is to check the Ba 


“ .| ALONG VERTICAL LINES—This reflects the approach of Brooks Stevens to the accent on i oe 
Moreover, payments for equip up-and-down styling. Wider door openings, higher windows and improved frontal vision | general reputation and reliability of A’ 


e . 
Re istrations To ment and materials will leave the fforded fan body od + bi fonder eleael bli 
& P| Sireraseed aren, with the result that | Geet roller tates hamasy Cones on’ comma beseahs cietincoes chewess bone [he manutacturer. 

















Million Ist Time a part of the stimulating effects | and rub rail. 25 aa tas oe 
will be lost to other areas. Subject Will Ss Promotes as 
I N th C li to these qualifications, compensa- y ee 
n or aroluna tory public-works spending, pri- E > D ~ ear! 
RALEIGH, N. C.—Motor vehicle | marily designed to cope with a ngineer esmet oa 
registrations in North Carolina | national problem, may also be help- 
have passed the million mark for/|ful in individual cities and towns TOLEDO. — Edgard C. DeSmet, for 
the first time in history, according|which have developed adequate veteran automobile engineer, has —_ 
to state highway department offi- | plans.” been named to the newly-created io 
cials, a post of director of body ee en 
As a result of the heavy registry . ing for Willys-Overland, accor ing 
volume, state authorities have been Duo-Control Sp crs Co. to Walter F. Benning, chief engi- I 
forced to alter the license-plate Completes New Plant neer. yes 
numbering system. EAST LANSING, Mich. — Duo- DeSmet, who has had 33 years of aro 
The tags are too small to carry| Control Spring Co. has completed experience in automobile design ple 
seven numbers, so a letter will be/|its new factory for the manufac- and engineering, has been at Wil- If 
inserted for a number. Officials | ture of Releasing Overload Springs.| ,LONG HORIZONTAL LINES—Still another Stevens creation as the designer wonders, | !YS for 13 years. He is recognized Sta 
said choice of the letter would have Production capacity is now more | "Should the American automobile look like an airplane?" This car contrasts sharply with|in the auto industry as an author- Als 
no special significance. than three times greater than at - aeaer cage Remy 3 — 6 a mohens borrowed a Se wane ity on surface design and surface > 
; ‘ £ orizonta ine, evens eleves, tends itse more fo automotive requirements rovidin z “ € 
Registry in North Carolina last} the old plant, said President Don body width in combination with lower hood and center of gravity, The ame, aeeed - development and is author of “The «i, pe 
year totaled 958,542 vehicles. Haynes, high as possible above road-dirt, directly cools radiator and upper portions of engine. Practical Postwar Car. nT 
e ° just 
ever 
New Passenger Car Registrations, One State for October, 1949-1948 a 
to n 
2 | who 
. t 5 s | trou 
Car registrations by states are released & = ° s & é not 
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Truck registrations by states are | oe = e + 3 | Truck registrations by states are ( 
released here weekly, as com- >| - 8 £ 3 > é released here weekly, as com- the t 
pleted by R. L. Polk representa- 5 ; ° > § 3 t 2 3S ° = pleted by R. L. Polk representa- man 
tives i i ° ~ > 2 £ $ = © > s : : : Mich 
in state capitals. 2 v 2 “ E : = o = y tives in state capitals. 
5 ° = 2 = $ a 2 = is | paid 
ac); a) 21e1%8 =| x a |G tee a % 
New Hampshire ‘49 | | 39 | | 1] 28 | 4 9 12 4 | | | 15 2! 8 4 169 |'49 New Hampshiré malr 
7 ee f 48 | 2|___—«80 2! 6| 24 1 57 20 29 6 3 9 1 20 6| _267/|'48 little 
Year ‘49| «1249 130|261587 723| 4047| 2757| 87931; 938)138397; 275) 61836; 69865; 295; 4825 344; 3097 177| 42626; 6152; 26752; 2250) 717253 |'49 Year D 
_to Date ; ‘48| 2075; 2287/229501; 2014| 8598) 4541| 87535; 3459) 181649 690| 54767| 101222; 324| 7845) 9005 341| 37763| 9037) 60808; 2390) 80585! | ‘48 to Date drix 
ope 
The following advertised delivered prices | 385.75; Deluxe P18 — 4-dr. sed., $1,566 ' d 
are based on factory retail prices at the e e |}club cpe., $1,534.25; Special Deluxe P18 : oe 
factories, They include dealer delivery | 4-dr. sed., $1,644; club cpe., $1,617.50 ing 
ted’ Casating: charge sna fodora sae. urrent Prices on New Automobiles con, Sian? Mat, wae, S884 
They do NOT include transportation ; Ss a" 
charges, state sal PONTIAC—Streamliner Six—4-dr. sed 
ges, state es taxes, or optional | v —— a the 
equipment. |8-pass, sed., $3,037.25; lim., $3,163.50; | 2-dr. sed., $1,498.50; bus, cpe., $1,419.50; | sed., $1,897; 2-dr. sed., $1,872; club cpe., | $4,740, (deluxe, $1,835); sed. cpe., $1,659 sai 
BUIC s Serie : J Saratoga — (Presto-Matic standard — 4-dr, | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | $1,894; Ambassador Super—4-dr. sed., $2,- (deluxe, $ 784); stat. Wes. $2,543 (de cont 
UICK pecial Series 40—-4-dr. sed., pe. ‘ , “ luxe, $2,622); Streamliner Eight—4-dr. sed 
$1,925; 2-dr. sed., $1,872; bus. cpe., $1,- sed., 2,635; club cpe., $2,608.75; New | sed., $1,590; club cpe., $1,595.50; conv., | 064; 2-dr. sed., $2,039; club cpe., $2,060; | $1 808 (deluxe. $1,903): ed ; $1 ane cha 
819; Super Series 50—4-dr. sed., $2,157; | Yorker — (Presto-Matic standard) — 4-dr. | $1,948.50; stat. wag., $2,263.50. Ambassador Custom—4-dr. sed., $2,223; | 74\) ye ea or Age wae 
2-dr> sed. 2.059: conv 2 58% sed., $2,750.75; club cpe., $2,742.50; conv., . ss . © 205- | 2-dr, sed., $2,198; club cpe., $2,219. OSURS, $ cay yi stat. Weis 2,611 (de : 
F om ; , $2,583; stat. | go'5a9 75. ; -—_ , FRAZER—4-dr. sed., $2,395; Manhattan | luxe, $2,690); Chieftain Six—4-dr, sed 
wag., $3,178; Roadmaster Series 70 — — ae a & Country conv., $3,994.75; | _4-ar. sed., $2,595; conv., $3,295, OLDSMOBILE — Series 76 — 4-dr. sed., | $1,761 (deluxe, $1,856); 2-dr. sed., $1,710 new 
(Dynaflow standard)—4-dr, sed., $2,735; “aan, oy = <i ee standard) | HUDSON Super Six 4-dr, sed., $2,- | $1,832 (deluxe, $1,974) 4-dr. town sed., | (deluxe, $1,805); club cpe., $1,710 (deluxe ists 
2-dr; sed., $2,618; conv., $3,150; stat. 278.75: oan Z ‘389 75" 8-pass, sed., $5,- | 506.50: 2-dr. sed., $2,156; club  cpe., | $1,821 (deluxe, $1,963); 2-dr. sed., $1,758 | $1,805); bus. cpe. $1,587; conv, deluxe i 
wag., $3,734; Riviera, $3,203. ee ae ve ee es $2,203.25; bus. cpe., $2,053.25; conv., $2,- (deluxe, $1,900); club cpe., $1,732 (deluxe, | $2,138; Chieftain Eight 4-dr. sed., $1,829 no 
CADILLAC—Series 61—4-dr. sed., $2,-| _CROSLEY—2-dr. sed., $866; stat. wag., | 798.75; Super Eight—4-dr. sed., $2,295.50; | $1,873); conv., $2,148; stat. wag. deluxe, | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe the 
893; sed. epe., $2,788; Series 62—4-dr. sed., | $594; conv., $866; Hotshot roadster, $861. | 2-dr sed., $2,245; club cpe., $2,292.25; | $2,895; Series 88——(Hydra-Matic standard) | $1,874); club cpe., $1,779 (deluxe, $1,874) whi 
$3,050; sed. cpe., $2,966; conv., $3,497:| DeSOTO—Deluxe—4-dr. sed., $2,006.25; | Commodore Six—4-dr. sed., $2,382.75; club nan a ae ae: o. bus. cpe., $1,656; conv. deluxe, $2,206. é a 
4-dr. sed., $3,828; Series 75—5-pass, sed.,|club cpe., $1,995.75; Carry-All sed., $2,-|cpe., $2,358.50; conv., $2,951.50; Commo- 1 OOe., Oeaee (OREN, a » o-Gr. STUDE ; : n 
$4,750; 7-pass. sed., $4,970; 7-pass. Im-| 210.50; stat.’ wag., $2,979.25; Custom—|dore Elght—4-dr. sed., $2,472; club cpe., | 8d., $2,170 (deluxe, $2,301); club cpe.,| | STUDEBARER Champion Deluxe 4° ar d'sp 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. | (Tip-Toe Hydraulic Shift standard)—4-dr. | $2,447.75; conv., $3,040.75. $2,143 (deluxe, $2,274); conv., $2,559; stat. | 5@¢:, $1,683: bus. Carrs a oy wg be 
Imperial, $4,839. | sed., $2,193.75; club cpe., $2,175.75; conv.,| KAISER — Special — 4-dr, sed., $1,995; | W25;, luxe. $3,296; Series 98 — (Hydra- | THR es Reiuxe—4edr a Sive 
. - 4 $2,598; 8-pass. sed., $2,882.75; Suburban — ee ° "? , + | Matic standard)—4-dr. sed., $2,500 (deluxe, | P#on ® uxe—4-dr. sed., $1,762; 2-dr 
CHEVROLET Fleetiine Special — 4-dr. 1 $3,198.75 Traveler, $2,088; Deluxe—4-dr. sed., $2,-| $9594); 2-dr. sed., $2,426 (deluxe, $2,520: | Sed, $1,730.50; club cpe., $1,756.75; bus port 
sed., $1,460; sed. cpe., $1,413; Fleetline | 5°&¢:. $3, 49, 195; Vagabond, $2,288; conv., $3,195; Vir- | cony deluxe, $2 973): "Holiday $2,973. "| epe., $1,662; conv., $2,086.25; Commander basi 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- DODGE— Wayfarer 2-dr. sed., $1,755; | ginian, $2,995. PACKARD — Eight — 4-dr. sed., $2,249; | Deluxe—4-dr. sed., $2,019.25; 2-dr. sed. 
492; Styleline Special—4-dr. sed., $1,460; | roadster, $1,744.50; bus. cpe., $1,628.75; LINCOLN — 4-dr. sed., $2,574.50; club] 2-dr. sed., $2,224; stat. wag., $3,449; De- | $1,987.75; club cpe., $2,014; Commander Th 
2-dr. sed., $1,413; club cpe., $1,418; bus. | Meadowbrook—4-dr. sed., $1,865.75; Coro-| cpe., $2,527; Cosmepolitan-—4-dr. town sed., | luxe Eight—4-dr, sed., $2,383; 2-dr, sed., | Regal Deluxe—4-dr. sed., $2,140.50; 2-dr ning 
cpe., $1,339; Styleline Deluxe—4-dr. sed.,|met -—- 4-dr. sed., $1,944.75; club cpe., | $3,238: sport sed., $3,238; club cpe., $3,-| $2,358; Super — 4-dr. sed., $2,633: 2-dr. | 8€d., $2,108.75; club cpe., $2,135; conv. tract 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; | $1,931; conv., $2,346; 4-dr. town sed., | 195.50: conv., $3,948. ’ sed., $2,608; Super Deluxe — 4-dr. sed., | $2,467.50; Land Cruiser 4-dr. sed., $2, Fact 
cony,, $1,857; stat. wag., $2,267. $2,029; stat. wag., $2,882.50; 8-pass. sed.,| MEROURY—4-dr. sed., $2,031; club cpe., | $2,919; 2-dr. sed., $2,894; conv., $3,350; | 327.75. woul 
CHRYSLER — Royal 4-dr. sed., $2,- | $2,634.25. $1,978.50; conv., $2,409.50; stat. wag., $2,-|7-pass. sed., $3,950; lim., $4,100; Custem| WILLYS-OVERLAND—Four—stat. wag whicel 
153.75; club cpe., $2,133.75; stat. wag.,| FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. —(Ultramatic standard)—4-dr, sed., $3,- | $1,709.08; stat. wag. (four-wheel-drive this 
$3,151; 8-pass. sed., $2,842.50; Windsor— | sed., $1,425; bus. cpe., $1,323; Custom Six NASH —-Statesman Super—4-dr. sed., $1,- | 975; conv., $4,520. $2,008.27; Jeepster conv., $1,603.01; Six ‘limi 
(Presto-Matic standard)—4-dr. sed., $2,- |—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; | 738; 2-dr. sed., $1,713; club cpe., $1,735; PLYMOUTH — Deluxe P17 — 2-dr. sed., | stat. wag., $1,814.33; stat. sed., $1,866.92; eumi 
348.50; club cpe., $2,327.50; conv., $2,761; | club cpe., $1,511; Eight—4-dr. sed., $1,546; | bus. cpe., $1,633; Statesman Custom—4-dr. | $1,507; Suburban, $1,855; bus. cpe., $1,- | Jeepster conv., $1,639.85. truck 
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Vans, and Roger Cross told me | 
their customers were enthusiastic | 
Backshop eeee By Jack Weed |in their praise of the door-to-door 
|panel delivery. This deal was re- | 
| tailing all of its clean used stuff | 





(Continued from Page 34) land finding a ready market at | 
ice, but fight for it from the firms | just because the drivers were used reasonable prices. | 
that are reluctant to pass it out |to driving each size. Another deal—a volume opera- | 
for free until they are convinced a | tion—Balise Motor Co. (Chevro- | 
that they cannot get it without | Talking With Dealers | let), Springfield, Mass.—J. P. 
itt th. aa RIEND Elbery of Elbery Motor| Carey, general manager—was also 
Fi Salut Co. (Ford) Cambridge, Mass.| retailing all of its used stuff— 

en: ene made it possible for Ed Kruspak| both cars and trucks—and recon- 


HEK-CHART had a nice “Salute |of Automotive News, Dan Cheney) ditioning everything that they | 
4to the Automotive Industry” | of Motor Transportation and myself stood behind. Here they had a 





«i 


party the nf ae ws oa to really see Boston the Sunday of | magnificent service department | West DEARBORN MODERNIZES PARTS DEPARTMENT—West Dearborn Motor Sales, Inc., 
banquet—and for a rst-run af-|the convention, by not only supply- and a large fenced in lot which | (DeSoto-Plymouth), Dearborn, Mich. has completed this up-to-date display. The new 


- a a — ing us with a car but a driver who 
ably. orry for : 
President Ray ‘ar "Raieelee knew the Boston we wanted to see.| .orvice customer parking lot. | 
¢ ; ‘| Following the ATA, I took a little | | 

when he tried to make a speech a ee ’ The Palmer Garage, (Buick for|/ham Motors (Dodge-Plymouth),|the ranks of the “enemy” when I 
over the “mike” during the height |S4nder down among some dealers | 57 \ ars), Palmer, Mass., also was | Claremont, N. H., without a speaker | was peddling trade-paper space out 
of the festivities—his truly was a|2nd manufacturers on the way to retailing all of its used stuff and|for his dealer meeting Oct. 31 in | Of Detroit in the early days. He was 
voice lost in the wilderness. |New York, Among the dealers I|.,. ahout to build a new large lot | Claremont, ’ |an outstanding trade paper man in 
Forgot to mention that the ETI |stopped in and visited was Oxford | jiongside of the dealership. Since| The Claremont banquet was a| the early days—and a high ranking 


now has a confirmed fisherman | Heights Garage, a small but mod- |i... was a steel mill in this town, | part of the local dealers’ celebration homagoad — in recent years. 


—one like myself who braggs {ern dealership (Dodge-Plymouth) |the dealership was being hit quite | of “Know Your Auto Dealer Week,” 


counter becomes the wall of the offices in the foreground. A <r ted display case is 
was used for both a used-car and | beneath the counter and an attractive mural decorates the wall behind it. 








about liking to snare the finny |0n the way south out of Boston. | hard by the current strike. ‘and I’m sorry I was not able to McCormack Named 
fighters—as the new chairman. The dealership was located in a) * * & | attend the affair. J. Stanley McCormack has been 
Now I will have to go down to|Small town that was hardly @|/77pon learning of the death of| I was saddened also during the| named retail sales manager of 

the backwashes of the Mississippi | Widening in the road, but ~and this our publisher, George M. Slo-| past week by the death of Walter| Turnure & Blood, Inc. (Chrysler), 


and show Vic Day of Bear Mfg.|is the reason I have emphasized |cym, I cut my trip short and hur- | Zimmer, who headed his own ad- | 1763 Broadway, New York. He was 
that it is possible to take bass on/the size of the town and dealership | ried back to Detroit. This left my |vertising agency in Detroit. Walt | formerly manager in New York for 
a fly rod even under the condi- | —they had sold two Dodge Route |old friend, Jack Graham, of Gra-/|was a competitor and important in| the Packard Motor Car Co., Inc. 
tions he thinks are bad. That’s the | aE aon a ; a a 
stamping grounds of Vic, who is 
the new “boss man” of the equip- 
ment makers. 
+ * * 


Back on Circuit 


TA—American Trucking Assns. 

—has put me back on the an- 
nual “tear-yourself-apart” circuit 
as it does every year. Its annual 
convention is usually scheduled for 
early October and is the first of the 
“big ’uns” that jump me from coast 
to coast—and make it awfully hard 
for me to live with my doctor who 
insists that I get down to the 
weight I carried when I played 
football. It’s especially hard for a 
guy who likes his “eats.” 

For instance, in Boston this 
year—at ATA—I sure _ whirled 
around on the lobster circuit with 
plenty of melted butter, etc. And 
I found to my dismay that Mrs. 
Statler in Boston features baked 
Alaska and sold it to every ban- 
quet and luncheon—I don’t care if 
I never see another. 


The entertaining deal at ATA was 
just as stupendous and lavish as 
ever. This convention sets the high 
mark for food wealth and richness, 
to my mind. And the factory folk 
who threw the parties had the same 
trouble they have in most hotels— 
not enough room to seat all the 
people who wanted to attend the 
Harvester and Goodyear luncheons, 
nor room enough for the outstand- 
ing Firestone buffet deal and the 
Ford Hospitality Hour. Even the 
banquet had to spread to two hotels 
again—which necessitated White to 
“cocktail” in both, with Bob Black 
and Nev Bauman again on roller 
skates trying to “host” both affairs. 


* * * 
Roadeo Changes 
OY FRUEHAUF threw a nice 
complimentary breakfast for 
the trade association managers and 
manageress (Florence Kiely of 
Michigan Trucking), at which he 
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PRESSURE PUMP 












paid a nice tribute to “those who Look “under the hood” of smartly styled 
do most of the work but in the Aro DeLuxe Lubricators—there you'll find 
a a a the famous “HI-LO” Pressure Pump that 
ittie crealt. k . . 
es a whale of a difference in your 
Due to the fact that a “trick” —_ y 


service... and your profits! 


driver—the son of one of the ay ~ 

operators but who it is claimed Only ARO has “HI-LO”—and that 

does not actually work for a liv- means you can use LO pressure, up to 

ing at the job of driving a truck 1800 lbs., for 90% of all fittings—or you 

—got into the winners column at can switch instantly to HI, up to 6000 5 : 

the Roadeo this year, the rules Ibs., for the tough ones. This saves Model 5750 Chassis Lubricator 
committee is seriously considering time... prolongs life of hose and equip- 

enging the reguiations next ment... produces 25% to 40% more 

year Gnd to ant UP s complete jobs from your lubricant...and saves 


new set of problems for the final- 
ists to run through. This would 
not only take the Roadeo out of 


air! Aro’s great pump is performance 
proved in fifteen years of hard usage by 


LAPPED FINISH 


the “500 mile race” category, to thousands of garages and service sta- 

which it has been fast slipping tions throughout the world. See your : , 
and back to a real “stock car” Aro Jobber. The Aro Equipment Low pressure grease cylinder anc 
d'splay of driving skill, but would Corporation, Bryan, Ohio. piston lapped to a .0002” mirror 


give every state champ an op- 
portunity to compete on an even 
basis. 

The rules committee is also plan- 
ning on developing a new light 
tractor-trailer classification that 
would let trucks like Chevrolet— 
which was barred under the rules 
this year—to compete, and also 
eliminate the chance of a light 


finish, similar to finish used in finest 
aircraft. No balls, springs or packing. 


truck competing with a “heavy” | LUBRICATING EQUIPMENT atso... air TOOLS...HYDRAULIC EQUIPMENT...AIRCRAFT PRODUCTS...GREASE FITTINGS 






























Business 


NEW YORK.—Improved general 
business in August and September 
turned down during October, ac- 
cording to the monthly report of 
the business survey committee of 
the National Assn. of Purchasing 
Agents. 

Production increases of the prev- 
ious two months were “shaved 
down 14 percent” in October, the 
survey indicated. 

In summarizing October trends, 
the report pointed out that back- 
order positions dropped to near 
the July figures. Prices for the 
most part remained steady. 

Purchased inventories continued 

to drop over-all, although 22 per- 
cent of the executives participating 
in the survey reported increases, 
the highest number since June, 
1948. Reemployment has slowed 
down and many reported shorter 
work time. Buying policy is cau- 
tious and of short range, the study 
revealed. 

It was stressed that the full im- 


Purchasing Agents Assn. Reports Cautious Buying, 
Lower Inventories, Shorter Work Time 


pact of the coal, steel and alum- 
inum strikes had not yet been felt 
by all industry. The timing of this 
effect, as reported by survey com- 
mittee members, was classified as 
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Falls Off 


follows: 25 percent were slowed 


down as a result of strikes at the 


time of the report; 34 percent more 
expected to be retarded if the 
strikes continued well into Novem- 
ber; 21 percent more would be 
affected one month later, and 8 
percent repofted they could hold 
production about 90 days. 

If the mines and mills went back 
to work at once, it was further 
noted, the supply-line vacuum al- 
ready created would slow many 
manufacturing operations for sev- 
eral months before production of 
the basic materials could fulfill 
postponed order schedules, 

Commodity price movements in 
October were reported as unim- 
portant in either direction, with 
the drop in lead, zinc, tin and 
antimony being the notable ex- 













RITCHIE-FOUST USES LEATHER—Ritchie-Foust Motor Co. (DeSoto-Plymouth), Salem, Ill., 
has made good use of padded, tufted leather trim in designing its parts and accessories 
department. The counter paneling is in blue leather; the background in blue and white. 
Illuminated showcases are set into the counter. The dealership was visited by nearly half 
of Salem's 4,500 population when it opened its new building, the firm reports. 


ceptions. The downtrend of sev- 
eral months, which appeared to 
be halted in September, was 
reported to have resumed, but 
with little force, as 75 percent 
found no change in general price 
structures. Competition for fabri- 
cated parts was said to be keener. 

Future price trend depends much 
on strike settlements, it was com- 
mented, with belief expressed that 
many lower adjustments were in 
the making and held up because of 
the labor troubles. Some evidence 


of premium or “gray-market” steel 
was reported, but it is probable 
that such stocks are not plentiful. 

The survey report said that in- 
dustrial inventories of purchased 
materials continued to drop, al- 
though the largest number reported 
increases since June, 1948. Causes 
of the increases fell into two 
classes: build-up in anticipation of 
coal and steel strikes, and receipt 
of materials purchased for higher 
production schedules than are now 
in effect. 


You can’t raise Gross Limits — 







Sages LOAD LIMITS are inflexible 


... the lowest load limit on your 


route determines the 


weight of your truck for the entire 
run. But you can make sure that the 









maximum 


greatest possible amount of your 


gross is payload by operating Stain- 


less Steel trailers. 


Compared with other materials, 
Stainless Steel effects almost unbe- 
lievable savings in weight while ac- 
tually increasing the strength of the 


unit. This is possible 


Stainless Steel’s high strength and 
superior corrosion resistance. 


In many operations, 


strictions prevent the operator from 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - 
COLUMBIA STEEL COMPANY, SAN FRANCISCO - 


because of 


weight re- 


UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 


BIGGER PAYLOADS - 


taking full advantage of length al- 
lowances. With Stainless Steel con- 
struction, it is often possible to oper- 
ate a longer unit —with greatly in- 
creased cubic content—and still stay 
within the weight limits. 

In addition to bigger payloads, 
Stainless Steel gives you much longer 
life than ordinary materials. Stain- 
less is immune to the destructive 
action of corrosion, weather and time 


NATIONAL TUBE COMPANY, PITTSBURGH 


but you can increase payloads 
with Stainless Steel construction 


U-S-S Stainless gives you... 


LONGER LIFE 


LESS MAINTENANCE 


BETTER-LOOKING EQUIPMENT 

















itself. No painting is necessary and 
maintenance is reduced to an abso- 
lute minimum. And don’t forget the 
advertising value of Stainless equip- 
ment’s permanent good looks. 
When ordering Stainless Steel 
trailers, it will pay you to specify 
U-S:-S Stainless Steel. U-S-S Stain- 
less is a perfected and service-tested 
material that lends itself to the most 
modern techniques of fabrication. 


CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S STAINLESS STEEL 





SHEETS - STRIP - PLATES - BARS 








+ BILLETS - PIPE - TUBES - WIRE - 








SPECIAL SECTIONS 
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Attractions 


(Continued from Page 34) 


business must be the reason why 
their shops are not the No. 1 choic« 
of the majority of owners when it 
comes to service and maintenance 
purchases. It must be lack of super- 
vision or a definite lack of applying 
good business principles in their 
service operations why they lose 
such a high percentage of new-car 
owners as service customers at the 
end of the new-car_ warranty 
period. 

Even if there were no other 
reason but that of higher over- 
head and obtaining a higher 
revenue from increased facilities, 
the average dealer cannot afford 
to neglect his service business. 


But there are many other rea- 
sons. Parts sales are tied up in the 
same package with customer labor 
sales. Repeat sales of the vehicle 
hinge to a large degree on the 
ability of the customer to get 
proper service on his purchase, to 
the end that the qualities that the 
factory built into the vehicle are 
kept in evidence as the vehicle 
acquires age and parts wear and 
get out of adjustment. Basically, a 
high absorption is essential if the 
dealer is to make money in his 
overall picture as the necessity for 
trading increases and over allow- 
ances become necessary to meet 
| competition. 

—Jack WEED 


Moulder Predicts 
‘Brisk Demand for 
‘Trucks in 1950 


| HOUSTON.—Brisk demand for 
motor trucks has been predicted 
through 1950 by F. V. Moulder, 
executive vice-president of Inter- 
national Harvester Co., in an ad- 
dress at a company sales repre- 
sentatives meeting here. 

Moulder took the good demand 
for trucks as a sign of continued 
favorable economic conditions. 

He said accelerated retail deliv- 
eries of trucks so far in 1949 com- 
pare favorably with the record- 
smashing sales achieved during the 
same period in 1948. 

“Because motor trucks carry such 
a large bulk of the outpourings of 
goods from the nation’s factories, 
their rate of replacement, as 
reflected in retail deliveries, is 
|looked upon by many analysts as a 
;real bellwether of economic condi- 
| tions,” Moulder said. 


$34 Million Asked 
‘For N.J. Schools 


TRENTON, N. J.—A campaign 
to obtain $34,000,000 a year in ad- 
ditional state aid for schools, 
| which would necessitate enactment 
of new sales, income or other add- 
|ed taxes, has been launched by the 
educational planning commission 
of New Jersey. 

The commission, a private citi- 
|zens’ group headed by Leonard E. 
Best of Summit, warned that local 
property taxes would raise by $43,- 
000,000 by 1954 just to take care of 
the increasing number of pupils 
unless the state stepped in with 
new financial aid. 


‘Gadget’ Center 
Accessory Drive-In Opens 
In Los Angeles 


LOS ANGELES.—A self-service 
auto-accessory store opened here 
last week at Washington and 
Broadway. 

The owners of Auto Accessor: 
Co., Milton Stanton and Georg: 
Friedland, said they will sell a 
cessories and nothing else. 

Great interest in the establish 
ment has been shown by the city’s 
youths. This following has _ nick 
named the store Hot Rod Heaven 

The firm features all sorts of! 
car gadgets, as well as parts for 
“souping up” a car. 


Blanchard Honored 


Carl C. Blanchard, proprietor 0: 
Farmington Motor Co. (Ford) 
Farmington, N. H., has been name 
general chairman of the commit 
tees which are arranging a com- 
munity Christmas celebration unde- 
sponsorship of the Farmingt« 
Businessmen’s Assn 
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32,000 Fatalities a Year Predicted .. . 





Auto Safety Honeymoon Over? 


CHICAGO. — The honeymoon is 
over in postwar traffic safety, the 
National Safety Council 
last week. 

It is now apparent, the coun- 
cil said, that the steady reduc- 
tion of the traffic death toll since 
the end of the war has leveled 
off, and “unless a new incentive 
for safer driving and walking 
can be found, the nation can 
reconcile itself to an annual loss 
of about 32,000 lives in traffic.” 

That conclusion is based on the 

council’s nine-month tabulation of 
22,320 traffic deaths this year— 
only 2 percent fewer than the 22,- 
750 death toll at the end of Sep- 
tember last year. 

The September toll alone was 
3,060 deaths—about the same as in 
September, 1948. 

The council traced the history 


of the postwar traffic toll as fol- | 


lows: 


declared | 


| 


1949 than in 1948, because drivers 
and pedestrians are now in the 
most hazardous period of the 
year. 


More darkness, which extends 


|through the peak evening traffic 


hours, and bad weather usually 
boost traffic deaths in the last two 
months of the year. 

Reports for the first eight months 
of 1949 indicate that travel vol- 
ume is about 7 percent greater 
than for the same period last year, 
and about 25 percent greater than 
in 1941. The increase in mileage, 
coupled with the small reduction 
in deaths, has brought about an 
improvement in the mileage death 
rate this year, which now stands 
at seven deaths for every 100,000,- 
000 miles of vehicle travel—the 
lowest nine-month rate on record. 


Of the 44 states reporting to the | 


council in September, 25 had fewer 


deaths for the month and 19 re- 





ported increases. For the nine 
months, 26 had decreases, one re- 
ported no change, and 17 showed 
increases. 

The 26 states reporting decreases 
in their accidental death totals for 
the nine-month period were: 

Oregon, 28 percent; Idaho, 27; 
Connecticut, 21; Arizona, 19; Wash- 
ington, 17; Maine, 16; Utah, 16; 
Vermont, 16; Nevada, 16; Florida, 
15; Alabama, 13; New Hampshire, 
11; Illinois, 10; Texas, 10, 

Wisconsin, 10; Colorado, 10; Ar- 
kansas, 10; West Virginia, 9; Mis- 
souri, 8; South Dakota, 7; Penn- 
sylvania, 6; Minnesota, 6; Georgia, 
6; Delaware, 2; Michigan, 1; New 
Jersey, 1. 

Reports from 470 cities with 
10,000 or more population showed 
a decrease of 14 percent for Sep- 
tember and 10 percent for the 
nine months. This substantial de- 
crease in the death total for 


51 





VER HOVEN HOSTS PARTS BUYERS—B. J. Ver Hoven, president of Ver Hoven Chevrolet 


Co. (center), 


MecNichols Rd. and Van Dyke, Detroit. 


was host to 400 independent garage men and parts customers at his dealership, 
At left is R. E. Roberts, 


Chevrolet's city manager, 


and at right is C. A. (Bud) Greiner, vice-president of Ver Hoven. The ae was one 
e 


of many held throughout the country by Chevrolet dealers, which will be atten 


estimated 100,000 wholesale parts customers. 


cities over 10,000 population, if 
representative of all cities of that 
size, indicates that accidental 
death in rural areas and in small- 
er towns have increased substan- 
tially. 
The largest city with a perfect 
|record was Miami, Fla., with a 


population of 248,400. The second 


d by an 


largest was Norfolk, Va, (231,900), 
and the third largest was Syracuse, 
N. Y. (206,000). 

For the nine months, the largest 
no-death city was Pawtucket, R. I. 
(80,500), the second largest was 
Cedar Rapids, Ia. (73,700), and the 
third largest was Evanston, Il. 
(69,000). 








An alarming increase in 
deaths immediately following V-J 


day check of the tll cary in| Give theta Something EXTRA 
to be Thanktul tor 2 Years trom Now v 





Safety conference and stepped up | 
activity by official and private 


agencies ; a slow but steady decline 
in deaths throughout 1947 and | 


1948; a stalemate for the first nine | 


months of 1949. 

Despite the slight improvement 
at the end of nine months, the 
council warned that there is real 
danger of a greater traffic toll in 





Private Truckers 
Object to ICC’s 
Leasing Rules 


WASHINGTON. — The National | 
Council of Private Motor Truck 
Owners last week formally re- 
corded its objections’ to 
proposed Interstate Commerce} 
Commission regulations governing | 
motor-vehicle leasing arrangements | 
recommended last August by Ex- | 
aminer Henry C. Lawton. 

In a brief of “exceptions” filed | 
with the Commission NCPMTO,| 
challenged ICC’s authority to pro- 
mulgate rules or regulations gov-| 
erning the leasing of motor vehicles | 
by or to private truck operators, 
or to restrict the right of such 
operators to augment their equip- 
ment or facilities as their business 
demands. 

The commission was advised by 
the private truck operators that the | 
leasing rules proposed are “neither 
necessary, warranted, reasonable, 
nor valid” and that their adoption | 
would impose unnecessary and/| 
invalid burdens and restraints upon 
all types of carriers and shippers 
alike, as well as upon interstate 
commerce in general, contrary to 
the national transportation policy 
as expressed by Congress. 

Particular objection was entered 
against a proposal to abolish or 
restrict “trip” or short-term leases 
of equipment by placing a 30-day 
time limitation on such arrange- 
ments when made by private car- 
rier or truck-rental company 
lessors to regular “authorized” 
carrier lessees. 

The Secretary of Agriculture also 
has intervened in this proceeding 
in defense of the private motor 
carrier and the exempt owner- 
operator, whom they regard, as “in- 
dispensable to the development and 
distribution of the nation’s agri- 
cultural resources and its economic 
welfare.” 








Ingalls Promotes Two, 


Plans Expansion 

Larry Ingalls, owner of Triangle | 
Motors (Oldsmobile), Dallas, has 
purchased a tract of land adjacent | 
to his new building at Cedar} 
Springs and Maple Aves., on which | 
he plans to erect an addition to/| 
the present plant. 

Ingalls said he will lease the new | 
tract to the Triangle company. It | 
was also announced by Ingalls that | 
Robert Corder, sales manager, has | 
been elected vice-president. O. B. | 
Burt, who has been secretary and | 
treasurer, has been elected execu- 
tive vice-president. 





the | 


Control of Oil Film Without High Pressure 
is one of many reasons you can promise an 


Outstanding Re-Ring Job When You Sell RAMCO RE-POWERING. 
Ramco Spiro-Seal’s unique ability to maintain adequate wall lubrication 4p 
is one of the many ways Ramco 10-Up minimizes cylinder and ring wear. : 


You capitalize on these performance advantages when you hang up 
your RAMCO RE-POWERING SIGN. You gain the assurance of doing the 


job right. You earn a reputation for long lasting re-ring jobs. 


Also, you get the support of the extra-business-building power of the 
Ramco RE-POWERING Program. 


This program helps make it easy to sell carburetion, 
ignition and cooling service along with your Ramco 
re-ring job. Ramco backs you up with a 10,000 
Mile Guarantee and complete advertising ammunition 
including national advertising in COLLIER’S and POST. 


Tell your Ramco Jobber that you want to get your 
RAMCO RE-POWERING SIGN up today. 


FOR RE-BORE OR RE-RING—CAR OR TRUCK 


AE-POWLH WITH 


RAMCO 


Mw 


PUIST ae RINGS 


Built to EXCEED the 10,000 Mile (ONE YEAR) GUARANTEE BY THOUSANDS OF MILES 


Other products of Ramsey Corporation, 3737 Forest Park Bivd., St. Louis 8, Missouri, 


RAMCO Piston Skirt Stabilizers - 


Factories: St. 
Conada. 


Parts Cleaner. 
Toronto 8, Ontario, 


+ Seal-Tite Piston Rings + 

+ * Spirolox Retaining Rings, Spiro- Seal Grease Seals & Dust Seals - + 
RAMCOnizer Machine for reshaping collapsed piston skirts + + 
Lovis and Sullivan, 


+ Oil-Tyte Piston Rings 


+ Famous 

+ Ramco 3-Up 

Missouri; Fruitport, Michigon; 

Copyright 1949, by Ramsey Corporation. R-3393 
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| 4-dr., $1,250, $1,195; 2-dr., $1,125. °46 
° ° 6 RM 4-dr., $1,150. '42 2-dr., $385. ‘41 
Travel in 1949 club coups. $4i6, $336. 
se = or UC ion rices | CADILLAC—'49 (62) 4-dr., $3,000, "41 
| (61) club coupe, $450. 
To Set Record | CHEVROLET—'49 FL Special 4-dr., $1,- 
‘9 | 410. "48 FM conv., $1,285; 4-dr., $1,110. 
‘47 FL aerosedan, $940. ‘46 FL aero- 
Says AAA Aide Market Trend sedan, $940. °41 club coupe, $300. 
CHRYSLER—'49 New Yorker 4-dr., $1,- 
It’s down again for the overall average of used-car prices, but 960, '41 conv., $585, '39 4-dr., $170. °37 
CLEVELAND.—In spite of ear-| the decline of 1949 models seems to have ended. The overall average 4-dr., $50. 
lier predictions of a travel reces-| this week fell $13 to $839, while the price of '498 rose $1 to $1,625. | P@OTO—'48 club coupe, $959. °37 f-ar., 
sion, 1949 will break all records in Most of this week’s decline in the overall average was due to | pongE—4i6 4-ar.. $850. 
volume of recreational travel, Wil-| sharp drops in the prices of prewar models. The only other rise | FORD—'49_ station wagon, $1,350. "48 
liam G. Bryant, chairman of the| was in '46 vehicles, which went up $5 to $839. Be ew eB BB OS 
national touring board of the : | Sees 90 Sar Saas ban. on” 
American Automobile Assn., de- RICHMOND, VA. | ee aaa SD eer iD ode |HUDSON—46 4-dr., $550. '42 4-dr., $275. 
clared last week. ’ (Automobile Auction of Virginia, Inc. | $450, "40 Deluxe 2-dr., $430. eee. a a coe on Ses 
Bryant, speaking at the AAA’S|sale every Friday. Prices are for sale of | HUDSON—'48 Commodore 4-dr., $1,140. an as ‘ ‘ ” 
mOURY<-"40 4-6 1750" 347, club | OLDSMOBILE—'47 4-dr., $1,100, $1,070 
47th national convention here, es- on, =) sees Gis ab Oeee-a wre 260. -dr., $1,750. club | paCKARD—'40 4-dr., $245. 
4 units | , $950. i . 
timated that travel volume for this| 9f'79 omerings.) |NASH—'48 (600) club coupe, $1,010. '47| BONWAG a7 come” $hano 
year will exceed 1948 by about 12/ gurcK—'47 Super 2-dr., $1,290. "46 RM | = 4-dr., $660; Ambassador 4-dr., |" 995 +41 2-dr., $330. eh 
i -dr. , 205, ,020. '40 8 tial 4-dr., | . y r , > * 
Someatt — am Pa = $100; 205, $1,020. "40 Special 4-dr., | re MOBILE—'48 (98) 4-dr., $1,800, '47| WILLYS—'49 Jeepster, $950. 
recreationa rave S year wi CHEVROLET—'49 SL Deluxe 2-dr., $1,-| (66) club coupe, $1,040. 46 (98) 4-dr., " - = 
reach nearly $10,000,000,000. 620, 4-dr., $1,580, "48 FM 2-dr., $1,150. | $1,050 CONCORD, MASS. 
a a re hii —_- 2-dr., $1,160, '41 SD club coupe, her eo = -dr., $1, , “5 cony., (Concord Auto Auction, Inc, Sale every 
Rauh Files Name CHRYSLER—'48 Windsor 2-dr., $1,310. 46 | PLYMOUTH— 48 SD 4-dr., $1,200, "47 an ae Friday, Prices are for sales of 
A business name has been filed | | Windsor 2-dr., $1040. inate: Lc" $1,030, '46 SD club coupe, | (Sold 194 units out of 300 offerings.) 
t "48 > t upe, ,e0U, | . * iIiCK—.'47 S&S 
for Rauh Motor Sales, 575 Genesee | "O0GP— Custom club cour | PONTIAC—'48 Streamliner (6) 2-dr., $1,- | PUNO! RM cone $1000 46, Sepee sedan. 
+» $1,200, — ’ ec (8) 2- 000, °46 ; -, $1,060. s : n- 
St., Buffalo, by Joseph J. Rauh. | FORD—'49 Custom (8) 2-dr., $1,530, '48| 400. '47 Torpedo (8) 2dr. $1,000. '46 ette, $1,135. 41° Century sedan, $350; 
————_————————$$$ - oes | ’ , camminhads Ba 2 Super sedan, 50; Special sedan, $500. 
STU DEBAKER—'47 Champion 4-dr., $965. : '40 Super sedan, $800, $775. 
ernie ‘ADILLAC—'38 Fleetwood sedan, $510. 
MILWAUKEE CHEVROLET—49 SL Deluxe sedan, $1,- 
lita , 475. ‘48 FL aerosedan, $1,160, $1,280 
(Butler Auto Auction, Sale every Wed- D , , ’ 
nesday, Prices are for sale of Nov. 2.) $1,250, $1,200; 4-dr., $1,200; SM sedan, 














(Retail market slow, Inventories are 
high. Sold 29 units out of 58 offerings.) 
BUICK—’'50 Special sedanette, $2,150, ‘46 
£ B | super 4-dr., $950. 40 Super 4-dr., $425. 
? Na ° § | ‘38 Special 4-dr., $155. 
ational . * CHEVROLET—'49 FL Special 4-dr., $1,- | 
i THE LINE Of Quality Automotive Parts | 565. 48 FL aerosedan, $1,275; SM 2-dr., 
$1,080. ‘47 half-ton pickup, $645. ‘46 
i Enable you to restore your better used cars and trucks to & au aerosedan, $915. '41 SD club coupe, 
t their original operating condition at much lower cost. é DeSOTO—'48 Custom 4-dr., $1,275. '46 De- 
luxe 2-dr., $940. 
i <n i DODGE—'41 Deluxe 2-dr., $395. 
' - | FORD—'49 Custom (8) 4-dr., $1,290, $1,- 
g i 275; Standard (8) 2-dr., $1,225. "48 | 
i DRIVE SHAFT DRIVE SHAFT SD 2-dr., $975. 46 SD 2-dr., $745. '40 | 
BUSHING & SEAL HOUSING REPAIR B | _ Deluxe (85) 2-dr., $250. 
i ASSEMBLIES UNIT K-400 FRAZER—'48 4-dr., $1,030. _ 
i Pat, No, 2,403,520 Pat. No. 2,405,541 ' HUDSON—'49 (6) 2-dr., $1,785. 
Saves Buying New Drive Saves Buying New Drive a MERCURY—'49 4-dr., $1,590. 
i Shaft. Shaft Housing. NASH—'46 (600) 4-dr., $725. 
Universal Trans, Case Ball Seat 3 a a, bane, gras, 4-dr., $1,025. '46 
Sav 7 N ‘ ’ : - - , . 
i aves Buptag New Svane. Case B | PONTIAC—49 Chieftain (8) 4-ar., | $1,- 
i Sold Nationally by Leading Automotive Wholesalers. Write or Wire. Dept. AN-II | 875. °46 Streamliner sedanette, $925, 
$945. 
: 4 
' ‘ DETROIT 
: é (Aptco Auto Auction. Sale every Wed- 
a | nesday. Prices are for sale of Nov. 2.) | 
Te (Sold 43 units out of 75 offerings.) 





BUICK—'49 RM 4-dr., $1,830. ‘47 Super 


TWO NEW 


accurate 





fast.-° 


AMMCO BRAKE T00 


AMMCO Model 1750 BRAKE GAGE 


for Chrysler, DeSoto, Dodge, 
Plymouth, Ford, Mercury 


an 
headaches-*: 


IT’S A DRUM MICROMETER 
Foolproof check of diameter and out-of-round- 
ness. Accurate measurement on quick reading 
Micrometer Dial. 


IT’S A BRAKE SHOE GAGE 


Eliminates time taking hit-and-miss methods. 
Applies drum readings directly to shoes to 
gvorantee perfect fit 


Model 1650 


co 
-—- FACING HONE 


BRAKE CYLINDER SUR 


one @ 
ize of stone covers 


ors 
ylinders on or off ¢ 


including extra 
set of stones 


AMMCO TOOLS. INC. 


2108 COMMONWEALTH AVENUE 
NORTH CHICAGO, ILLINOIS 








| LINCOLN—'47 


| FORD—'49 Custom 


$950. "47 SM sedan, $935; FL aerosedan, 


$965; 4-dr., $960. ‘46 SM club coupe, 
$800, $860; sedan, $775; FM sedan, $890, 
$800. ‘42 FL aerosedan, $725. °41 SD 
conv., $680; club coupe, $715, $580, 
$385; MD sedan, $450, $635. ‘40 SD 


sedan, $350; MD sedan, $465. 


| CHRYSLER—'40 sedan, $310, $300. 
| DeSOTO—'41 sedan, $505. 
| DODGE—'48 Custom 


club coupe, $1,100. 
‘43 Custom sedan, $885. 


FORD—'49 Custom (8) sedan, $1,510. ‘48 
SD sedan, $975. ‘47 SD sedan, $815, 
$880; (6) sedan, $740. '46 sedan, $825, 
$605. '41 half-ton pickup, $285. '38 club 
coupe, $350, 
conv., $100. 

KAISER—'49 sedan, $825. ‘48 sedan, $600. 


sedan, $825. '30 Touring 


sedan, $125. 


(600) sedan, $650, $665; club coupe, $755. 
OLDSMOBILE—'49 (76) sedan, $2,050. '47 
(68) sedanette, $1,200. ‘46 (76) sedan- 
ette $1,070. '40 sedan, $400, $350. '39 
sedan, $155. 
PACKARD— 47 
PLYMOUTH—'41 
‘38 sedan, $125. 
PONTIAC—’'46 Streamliner (6) sedan, $1,- 
050; (8) sedan, $1,085, $1,060. °'41 (8) 
sedan, $425, $300. '39 sedan, $160, 
STUDEBAKER—'47 Champion sedan, $925. 
"39 sedan, $135. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday, Prices are for sale of Oct, 28.) 
(Sold 134 units out of 237 offerings.) 
BUICK—'49 RM 2-dr., $1,775; Super conv., 
$1,825. ‘48 RM 4-dr., $1,400; Special 
sedanette, $1,260; Super sedanette, $1,- 
450. '42 Special sedanette, $560; Super 

4-dr., $400. ‘41 Special 2-dr., $425. 
CADILLAC—'46 (62) sedanette, $1,575. 
CHEVROLET—'48 FM 4-dr., $1,100; conv., 
$1,175; SM club coupe, $1,125. ‘47 FM 
4-dr., $1,005, $900; station wagon, $800. 
‘46 half-ton pickup, $700, $600, '41 SD 


(Taxi) 
sedan, 


$300. 


$860, $425, $485. 


club coupe, $530; MD 4-dr., $570. ‘40 
Deluxe 2-dr., $310. ‘38 Deluxe 4-dr., 
$450. 


CHRYSLER—'49 Windsor club coupe, §$1,- 


800. °48 Windsor conv., $1,290, $1,550. 
‘47 Windsor club coupe, $1,260. 
DODGE—'49 Coronet 4-dr., $1,700; Way- 


farer roadster, $1,460. ‘47 Deluxe 4-dr., 

$1,090; Custom club coupe, $1,000. 

(S) 4-dr., $1,650, $1,- 
615, $1,575, $1,525, $1,375, $1,340, $1,325, 
$1,305, $1,260, $1,225; club coupe, §$1,- 
570 $1,560, $1,550, $1,225; station wagon, 
$1,800, $1,700; conv., $1,525; Custom (6) 
2-dr., $1,100. '47 SD 2-dr., $950; conv., 
$925; Deluxe (8) 4-dr., $1,050. '46 SD 
4-dr., $900. '41 SD 2-dr., $530, $400. '37 
Standard 2-dr., $550. 

MERCURY—'40 4-dr., $650. '39 4-dr., $600. 


| OLDSMOBILE—’'49 (88) 4-dr., $1,750, $2,- 


150. '48 (68) conv., $1,200. 
| PACKARD—'48 4-dr., $1,310. 
PLYMOUTH—'49 SD conv., $1,725; 2-dr., 
$1,475. °48 SD 4-dr., $1,100, $1,200. °47 
SD 2-dr., $800, $1,060. 
| PONTIAC—'49 Streamliner (8) sedanette, 
$2,075, $1,975; 4-dr., $1,900. 
STUDEBAKER—'49 Champion conv., §$1,- 


| 


| CHEVROLET—'49 SL 


600. ‘48 Commander club coupe, $1,280; 
Champion conv., $1,425, '47 Land Cruiser 
4-dr., $1,150. 
WILLYS—'49 Jeepster, 
$650. '47 Jeep, 2 at 


HOUSTON 


(Gulf Auction Co. Sale every Tuesday 
and Friday. Prices are for sale of Nov. 1.) 
(Prices lower on prewar cars, but up 
$75 to $150 on later models, Sold 68 

out of 104 offerings.) 


$1,025. ‘48 Jeep, 
$425, $450, $600. 


Deluxe 4-dr., 
670, $1,615; half-ton pickup, $1,315. 
SM 2-dr., $965. '47 FM 4-dr., $940, 
business coupe, $300, 

DeSOTO—’' 37 4-dr., $165. 

DODGE—'49 Wayfarer 2-dr., 
40 4-dr., $195. 


$1,- 
"48 
"40 


2 at $1,665. 





FORD—'49 4-dr., $1,665, $1,550, $1,480, 
$1,470, $1,460, $1,450, $1,420, $1,360, 
$1,200. "48 SD conv., $1,090. '47 SD club 
coupe, $1,075, $740; conv., $925. °46 
2-dr., $715. 

HUDSON—'46 2-dr., $505. 

MERCURY—'49 4-dr., $2,000, $1,970, $1,- 
960. '48 2-dr., $995, ‘47 4-dr., $925. '46 
4-dr., $755, $710. 

OLDSMOBILE—'42 2-dr., $325. ‘41 4-dr., 
$350, $210. 

PLYMOUTH—'49 SD club coupe, $1,675; 
4-dr., $1,655, $1,610, $1,600. ‘48 2-dr., 
$960. '47 4-dr., $870. 

PONTIAC—'47 club coupe, $970; 2-dr., 


$835. 


DES MOINES 


(Des Moines Automobile Auction Co., Inc. 
Sale every Thursday. Prices are for sale 
of Oct. 27.) 

| BUICK—'49 Super 4-dr., $1,965. ‘48 4-dr., 
$1,430. '40 4-dr., $357. 

CHEVROLET—'49 SL Deluxe 2-dr., $1,- 
652, $1,670; 4-dr., $1,672, '48 FL aero- 


| 


(Continued on Page 53, Col. 1) 


| 





Get the Advertising Book 


| That's Already 


| NASH—'49 (600) sedan, $1,300, $1,310. 46 | 


Helping 2,326 Dealers to 


Stronger Ad-Action 


More Sales 
Better Prices 





« +. Greater Profits 





Now You Too Can Win 


$325. '37 sedan, $115. 35) Wigh Ad-Knowledge! 


Don’t do costly ‘‘guessing’’ about your 
advertising; KNOW. Know the sure adver- 
tising methods to success in used car 
selling! 


| KNOW— 


| 
| 
| 
| 


What and when to advertise 

What prospects look for in your ads 

How much to spend on advertising 

Relation of price to ad pulling-power 

How 100 used car sales-leaders budget 
their advertising 

How to use appeals that make prospects 
read, act, BUY. 


2,326 Dealers 
Can’t Be Wrong! 


Within 60 days of publication 2,326 deal- 
ers were profiting from ‘‘How to Write 
Used Car Ads that Bring More Buyers." 
Only 5 copies were returned under our 
unconditional guarantee of Absolute Satis- 
faction. Some typical comments from car- 
dealers and well-known authorities: 

‘‘Glad to find such a book. It is very 
helpful.’’—-A, G. Hawker (Packard), New 
Britain, Conn. 

**Merits rating as a textbook for all car 
dealers to study and review.’’—Frank Mor- 
gan (Studebaker), Marysville, Calif. 

‘‘The authors appear to know their sub- 
ject well and do a good job of setting 
forth the material in a helpful manner.’’— 
Bob Finlay, managing editor, Automotive 
News. 

“I hope dealers will read it all. Every 
page holds sales for them.’’—Frank Du- 
Mouchel, auto advertising, Kalamazoo 
Gazette. 

‘“*Every auto dealer should have a copy.”’ 
—Morton J, A. McDonald, nationally 
known Classified advertising authority, 
Oakland Tribune. 

“Worth $4.95 of any dealer’s money 
who is interested in improving the effec- 
tiveness of his used car announcements.’’ 
—John 0. Munn, internationally famous 
auto dealer counselor. 


| Brings You the Essence 


Of a 10-Year Study 


‘“‘How to Write Used Car Ads _ that 
Bring More Buyers’’ is a plainly printed 
pocket-size book of only 101 pages. Yet 


it brings you the findings of a 10-year 
nationwide study of used car advertising 
This study was originally made by the 
Howard Parish Organization for its more 
than 300 newspaper clients. 


You Must Be 
Absolutely Satisfied! 


Send for this book on our guarantee of 
ABSOLUTE SATISFACTION or YOUR 
MONEY BACK. If within 7 days you de- 
cide you are not delighted, send it back 
We will promptly refund the full price 
of $4.95. 


ORDER NOW! 


Ghee 


Daily News Tower, 
MIAMI 32, FLORIDA 


HOWARD PARISH 
Daily News Tower, Miami 32, Fla. 


Send ‘‘How to Write Used Car Ads 
that Bring More Buyers.’’ I reserve 
the right to return it within 7 DAYS 
of receipt if for any reason I am not 
fully satisfied. You will then promptly 
refund the full purchase price, $4.95. 


{ ] Here’s my check for $4.95. You 


l 

| 

| 

| 

| 

| 

| 

\ pay postage. 
os 
| 

| 

| 

| 

! 

| 

L 


Send book C.O.D, I'll pay post- 
man $4.95, plus postage fees. 


(Canadians! Remit $4.95 
in your own funds.) 


Name 
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(Continued from Page 52) 


sedan, $1,342; FM 2-dr., $1,145; 
$1,137. "47 FL aerosedan, $1,092, $1,002; 
half-ton pickup, $790. '46 FM 2-dr., $885. 
*41 half-ton panel, $312; 2-dr., $472. 
4-dr., $557. '38 2-dr., $135. 
(HRYSLER— 37 2-dr., $227. 


DODGE—'47 4-dr., $802. ‘46 4-dr., $895. 
FORD—'49 Standard (6) 2-dr., $1,202; 
Custom (6) 2-dr., $1,312. ‘48 Deluxe | 
4-dr., $1,077. '46 SD (8) conv., $877. '41 
station wagon, $585. '40 2-dr., $412. ‘39 
2-dr., $460. '38S 2-dr., $127. | 
MERCURY—'10 4-dr., $430. 
OLDSMOBILE—'42 4-dr., $382. '36 2-dr., 


$202. 
PACKARD—'41 4-dr., $282. 
PLYMOUTH—'49 Deluxe 2-dr., $1,500, ‘48 
2-dr., $1,017. '46 4-dr., $912. °42 2-dr., 
$567. '39 2-dr., $300. '37 2-dr., $107. 
PONTIAC—'48 4-dr., $1,542, $1,227. ‘47 
Streamliner sedanette, $1,142. ‘46 4-dr., 
$902. '40 2-dr., $207. 


STU DEBAKER—'50 Champion 4-dr., $1,- 
837. 
WILLYS—'47 Jeep station wagon, $677; 


half-ton pickup, $682. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every | 


Thursday. Prices are for sale of Nov, 3.) 


(Best demand is for '49s, followed by 
°46s. Prices holding on clean merchan- 
dise, Sold 72 units out of 96 offerings.) 


BUICK—’'49 Super conv., $1,905. '47 Super 


4-dr., $1,235. °41 Special 2-dr., $490, 
$200. '40 Special 4-dr., $290. '38 Special 
2-dr., $305. | 


CADILLAC—'38 (61) 4-dr., $270. 

CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
465, $1,485; SL Special 4-dr., $1,410. ‘48 
FL aerosedan, $1,200. '47 FL aerosedan, 
$1,120, $1,040, $960. ‘46 FL aerosedan, 
$905, $830, $860. "42 SD 2-dr., $470. '39 
Deluxe 2-dr., $340. '37 Standard. 4-dr., 
$120. 


CHRYSLER—'46 New Yorker 4-dr., $960. 
‘41 New Yorker 4-dr., $300. '39 Royal 
2-dr., $260. 

CROSLEY—'46 2-dr., $160. 

DeSOTO—'48 Custom 4-dr., $1,480. ‘42 
Deluxe club coupe, $480. ‘41 Custom 
2-dr., $270, 

DODGE—'49 %-ton stake, $930. 

FORD—'49 Custom (8) 2-dr., $1,265, $1,- 
305. ‘48 SD (8) club coupe, $960. ‘46 
Deluxe (8) 2-dr., $750, $715, $700; (6) 
2-dr., $685, $690. '41 Deluxe (8) 4-dr., 
$400, $395, $365; half-ton pickup, $300. | 


"39 Deluxe 2-dr., $290. 


| 
HUDSON—'46 Commodore (6) 4-dr., $680. 


MERCURY—'49 4-dr., $1,725, $1,555. ‘46 
4-dr., $870. '39 2-dr., $310. 

OLDSMOBILE—'49 (76) 2-dr., $1,650. ‘4S 
(78) 2-dr., $1,375. '41 (76) 4-dr., $420. 
"39 (6) 2-dr., $280. | 

PLYMOUTH—'49 SD 4-dr., $1,500; Deluxe | 
4-dr., $1,480; Suburban, $1,540, ‘47 SD 


4-dr., $955, $940. '42 SD 2-dr., $575. '40 
Deluxe 4-dr., $205. 
PONTIAC—'46 Streamliner (8) 2-dr., $970. 


"40 Deluxe (6) club coupe, $390. ‘34 
Deluxe (6) 4-dr., $280. '38 Deluxe (6) | 
2-dr., $215. 

STUDEBAKER—'50 Champion 4-dr., $1,- | 
605. ‘49 Champion 2-dr., $1,350, ‘47 
Champion club coupe, $1,100. 

~ . 
DENVER 
(Denver Auto Auction, Inc. Sale every 

Tuesday at Englewood, Colo. Prices are | 

for sale of Nov. 1.) | 

BUICK—'48 RM 4-dr., $1,445. ‘47 RM 
4-dr., $1,125. ‘41 Century 4-dr., $405. 
"40 conv., $465; 4-dr., $400. 

CADILLAC—'49 (62) 4-dr., $3,300. ‘47 
(62) 4-dr., $1,810. | 

CHEVROLET—'49 SL Deluxe 2-dr., $1,- | 


710; 4-dr., $1,665; Special club coupe, 
$1,664; half-ton pickup, $1,085, $1,095. 
'48 FM 4-dr., 2 at $1,215. '47 FM 2-dr., 
$930, $1,035. '42 FL 4-dr., $725. 
coupe, $490, $625. 

CHRYSLER—'49 Windsor 4-dr., $2,250. '48 
Royal 4-dr., $1,355; New Yorker conv., | 
$1,285. ‘41 Saratoga 4-dr., $460. 

DeSOTO—'42 conv., $425. | 

DODGE—'49 Custom 4-dr., 2 at $1,825. 
‘48 Deluxe 4-dr., $965. '47 Custom 4-dr., 
$935. 

FORD—'49 Custom (8) 
4-dr., $1,375, $1,435, $1,365. '47 
(8) 2-dr., $815. '46 SD (8) 4-dr., 
40 Deluxe (8) 4-dr., $345, $500. 

FRAZER—'48 Manhattan 4-dr., $1,000, ‘47 
Manhattan 4-dr., $710. 


$1,605; | 
Deluxe 
$785. 


convy., 


MERCURY—'49 4-dr., $1,955; club coupe, 
$1,895. 
OLDSMOBILE—'47 (66) club coupe, $910. 


‘41 station wagon, $495; (66) 2-dr., $415; 


(78) 2-dr., $400. '38 (6) 4-dr., $105. 
PLYMOUTH—'49 SD club coupe, $1,465. 
‘47 SD club coupe, $825, 2-dr., $815. ‘42 
Deluxe 2-dr., $545. 
PONTIAC—'49 Streamliner (8) 4-dr., $1,- 
900, $2,025; (6) 4-dr., $1,950; Chieftain | 
(8) 4-dr., $2,005; (6) 2-dr., $1,670; (8) 


conv., $1,880. 

STUDEBAKER—'48 Commander conv., $1,- 
350; Champion conv., $1,265. '42 Cham- 
pion club coupe, $390. ‘41 Commander 
club coupe, $385. 

WILLYS—'48 (6) station wagon, $890. 

MISCELLANEOUS—'41 International half- | 
ton pickup, $385. 


PHILADELPHIA 


Gilbert-Harold B. Robinson. 

and Thursday, Prices | 

1-3.) | 
142 units out of 


(Harry D. 
Sale every Tuesday 
are for sale of Nov. 

(Prices steady. Sold 

237 offerings.) 


BUICK—'49 Super sedanette, 2,075, $1,- 
910; 4-dr., $1,775. ‘48 Super 4-dr., $1,- 
410; Special sedanette, $1,280. °46 Super | 
4-dr., $1,095. '42 RM 4-dr., $540. | 

CHEVROLET—'49 FL Deluxe 2-dr., $1,- | 
415. '48 SM club coupe, $1,015. °47 FL | 
aerosedan, $1,030; FM club coupe, §1,- 
040; conv., $995, $975, $960, $930, '46 


FM 4-dr., $900; SM 4-dr., $840, $810. °42 
SD club coupe, $510. ‘41 club coupe, 
$530, $490; 2-dr., $540, $500, $350, $310, | 
‘40 SD club coupe $470. '39 MD 2-dr., 
$475. 

CHRYSLER—’'46 Windsor 4-dr., $1,130. °41 
Windsor 4-dr., $260. '40 Windsor club 
coupe, $285. 

DODGE—'49 Coronet club coupe, $1,785; 
Wayfarer 2-dr., $1,595. '47 Deluxe 4-dr., 
$1,050, ‘46 Deluxe 2-dr., $770, 

FORD—’'49 Custom 4-dr., $1,410; Standard 
2-dr., $1,300. '48 SD 4-dr., $1,010, $970. 
‘46 SD 4-dr., $650. '41 SD 4-dr., $520, 
$285. °'40 SD station wagon, $255. '37 
2-dr., $110. '36 conv., $65; 2-dr., $60. 

NASH—(600) 4-dr., $935, °47 (600) club 


conv., | 


"40 | 


| 


| 


coupe, $810. ‘40 conv., $190. ‘47 4-dr., 
j $90. 
| OLDSMOBILE—'48 (98) conv., $1,650 
(98) 4-dr., $260. °41 (78) 4-dr., $385. 


"40 (76) 4-dr., $270. 
PLYMOUTH—'49 SD 4-dr., $1,550, $1,535, 
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PLYMOUTH—'47 SD 4-dr., $1,065. 
PONTIAC—'47 (6) 2-dr., $1,167. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale 
of Oct. 31.) 


(Sold 108 units out of 142 offerings.) 
BUICK—'49 RM 4-dr., $1,025. '48 Special 
sedanette, $1,540; RM sedanette, $1,400. 
47 RM conv., $1,250; 4-dr., $1,200; 
Special 4-dr., $1,180, $1,120; 2-dr., $1,- 
060. '46 Super 2-dr., $1,100. °42 Special 
conv., $660; 4-dr., $625, $450; RM sedan- 


"41 club 


"42 | 
| 


$1,400; Deluxe business coupe, $1,260. ette, $375. '41 Super conv., $410; Special 

"48 SD club coupe, $1,180; 4-dr., $1,150. 4-dr., $380. °40 Special 2-dr., $335; busi- 

‘47 SD 4-dr., $850; Deluxe 4-dr., $890, ness coupe, $260; Super 4-dr., $470, $270. 
| $820. '46 SD 4-dr., $860. '41 SD station ‘38 Special 4-dr., $180. ‘37 RM 4-dr., 

wagon, $660; 4-dr., $400, $385, $375, '40 | $110. 

SD 2-dr., $500, $275. CADILLAC—'47 (62) 4-dr., $1,725; (61) 
| PONTIAC—'47 Streamliner (8) 4-dr., $1,- 4-dr., $1,550. '41 (62) 4-dr., $1,050, $760; 
| 125. '41 Torpedo (6) 4-dr., $595. '37 (6) | (61) 2-dr., $860; (63) 4-dr., $760. ‘38 


2-dr., $190. | (60) 4-dr., $310. 


| STUDEBAKER— 47 Champion 4-dr., $940. | CHEVROLET — ‘49 SL Special business 
*41 Champion 4-dr., $290, $200, '39 Com-| coupe, $1,300; FL Deluxe 2-dr., $1,435. 
muander 4-dr., $50. ‘48 FM 4-dr., $1,130, $1,130; FL areo- 


sedan, $1,130; SM club coupe, $1,110. '47 
FM 2-dr., $1,070, $910; 4-dr., $985; SM 
4-dr., $910. '46 FL aerosedan, $920, $810; 


ST. JOSEPH, MO. | 


(St. Joseph Automobile Auction Co. Sale SM 4-dr., $730. '41 Deluxe club coupe, 
| every Tuesday. Prices are for sale of $400. '40 Master club coupe, $420. ‘39 
| Nov. 1.) MD 4-dr., $285. '36 Standard 2-dr., $85. 


| (Prices slightly higher. Sold 61 units 


out of 103 offerings.) Royal 4-dr., $150, 


| CHEVROLET—'49 FL Deluxe 4-dr., $1.- | nesoro—'48 Custom 4-dr., $1,390, $1,260. 
550. 47 SM 4-dr., $967; 2-dr., $877; FM|° “47 Custom 4-dr.. $1,100, 46 Deluxe 
club coupe, $950; 2-dr., $977. ‘46 SM 2-dr. Deluxe 4-dr., $230, 


-dr., $930, $957. 
o-e.. © $ DODGE—'49 Wayfarer roadster, $1,425. ‘48 


CHRYSLER—'47 Windsor conv., $1,200. '37 


$850. '40 


| CHRYSLER— 47 Windsor 2-dr., $1,060. '42|  Heluxe 2-dr., $1,210. ‘47 Custom 4-dr., 
Royal 4-dr., $550. | $1,020. °42 Custom 4-dr., $410, °39 

DeSOTO—'48 Custom 2-dr., $1,290. 1-ton panel, $260. 

| DODGE—'42. club coupe, $612. FORD—’'49 Custom (8) 4-dr., $1,575, $1,- 

| FORD—'49 Custom (8) 4-dr., $1,257. 47 | 240; conv., $1,420; 2-dr., $1,525, $1,350; 
SD club coupe, $1,000. ‘46 SD club coupe, $1,340, $1,260; Custom (6) 


2-dr., | 
| $882, $845, $725. | 


2-dr., $1,190; (6) half-ton pickup, $1,- 


MECHANICS PREFER THIS 
Snap-on FERRET SET 


with the long, slim, slender handles! 


This carefully selected assortment 2 7 


includes the following handles: 

Ratchet, Speeder, Sliding Bar, Nut-Spinner, 3”, 
6”, and 11” Extension Bars, and a Universal 
Joint. Sockets include a 1/4” and 5/16” single 
hex socket and eleven double hex sockets from 
3/8” to 7/8”. In compact metal box. 





Quantity 








DELUXE PLIER SET 


1 enclose 





$ 00 NAME....... 
An all-purpose plier set that will 
handle any gripping, cutting, or 
twisting jobs your mechanics have to handle. A 
practical plier set for professional mechanics. ADDRESS.. 
Fully guaranteed. Superbly built and finished. 
In convenient leatherette bag. CG ress 
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Average Used-Car Prices 


(Compiled by Automotive News) 






















Model Nov. 1949 Oct. Sept. 
(to date) 1949 1949 
Be sev teds $1,625 $1,680 $1,781 
| $940 Re viveewn 1,177 1,228 1,336 
$877 ae 986 ©=6:11,015~—Ss«*1, 098 
$839 SN ovverus 839 8938 956 
1942. 432* 48) 535 
MMR. .5 cs 439* 459 486 
Wy cess’ 377 387 388 
Overall 
——S——— Average... $ 839 $ 877 §$ 940 
| Nov. (te date) Oct. Sept. *Note: Prewar car prices vary greatly. 
Last week so many cheap ‘42s came 
et a Le it ie ae through the auctions that they put the 





‘42 averages under the ‘41s. 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 






110. 48 SD 4-dr., 2 at $1,000. '39 Deluxe "48 SD 4-dr., $1,160. '47 SD club coupe, 
2dr. “5120. | $960; Deluxe 2-dr., $850. ‘46 SD 4-dr., 


- ” ’ - | $875, $810, °42 SD 4-dr., $400. '40 Deluxe 
FRAZER—'48 Manhattan 4-dr., $970. 4-dr., $380, 


| HUDSON—'46 Commodore (6) — $720; | PONTIAC—'49 Streamliner (8) 2-dr., $1,- 
Super (6) business coupe, $525. | 810. °'48 Streamliner (6) 4-dr., $1,175, 
| KAISER—'49 Special 4-dr., $1,210. | $1,125. '47 Streamliner (6) 4-dr., $1,150, 
| LINCOLN—'41 Zephyr club coupe, $190. | $900; Torpedo (6) 2-dr., $1,080. '46 
aaitaaiaehtab chee sa ens; q-ar,, | Streamliner (8) 4-dr., $935. '41 Stream- 
MERCURY—'49 club coupe, $1,620; 4-dr.,) jiner (6) 2-dr., $470; (8) 4-dr., $330. '39 
| oo : Deluxe (6) 4-dr., $400. 
| NASH—'49 (600) 4-dr., $1,400. "48 (600) | noneBAKER —'48 Land Cruiser 4-dr., 


club coupe, $1,025. '47 (600) 4-dr., $720. 
| OLDSMOBILE—'49 (88) 4-dr., $2,220. '48 

(98) 4-dr., $1,410. '46 (66) 4-dr., $890. 

’37 (70) business coupe, $160. 
PLYMOUTH—'49 SD club coupe, $1,625. 


$1,300, $1,295. '47 Champion 4-dr., $960, 
$900. ‘41 President 4-dr., $330. 


WILLYS—'48 1-ton truck and plow, $900. 
MISCELLANEOUS—'39 4-dr., $130. 





Snap-on Gift Certificates are available 
for the exact amount you wish to give. 
See your Snap-on man for complete 
details 


Snap-on 6-PIECE 
Dwarf Boxocket Set 


$765 


A strong, short-handled set for work 
in close places. You get six double- 
end wrenches with sizes ranging from 
5/16" to 3/4”. In kit bag. 


SNAP-ON TOOLS CORPORATION, 8082-K 28th Ave., Kenosha, Wis. 


Please send me the following: 


(C0 Information on 
Gift Certificate. 
(0 Have Snap-on man call. 
[] Company Purchase Order. 


$27.65 Ferret Set 

$22.00 Plier Set 

$ 7.65 Boxocket Set 
OO Check, 0 Money Order, 


escenes ecceosersensnenerveneesscsseneteesenssverensssevscsscssccescsscscbecesseeed SVAVE...0.enccrcserensresnseseesensessssoconoonan 





Sichmond Expects 
To Cut Insurance 


With Driver Tests 


RICHMOND, Va.—A driver-test- 
ing program now being planned by 
the city personnel department and 
the Virginia Auto Mutual Insurance 
Co. is expected to result in both a 
lower accident rate for city-owned 
vehicles and cheaper automobile 
insurance for drivers. 

Under the plan, all applicants for 
driving jobs with the city would be 
run through a series of tests de- 
signed to determine their general 
driving ability, knowledge of traffic 
rules, reaction time, depth percep- 
tion, knowledge of motor vehicles 
and intelligence. 

John A. Mapp, personnel direc- 
tor, said the installation of such a 
program almost always reduces the 
accident rate immediately. This, in 
turn, could result in lower insur- 
ance premiums for the city’s ve- 
hicles. J. W. Huffman, director of 
purchases, said the cost of such 
premiums to the city is $32,000 an- 
nually. The 
enable the city to save through 


reduced maintenance 


program also may) 
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costs, Mapp | 
said. 

Prospective drivers will be tested | 
on a course for starts, stops, turns | 
and signals. Drivers must make) 
certain minimum marks for re-| 
action time and depth are 
to qualify. They will be given 
physical examinations, as well as | 
three written tests. 

Although the tests are designed | 
primarily for new drivers, the | 
personnel department may recom- | 
mend similar examinations for 


|drivers already in the employ of | 


the city. 


Charlotte Police Crack 


Big Tire Theft Ring 


CHARLOTTE, N. C.—Police here | 
have cracked down on a tire theft | 
ring, which allegedly supplied truck 
tires and other automotive equip-| 
ment to operators in North Wilkes- 
boro. The ring stole loot valued at 
more than $10,000, police said. 

Reportedly the ring operated 
here over a _ period of several 
months, Authorities last week were 
considering whether to file charges | 
against persons believed to have 

purchased : some of the stolen goods. | 


TWELVE SETS OF SHOES ARE PROCESSED AT ONE TIME—L.R.C. Co., 5546 Grandy, Detroit, 
| has expanded its output of replacement bonded brake shoes to about 8,000 sets a day. 


Brake Shoe Bonder Boosts 


After-Market Volume 


DETROIT. — Recently expanded 
| facilities, covering some _ 135,000 


square feet of space, have enabled 


design, thermostatically controlled | 
curing ovens to further strengthen 


|the adhesion and normalize the 


SERVICE SECTION 
trucks up to %-ton capacity and 
for all vehicles from 1934 to date. 

Harwood, in pointing out that 
the demand for bonded brake shoes 
on an exchange basis has been in- 
creasing not only steadily but in 
direct proportion to the number of 
cars being produced with bonded 
shoes as standard factory equip- 
ment, calls attention to the need 
of linings with a high co-efficient 
of friction and good wearing quali- 
ties plus the extra surface contact 
that only the bonded lining can 
give. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


Lip- aL 


— ANOTHER 
MARSON TIME-SAVER 


LEEEEEELEEEE ERE LE EE EEE EEE EEE EEE EE EEE EE Ee EEE |bonding, plus grinding equipment 


L. R. C. Co., 5545 Grandy, Detroit, 


Announcing 
the appointment of 


PAUL B. CHRISTMAN 
as Manager of 
AUTOMOTIVE ADVERTISING 


JOHN H. BAKER, JR. 
Manager of Detroit Office 


CHICAGO DAILY NEWS 


400 West Madison St., Chicago 6, Ulinois 


NEW YORK DETROIT 
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LOS ANGELES MIAMI 
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An Eco Tireflator puts you in more solidly 
with your customers, for it not only provides 
exactly the pressure they ask for, but proves 
to their own eyes that they are getting it! 
Only Eco Tireflators which are master 


gauges themselves, can provide this precision 
Only Eco Tireflators register the 
pressure in such highly visible fashion. And 


acc uracy. 


just think—one new customer will pay for 


your Eco Tireflator! 


Phone, 
for full information. Service Station Equip- 


wire or write 


ment Company, Muskegon, Michigan. 


$8 


POST TYPE WALL TYPE 
TIREFLATOR =TIREFLATOR 


REEL TYPE 
TIREFLATOR 


l. 


REMOTE CONTROL 
TIREFLATOR 


to push up its production of re- 
placement bonded brake shoes to 


|approximately 8,000 sets of shoes 
| per day, it is announced by Joseph 
| Harwood, general manager. 


L. R. C. Co., which was up to 
just about a year ago the brake 
shoe rebonding department of 
Louis Rose Co., Detroit, one of the 
largest MoPar distributors in the 
country, has developed this in- 
creased capacity to take care cf 
the replacement brake shoe _ re- 
quirements of 30 other MoPar dis- 
tributors located in the eastern 
half of the United States. 

Through these distributors, re- 
placement shoes are bonded for 
approximately 5,000 Chrysler, 
Dodge and DeSoto dealers and 
their independent repair shop 
customers, as well as the dealers’ 
own service customers. 

Specialized electronic bonding 
equipment for fusing the lining to 
the brake shoe of most modern 


°24 


mSTReCTION, 


eco 


TIREFLATOR 


5 


Meets Grade A Testing Specifications American Standards Association 


« MZ TEED 1 


ECO TIREFLATORS 





| its rebuilding methods, 


| baking. 


to insure perfect fit and maximum 
braking area, all are quoted as 
underlying reasons for the quick 
growth of the company. 

But the major factor, according 
to Harwood, has been the ability 
to train specialists for each opera- 
tion due to the volume of business 
going through the shop each day. | 

Considerable improvement and| 


refining in the method of bonding | 





CURING OVENS AT L.R.C. Co., DETROIT— 
Thermostatically controlled, these heaters are 
used in the production of replacement bonded 
brake shoes at this division of Louis Rose Co., 
one of the largest MoPar distributors in the 
country. 


brake lining to shoes have been 
reported in the little over two 


| years that bonded brakes have be- 
|come standard on cars and trucks. | 


The human element still is the 
controlling factor in absolute as- 
surance of quality workmanship 
and perfect bonds. Much of the 
human errors of rebonding are 
eliminated when men can be al- 
lowed to specialize in each oper- 
ation of the bonding procedure. 
While L. R. C. Co. has full Chrys- 
ler approval of the process used in 
it has con- 
stantly endeavored to improve on 
its processes and procedures. 

One of the things found early 


jin the replacement shoe business 


was that the use of a partly cured 
lining results in not only a better 


|uniform bond but eliminates fail- | 


ures that might result from over- 


While the company uses the | 


Chrysler Cycle Weld bonding agent, | 


it has to a great extent developed | 


i own bonding machine and pro- | 


cesses. Their machines bond two 
shoes at « time. With 12 machines 
going at all times, this gives them 
an output of 600 shoes every 20 
minutes of the working day. 

The shoes are held in the bond- 
ing machine at 550 degrees for 
2% minutes and then go to the 
thermostatically-controlled ovens 
for curing. | 

While today L. R. C. is receiving | 
a large proportion of its shoes for | 
rebonding from the various distrib- | 
utors it supplies, at first it had to | 
buy new shoes and bond the brakes | 
to them to take care of its rapidly | 
expanding trade. | 

Under the L. R. C. method of 
rebonding, five numbers now take 


| care of all Chrysler-built cars and 


REPLACES OLD FENDER WELT 
WITHOUT REMOVING FENDER 


Zip he 


—SHEAR OFF THE OLD 
ZIP IN THE NEW 


Write For FREE Sample To 


UST UL 


115 Mill Street, Revere 51, Mass 
Sole Distributors 
Selling Only 


Through Jobbers 


LICENSE PLATE 
FASTENERS 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 2 
Packed 12 to Box—Order 
Any Quantity 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from ... 
HOUSER ENGINEERING 

& MFG., INC. 
Bluffton, Indiana 
Money-Back Guarantee 





[NAME PLATES| 
ew: PRECISION CAST. 

N ELIMINATING ALL pu cosTs 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated 
Write for details. 


Phila. 6, Penna. 
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Still Boiling 
10 Illinois Residents 
Own Steamers 


SPRINGFIELD, Ill. — Of Illinois | 
auto license applications filed to} 


date, the secretary of state’s office 
has found that 10 residents still 
own and operate steam-powered 
cars. Two of them are Whites, one 
Dobie and eight Stanleys. 


The owners are: L. A. Einhorn, 
Rockford, and Lloyd Partridge, 
Chicago, (White); E. Olney Her- 
man, Momence, (Dobie); Lloyd 
Partridge, Chicago; Dean A. Med- 
berry, Peoria; George Barkley 
Bley, Beardstown; R. L. Clark, 
Evanston; Charles H. McDowell, 
Decatur; Robert D. Stayton, 
Aurora; Eugene M. Marquart, Chi- 
cago, (Stanleys)—all of the vintage 
of 1910-1926. 


Auman-Baldwin, Inc. 


Auman-Baldwin, Inc., Asheboro, 
N. C., has been granted a charter 
to deal in automobile accessories. 
Authorized capital stock is $100,000, 
with $7,000 stock subscribed by 
Howard and Lucille Auman and 
Jesse Baldwin. 
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Gov. 


1 


DENVER.—Colorado may have to 
float a multi-million-dollar bond 
issue for road construction if the 
state is to modernize its highway 
system to meet future demands, 
Gov. William Lee Knous has in- 
formed the state’s long-range high- 
way planning committee. 

Long-range road planning and 
construction necessarily hinge 
upon securing additional revenue, 
the governor emphasized. 


He later told the press: 
bond issue is a possibility. I am 
not advocating a bond issue, how- 
ever. Any recommendation for 
financing a long-range highway 
|program should come from the 
committee.” 

Gov. Knous told the committee 
that the plan it formulates “may 
be the most important single ac- 
complishment in recent years 
toward giving Colorado a sound 
and workable plan for highway 
construction.” 

Acknowledging that there are 





GET RID OF 


GAS FUMES 


Solve Your Garage and Shop Ventilation 
Problem This Simple Inexpensive Way 


What you have been waiting for—the 


final, successful solution to your garage 


ventilation problem all available in a packaged kit, including motor and 


blower, ready to install. 


@ Removes gas fumes at source (exhaust pipes). 


@ Simple installation—no change or alteration of exist- 


ing facilities. 


@ Not in your way—instantly in use or out of the way 


when you don't need it. 


@ Saves man-hours and helps keep employees. Mechanics 
have less sinus, headaches, etc. 


COMPLETE 
PACKAGED KIT 
F.0.B. Decatur 


$18750 


WRITE FOR CIRCULAR 


Ilustration shows standard kit 
with two extra tube outlets. 


National also makes a complete packaged kit for underfloor irstallations. 


Cast aluminum floor assemblies, 


flexible metal hose, 


motor and blower 


units and accessories available. Write for Complete Catalog. 


The National System of Garage Ventilation 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 
DEPT. 2113, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 





De Luxe NAME PLATES 


for 


Sparkling, 





METAL ARTS CO. Inc 


polished, 
motive manufacturers’ 





Dealers 


heavy chrome plate to auto- 
specifications. 





MACO de luxe name 
plates are made to 
order in any form, de- 
sign or shape you 
want. Colors may be 
inserted at any point. 
Write today for folder 
and estimates. 


mY. 


Dept. 8, Rochester, 





Colorado Road Needs 


Knous Hints Multi-Million Bond Issue 
Might Solve Financial Problems 


“The | 









“differences” in thinking as to what 
type highway program Colorado 
should adopt, the governor said the 
committee’s study may help in 
reconciling these differences, “a sit- 
uation which has developed in other 
states when they launched studies 
| of highway needs.” 

In its efforts to formulate a 
master plan, the governor said, 
the committee should consider 
priority in road construction, 
financing the work, constributing 
economic factors and service to 
the state as a whole. 

He emphasized that Colorado’s 
two most important industries— 
agriculture and the tourist trade— 
depend upon a good road network. 

State Sen. Stephen L. R. Mce- 
Nichols, Denver democrat who 
heads the planning committee, 
pointed out that Colorado is not 
alone in its highway headaches. 
Virtually every state in the nation 
is faced with financial problems in 
| modernizing its highways, he said. 
“We're going to have to change 
the complexion of our thinking on 
finances,” McNichols said. “We've 
got a selling job to do. If the state 
is to improve its highway system, 
and construct badly needed arter- 
| ies, finance is a fundamental con- 
| sideration.” 





Colo. May Exempt 
Itself From Paying 


Vehicle Levies 


DENVER.—Colorado’s Attorney- 
General John W. Metzger handed 
down a decision last week that is 
|} expected to pave the way for ex- 
emption of the state and counties 
from paying gasoline taxes on ve- 
hicles as well as registration fees. 


Metzger confined the opinion to 
the question on registration fees 
for state and county-owned motor 
vehicles. However, he said that the 
logical result will be to extend it 
to motor-fuel taxes when that 
question arises. 


The problem first arose when 
Lacy L. Wilkinson, state purchas- 
|ing agent, advised Metzger that 
the state had been paying about 
$60,000 a year to itself for vehicle 
registration. Metzger ruled at that 
time the state did not have to do 
this. 
| W. F. Perkins, director of rev- 
}enue, broadened the question to 
ask if counties and cities, as well 
|as the state, are excluded from 
| vehicle registration fees. 


Metzger replied that the state 
and counties are clearly excluded 
| but there is some question about 
cities which should be cleared by 
the next legislature. 


‘Income Tan Cut 


Urged in Idaho 


| BOISE, Ida.—In a letter to the 
state legislative committee on gcv- 
;ernment reorganization, Idaho's 
|Gov. C. A. Robins has suggested a 
four-point program which would 
reduce state income tax collections 
by about $944,800. 

| He recommended that the per- 
|sonal exemption for single persons 
| be increased to $750, bringing it in 
\line with the joint exemption for 
| married couples, that the credit for 
dependents be increased from $200 
to $250; that an earned income 
|credit of 10 percent of income, on 
|incomes of less than $5,000, be 
j}adopted, and that a _ long-range 
|}capital gains provision be adopted 
to conform with the federal law. 

















Ohio Counties Meet 


YOUNGSTOWN, O.—Members of 
the Trumbull and Mahoning County 
associations will hold a joint meet- 
ing in Warren Nov. 14. Walt Hamer 
of Columbus, executive secretary 
of the Ohic Automobile Dealers 
| Assn., will speak. 


Shug Ghee Buick 


Shug Glenn Buick Sales & Serv- 
ice, Lexington, Ky., has filed a 
charter amendement changing the 
corporate name of the firm to Shug 
Glenn Buick, Inc. 








Insurance Rates 


Dropped in N.C. 


RALEIGH, N. C.—(UTPS).—Au- 
tomobile and truck owners in 
North Carolina, promised a reduc- 
tion of insurance rates some weeks 
ago, were pleased last week to find 
that the reductions are much 


larger than the tentative estimates | 


previously made. 

Announcements from the office 
of State Insurance Commissioner 
Waldo C. Cheek indicate that new 
rates will effect a saving of $527,- 
797 annually instead of the $326,990 
savings under rates recommended 
by the state rating bureau when 
the revisions were first studied. 


The exact date of the application 
of the new rates will be delayed 
until new schedules are in the 
hands of the proper authorities and 
agencies. As soon as printers are 
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| able to submit galley unite the 
date will be inserted and the rates 
will go into effect at that time. 

Despite the general trend down- 
ward, the rates in the new sched- 
ules will be increased for collision 
insurance, since repairs are now 
much more expensive than form- 
erly, especially for labor, insurance 
firms say. 


$500,000 for Building 

North Side Chevrolet, Inc., 
1045 Broad Ripple Ave., Indian- 
apolis, has started construction 
on its new $500,000 home, to be 
ready for occupancy by spring 
of 1950. W. E. Kuhn is president. 

The building will be built in 
an L-shape, extending 115 feet 
along Broad Ripple Ave, and will 
be 220 feet deep with a 30-foot 
building frontage on Compton St. 
A paved parking lot will extend 
175 feet along the street and will 
be 110 feet deep. 
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PRODUCTION 


ej 
IRON CA 


GREY 


STING 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 


PRODUCTION FOUNDR 


STABLISHED 


ia 


Ti aae 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND 


MANUFACTURING PLANT 


CHATTANOOGA 2, TENNESSEE 


18 MODELS 
FOR EVERY 
STORAGE 
tz) 
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ye 


SHELVING + PARTS BINS - 





Send for new, 


WELLSTON 


ROTABINS - 





illustrated Circular J-211: 

The Frick-Gallagher Mfg. Co., 
415 Shubert Bidg., 
Philadelphia 2, Pa. 


GALLAGHER 


Sales: 


OHIO 


COUNTERS RACKS TABLES 
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New York Opens 


Huge Terminal 


For Truckers 


NEW YORK.—Heralded as the 
forerunner of similar 


curb truck traffic congestion and 
wasteful trucking 
tices, the Port of New York Author- 
ity’s $9,000,000 union motor truck 


terminal has been formally opened | 


on Manhattan’s lower west side. 
Howard S. Cullman, chairman of 
the bi-state NYPA, predicted the 
huge four-block terminal would 
save truckers $1,000,000 a year. 


The terminal, which is designed | 


as a “post office” for mixed mer- 
chandise freight, is 


ment of over-the-road common 
earriers that handle less-than-car- 


load lots. Six hundred such heavy | 


trailer-trucks enter the city daily. 

Besides serving as the nerve 
center for 80 over-the-road units, 
the terminal will berth a “mosquito 
fleet” of 56 local trucks, Cullman 
estimated that the local trucks 
should save 675,000 truck miles and 
increase operating efficiency 52 to 
95 percent. 

The first public-financed struc- 
ture of its type, the truck terminal 
will handle 1,300 tons of freight 
daily when it starts regular opera- 
tion about Dec. 1. 

This will be after a 30-day break- 
in period to allow, truckers to 
acquaint themselves with various 
innovations. Within a year the 
terminal's load is expected to be up 
to 2,000 tons. 


Sandman to Move 


R. D. Sandman, Chevrolet 
dealer in Hillsboro, Wis., an- 
nounces he has purchased the 
former Knower Sales building, 
and will move his equipment to 
the new location. The building 
was sold at public auction. 





terminals | 
throughout the country, which will | 


industry prac- | 


eer 


_ AUTOMOTIVE NEWS, NOVEMBER 14, 1949 


| 
i 
| 





Double Trouble 
Mont. Weight Laws Hit 
Both Driver, Firm 


HELENA, Mont. 
}torney-General Arnold H. Olsen 
|} has ruled that when a person em- 


_ | ployed as an agent of a firm or 


corporation operates a vehicle on 
| Montana highways contrary to 


= | state laws restricting size and load 


| limits, crimes have been committed 
| by both the operator and the firm. 


Montana At- | 


SERVICE SECTION 
it 
drive or move such a vehicle 
also that it is a crime for 
owner to cause or knowingly 
mit such vehicle to be driven 
moved.” 

The attorney-general added, how- 
ever, that if the charge is exces- 
sive speeding and the vehicle is 
driven by an agent of a firm or 
corporation, “the agent driving the 
vehicle should be charged with the 
misdemeanor and no charges can 
be filed against the firm or cor 


is a crime for any person t 
an 
the 
per 
anc 


| poration.” 


HUTTON AIDS STUDENT DRIVERS—Hutton Chevrolet Co., Riverside, N. J., has delivered 
the first high-school driver-training car in Burlington county. Left to right: Frank J. Quinn, 
safety director, Automobile Club of Central New Jersey; Anne Jester, instructor; Robert C. 
Mongon, superintendent of 


expected to| 
reduce by 25 percent the city move- | 


Shoff, supervising principal of Riverside high school; John E. 


schools of Burlington county; Jack Hutton, president, Hutton Chevrolet Co.; Charlies Lehman, 


instructor; Police Chief Louis Harris. 





MADISON, Wis.—With quiet in- 
sistence, the state highway com- 
mission continues to remind Wis- 
consin motorists that the big 
current highway-construction pro- 
gram will come to a sudden halt 
soon unless more highway tax rev- 
enues are provided to sustain it. 

Chairman James R. Law of the 
highway department rarely makes 
a public appearance nowadays 
without sounding the theme. Money 
is available to keep up construction 
at the current rate through the 
1950 season. 

After that, he explains, it must 
be at least halved because the 
state will have exhausted the 
fund surpluses built up during 
the war period and will be forced 
| to depend upon annual receipts 
appropriated for new construc- 
tion. 

Annual receipts available for new 
construction, under the commis- 
sion’s normal budget, will amount 
to about $15,000,000, including fed- 
eral highway aid. 





of the department of about $80,- 


EVERY MOTORIST WANTS 


THE STYLE 


AND COMFORT 


OF f7/shodes 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


a, rr are 
Sere een 


AUTO VENTSHADE CO. 


BOX 1402 » ATLANTA 1, GEORGIA 


THESE FEATURES 
MEAN BIG SALES! 


© Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 

© Less fogging of glass 

e Shade from the sun 

e More comfort the year ‘round 
e Added beauty for the car 


@ Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 









© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 


Wis. Highway Problem 


Additional Funds Needed to Continue Program 
Of Road Building, Commission Says 


It compares with a total income | 






{000,000 a year at current levels, 
most of which is used for roads off 
the state highway system, in form 
|of aids to counties, cities, villages 
and towns, for maintenance work 
on the state system, for marking 
and signing and for a host of inci- 
| dental purposes. 

The commission has set $30,000,- 
|000 a year as a reasonable mini- 
mum construction budget annually 
|for the indefinite future. 


| Here is Law’s explanation of the 
budget requirement: 


Out of the 11,000 miles of road 
on the state trunk system, about 
6,000 miles have been hard-sur- 
faced. These latter roads have a 

| life expectancy of about 30 years, 
| and cost about $75,000 a mile, on 
the average, to replace. 


Thus, merely to keep the present 
proportion of hard-surfaced roads, 
| without expanding the mileage, will 
| require an annual construction pro- 
|gram of 200 miles and an annual 
disbursement of $15,000. 


The remaining miles of road on 
|the state system, of inferior sur- 
|facing, have caused agitation for 
improvement in dozens of Wiscon- 
|sin communities. The implicit pol- 
jicy of the state highway program 
has always been to put a hard sur- 
face on each mile of the state trunk 
system. — 


| 


Should the state aim at complet- | 


|ing the hard-surfacing program in 
the next quarter century, at the 


| same average cost, it would require | 


the building of 200 miles each year 
at an expenditure of about $15,000,- 
| 000 annually. 

The commission chief emphasizes 
jthat his estimates of budget needs 
|are conservative. Right-of-way ac- 
|quisition is becoming more expen- 
|sive. Some of the major routes 
| scheduled for reconstruction run 
|far higher in cost per mile than the 
javerage cited. There are new de- 
|mands for highway service in the 
form of roadside beautification, 
roadside parks, marking and zon- 
ing. 

And the construction the bud- 
get law visualizes does not take 
into account the state’s huge and 
growing back-log of bridge re- 
placement projects. 

After the Spring Green bridge in 
southern Wisconsin collapsed last 
year, the commission directed C. H. 
Kirch, head of its bridge engineer- 
ing unit, to make a new inventory 
lof all the highway spans on the 
state trunk system. There are 2,000 
such bridges, and 320 of them, in 
|the opinion of the state engineers, 
jought to be replaced. To replace 
jthem, at modern prices, 
mean an additional outlay of $35,- 
000,000, 

Law appeared before the legisla- 
ture last winter to discuss the com- 
mission’s budgetary arrangements, 
and supported bills pending there 
to increase state highway revenues 
through an additional one-cent levy 
on gasoline. The bill died, but most 
political observers expect other pro- 
posals for augmenting highway 
construction funds will be submit- 
ted in future sessions. 





Soccer Sponsors 


Two St. Louis motor car distrib- 
|utors are sponsoring teams in the 
St. Louis professional soccer league 
|that plays double headers every 
Sunday at Sportsman Park. Joe 
| Simpkins, Inc. (Ford), 6421 Easton 
| Ave., and McMahon Pontiac, Chip- 
| pewa St. and Gravois Ave., are the 
|}sponsors and they report 
{clubs won their opening games. 


would | 


both | 


! 


“The law provides,” he said, “that 
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The SAN DIEGO 
UNION and TRIBUNE-SUN gives national 


advertisers the opportunity to concentrate their 
advertising dollars! Less money does a bigger 
selling job because of dominant coverage of the 
market. Local Department Stores know this fact. 
That’s why 80.8% of their advertising goes into 
just ove buy... the 
San Diego Union and 
Tribune-Sun. You will 
do well to make just 
one buy in San Diego! 


The UNION and TRIBUNE-SUN 


carried 4,768,579 lines of 
Department Store advertising 
in 1948 ... 80.8%...a guide 
to your spending. 


Ask the West-Holliday Man! 
“All the News with Partiality to None”’ 


UNION and TRIBUNE-SUN 


Union Tribune Publishing Co., San Diego 12, California 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. 


New York « Chicago + Denver + Seattle + Portiand + San Francisco + Los Angeles 






Pe ya eae eae cS 
NEW ZIPPER ARM REST COVER! 


Torn, Shabby Arm Rests 


Become New and Fresh! 


Something new has been added by the 
manufacturers of Flex-Tone seat covers— 
@ ready-to-use, easy-to-install front arm 
rest cover every car dealer will want 
in stock. 


















Zippered for Easy, 
|-Minute Installation! 


Produced of durable vinylite and 
equipped with zippers to speed 
installation time, this attractive 
accessory will (1) make 
torn, shabby front arm 
rests of old cars glistening 
new again; and will (2) 
provide long-lasting protection for 
new car front arm rests. 


Made of Genuine 

20-Gauge Vinylite! 
Use them to refurbish Plymouths, Dodges and 
DeSotos from 1941 and up which you have 
taken in trade; or sell them to anybody pur 
chasing 1949 Plymouths, Dodges, DeSotos and 
Chrysiers. Order your quantity today from 
AUTOMOBILE UPHOLSTERY CORP. 43 DE- 
BEVOISE PLACE, BROOKLYN |, NEW YORK. 


List Price: 


MODEL XOI fits all Plymouth, Dodge, De- 
Soto models from 1941 through 1948. 

MODEL X02 fits all Plymouth, Dodge, 
Soto, Chrysier models of the year 1945 

MODEL X03 fits all Dodge, Chrysler rear- 
door arm rests for the year 1949. 

MODEL X04 available for 1942 
Chryslers. 


e- 


to 194 


$3.50 per pair. Dealer Price: $2.50 per pair. 


(F.0.B. Brooklyn, New York) 
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43 Debevoise Place, Brooklyn |, N. Y. 
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617,858 on Hand and in Transit .. . 
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Dealer New-Car Stocks Dip 


(Continued from Page 1) 
than offset production. With pro- 
duction down even further this | plans into effect now that had been 
month, there is every reason to be- | contemplated later. 
lieve that the same thing is happen- | nia 
ing in November. | Asa result, new car delivery in 

Dealers in many areas report that rural areas is reported already ” 
sscinbicincbaianiatpceeisiciiel cian cipenatteatinaaiiiaen be difficult to obtain on many 


= makes and models. Most city 
New-Car Stocks dealers can still offer immediate 


In Postwar delivery, but in many cases there 
(Estimated by Automotive News) is a waiting period for specific 


Cars Cars Total | body styles. 

Actu- in Poten- : ' , 

ally in ‘Transit tial According to AvTomotive News’ 
Period Dealers’ to Inven- |tabulations, new car stocks at the 
= = aan ‘ee 250 sag | nation’s more than 40,000 dealer- 
July 1,°47.. 56,752 205,000 261,752 | Ships on Nov. 1 totaled only 617,858 
Jan, 1,°48.. 78,636 242,000 320,636 ’ " : 
duly 1, “as. . 2s 314,000 298,559 Wilsch 
an, 1, °49.. 883 93,000 489,883 i 
Mar. 1, °49.. 205,681 244,000 449,681 Sorry, Mr. Wilse : 
Apr. 1. 7S... 508.008 310,000 a COLUMBUS, O.—In a recent is- 
Sept. 1, "49. . J 306,000 592,686 | ‘ , 
Oct, 1,49. . 340,457 278,000 *618,457 | SUe Of AUToMoTive News, the name 
Nov, 1, '49.. < 233,000  617,858|/ of the president of the Ohio Auto- 

n.B. Above Agures include ~~ cars | mobile Dealers Assn. was incor- 

actually n ealer ands, plus ose n ys 
transit, but consigned to individual dealers. rectly given as Lou Wilson. The 





— MAKE WINTER PROFIT 
with these BUMPER CLAMP 
MAXIM SNOW PLOWS 


Tg 


president’s name is Lou Wilsch. 









THREE SIZES — 90” — 78” — 66” 


@ CLAMPS RIGHT ON THE 
BUMPER 


@ EASY TO PUT ON OR 
TAKE OFF 


@ FOR LIGHT TRUCKS, 
PICKUPS, JEEPS 


@ IDEAL FOR FACTORY YARDS, 
PARKING AREAS, FILLING 
STATIONS, CONTRACT 
PLOWING, ETC. 


@ HYDRAULIC OR VACUUM LIFT 





& 


Showing 66” plow with hydraulic lift on 
4 wheel drive jeep. 


.--- AND FOR THE PASSENGER CAR 


co 


fe 


Handy bumper clamp vee 
plows for the average man’s 
driveway — built for use on 
his car — plows deep snow 
clean — vee blade insures 


minimum load on car. 








THE MAXIM SILENCER COMPANY 
66 Homestead Ave., Hartford, Conn. 


Please send me full information on your SPECIAL INTRODUCTORY 
OFFER TO DEALERS. 


Name 





Firm 





Street 


Cit 





State 
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| customers, spurred by fears of cur-|units, compared with 618,457 on 
tailed deliveries, are putting buying | Oct. 1. 


* * * 


F THE Nov. 1 total, 384,858 cars 

—or an average of less than 9% 
cars per dealer—were actually in 
dealers’ hands. 

Another 233,000 of the Nov. 1 
total were still in transit. This 
was one car less for each dealer 
than the month before. 


At first glance, a total of 617,858 


cars might appear to represent a 


sizeable stock. But when the cur- 
rent volume of sales is taken into 
consideration, such a total is con- 
sidered negligible. 

Early sales reports indicate that 
new cars are being sold at a rate | 
of 2% per week per dealer. Mean- 


|while, dealer stocks are being re- 


plenished currently at less than 
that rate weekly. 

Cold statistics make it obvious 
that, unless production is soon 
brought back to normal, a good 
many cars may not be available 
for delivery without a moderate 





waiting period. 

And the steel and coal strikes 
have had enough effect on the 
future so far to make it certain 
that things will get worse before 
they get better. 





+ 

Discounts 
| (Continued from Page 1) 
|discounts, which have not been 
laltered since the war, were not 
| affected by the Ford car action. The 
|Ford truck discount is 28 percent 
on F-7 and F-8 models and 25 per- 
jcent on all other units. The dis- 
}count on Mercury is 25.9 percent 


|/and on Lincoln, 26.1 percent. 
| © * * 


| {7 WAS announced, meanwhile, 
|* that the 1950 Ford will carry a 
|Ford coat of arms for the first 
time. 
| The new crest (or arms as it is 
|}ecorrectly termed in heraldic nom- 
|enclature) was derived by Ford 
| stylists from an authentic coat of 


arms which dates back to 17th) 


|century England. 
It will appear on the front of 
the hood directly over the cen- 
| ter of the grille and on the cen- 
| ter of the trunk lid over the 
| handle. 
The new crest is shaped like a} 
|shield, surmounted by the word | 


| “Ford” in block letters. It is divid- | 
|ed into three fields of red, white | 
land blue separated by a black} 
|chevron marked with five gold! 


spheres. Three golden lions regar- | 
dant are mounted, one in the cen- | 
ter of each of the three fields. 
* ak Ba | 
EINSTATEMENT of the dis-| 
count represented a rise of one | 
percentage point from the 24 per-| 
cent rate which had prevailed since | 
last Apr. 4, when Ford car prices | 
were reduced by $14 to $33. 
From June 15, 1948, when the new | 
1949 Ford was first announced. 
until last Apr. 4, the discount rate 
ranged between 22 and 23 percent. | 
This contrasted to 24 percent plus | 
in the immediate postwar years on 
1946, 1947 and 1948 cars and a flat 
25 percent before the war. 


Ford dealers and the National 
Automobile Dealers Assn. were | 
expected to greet the discount | 
action with commendation. NADA | 
reacted critically during the sum- 
mer months of 1948 after the dis- 
count was first cut back. 

At the time the discount was | 
“frozen” at existing dollar levels in | 
June, 1948, Davis promised Ford | 
dealers that the move was a tem- | 





porary expedient and that the rate | 


would be boosted upon return of a | 
buyer’s market. 
REASONS given by Ford for the | 

discount freeze were the climb | 
in changeover costs and the need | 
for modernizing Ford plants and | 


machinery. 
Davis’ explanatory letter to 
dealers cited the company’s 


awareness “for our dealers being 
on at least an equal footing with 
the competition when it comes to 
trading cars in the buyers’ 
market.” 

He said the discount freeze would | 
enable the company to remain “on | 
an equal footing with its competi- | 
tors during the sellers’ market.” 














Mechanical Signals 
Approved in Ohio 


COLUMBUS, O.—The attorney 
general of Ohio has handed 
down an opinion to the effect 
that a signal is required when 
the operator of a motor vehicle 
turns or stops on the highway, 
but it need not be a hand signal. 


The attorney general in his 
opinion said: “My opinion is 
strengthened by the fact that a 
great number of automobiles 
today have mechanical devices. 
These, I believe, are as effective 
as hand signals; in fact, some 
jurisdictions require that all 
automobiles operated in the state 
have mechanical signals.” 





Sinclair Closes Deal 


Wilham A. Sinclair, a Nash 
dealer in Baltimore, has gone out 
of business and leased his building. 
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Cincinnati Assn. 
Cautions Against ° 


Easy Loan Terms 


CINCINNATI.—In order to pre- 
vent any reinstatement of govern- 


| ment controls on auto financing, the 


Cincinnati Automobile Dealers 
Assn, has adopted a resolution urg- 
ing its members to keep short terms 
and adequate down payments, . 

The resolution states that “since 
those who favor government con- 
trol will be on the alert for signs 
of credit excesses,” and that “sell- 
ing on longer terms and shorter 
down payments may stimulate sales 
for a brief time, the advantage is 
only temporary and will exist only 
until competitors use lower ones.” 

It further pointed out that low 
terms are discriminatory becauSe 
all dealers cannot qualify for ex- 
tension of such terms. 
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the automotive industry, between 
the industry and allied groups, and 


between the industry and the pub- 
lic. In the Automotive News he built 


More Tributes to G.M:S. 


privileged to enjoy at many dealer 
meetings. — William L. Mallon, 
secretary, New Jersey Automo- 
tive Trade Assn. 


an institution which is a fitting| Honor Memory 


testimonial to his integrity, sound 
judgment and enthusiasm for every- 
thing that pertains to the welfare 
of the industry. 

So we here at the AAA share 
with you at Automotive News 
headquarters the feeling of sorrow 
and loss. But certainly those of us 
who knew George, well know that 
it would be his wish that you 
“carry on.”—Russe.u E. SINGER, ex- 
ecutive vice-president, American 
Automobile Assn., Washington. 

Se 


Great Shock 


I feel sure that I speak for all 
the dealers in New Jersey when 
I tell you it was a big shock to 
learn that George Slocum is gone. 

We will all greatly miss his 
column, “A Word in Edgewise,” 
as well as his pleasant and genial 
personality which we were s0 


Following is a resolution adopted 
by board of directors of Evans 
Products Co., Oct. 31, 1949, in mem- 
ory of George Mertz Slocum: 

It is with profound sorrow that 
we record the death of George 
Mertz Slocum, a member of this 

board of directors since 1944, who 
passed away on Oct. 29, 1949. 


deep appreciation of his service 
to this company and to our deep 
sense of loss occasioned by his 
death, and offer our earnest sym- 
pathy to his business associates 
and to the bereaved members of 
his family. 

We direct that a duly attested 
copy of this resolution be trans- 
mitted to the family of our late 
Director. 


Attest: 
retary. 


Tuomas H. Apams, Sec- 


* * *” 


Mrs. Slocum and the staff.—H. D.| 





During the years he served as a 
member of this board, he gave 
unsparingly in his service and 
loyalty to the company. 

He was at all times a man of 
high ideals and public spirit, and 
these attributes were recognized 
not only by his associates on this 
Board, but by the community at 
large. 

Now, therefore, in respectful 
memory of a valued business as- 
sociate and a loyal personal 
friend, we give expression to our 
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PRODUCTION CONTROL 


SYSTEM 





Whether _ write a few hundred or thousands of 


repair or 


ers a month, this inexpensive production 


control system helps you co-ordinate all your : service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 


EppreLtMAN, St. Petersburg, Fla. 
* +. * 


Understood Problems 

Members of the Michigan 
Trucking Assn., individually and 
collectively, feel they have suf- 
fered a very great loss in the 
sudden passing of George M. 
Slocum. The motor carrier indus- 
try in this country had learned 
to depend upon him for many | 
things. He understood our prob- | 
lems and was in sympathy with 
our goals and ideals. His great 
energy and vision were reflected 
in every issue of AUTOMOTIVE 
News.—Forence M. Kieity, man- 
aging director Michigan Trucking 
Assn. 


+ 
Civic Leader 
The board of directors of the De- 
troit Board of Commerce passed a 
resolution which said in part: 
George M. Slocum was one of 
Detroit’s most widely known 
businessmen and civic leaders. 


* * 


Please extend my sympathy to} 















SERVICE SECTION 


FROM SOUTH AMERICA TO NORTH AMERICA—Steep and precipitous mountain passes 


come by Aldo Carloni and Antonio Bollester, 


| violent equatorial storms and near impassible jungle trails were among the obstacles over 


young Argentines on a 15,000-mile trip driving 


an eight-year-old Chevrolet truck from Cordova, Argentina, to Detroit. Here, Carloni (right) 


| is reviewing the 14-week journey with J. W. Burke, manager of the Chevrolet truck depart- 


ment in the motor capital. With the exception of three short stretches where there are no 
roads at all and the vehicle was transported, the entire trip through 13 countries was accom- 
plished in the truck which contained provisions for sleeping and cooking meals and carried 


extra gas and oil. 


Difficult journey as shown on map by Carloni and his companion was 


one of the first via the still incomplete Pan-American highway. — 


ership and was owner of the first Ford 
car in Provo, 
* * 
John B. McBride 

RED BUD, Ill.—John B. McBride, 
owner of an automobile dealership here, 
died Oct. 26 at St. Clement’s hospital of 
internal injuries suffered in an automobile 


accident Oct. 14. 
* * * 


Rhodes C. Boynton 
WEST PALM BEACH, Fla.—Rhodes C. 
Boynton, 44, formerly half owner of Wilson 
Motor Co, here, died recently at Orlando 
where he owned the Flamingo night club. 
| Death was attemated | to ® heart ailment. 


William F. O'Hara 
PLEASANT MOUNT, Pa.—(UTPS)—Wwil- 
liam F, O'Hara, 56, died Nov. 2 of a cere- 
bral hemorrhage in St. Joseph's hospital in 
Carbondale. O’Hara and “his _ brother, 
Thomas, established a garage here in 1919, 





The directors of the Detroit 
Board of Commerce extend -to 
Mr. Slocum’s bereaved family, 
his business associates and 
friends, their heartfelt sympathy 
in this hour of their bereavement. 
—Signed, Wim A. Mayserry, 
president; Harvey CAMPBELL, exe- 
cutive vice-president. 

+ * 


” 
Great Work 
B. D. McIntyre, W. D. McIntyre 

and C. S. McIntyre and the entire 
organization of the Monroe Auto 
Equipment Co. express their deep- | 
est sympathy in the passing of | 
George Slocum. His great work in | 
the interest of people everywhere 
will be missed. — Monroe Auto 
EQuIPpMENT Co. 

~ * oe 


I extend my sincere sympathy to | 


and have been Chevrolet dealers since 1931, 


25-Year Employes 


Honored by L-O-F 

TOLEDO.—A testimonial dinner 
for 372 employes in this area who 
have worked 25 years or more with 
Libbey-Owens-Ford or immediate 
predecessor organizations was held 
last week. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 


Lawson Manages 


u,|Plymouth Region 


At Portland, Ore. 


DETROIT. — Appointment of J. 
A. Lawson as regional manager for 
Plymouth with headquarters at 
Portland, Ore., 
was announced 
last week by R. 
C. Somerville, 


general sales 
manager of 
Plymouth. 


Lawson had 
previously been a 
district manager 
in the Los Ange- 
les region, a post 
he had held since 
Apr. 7, 1947. He 
became associated with Chrysler 
Corp. in March, 1946, when he 
joined the distribution department 
of Plymouth in the Los Angeles 
plant. 

Lawson entered the automobile 
business with a background edu- 
cation in accounting, finance and 
commercial law 





4d. A. Lawson 
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DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
died by full utilization of existing 
facilities . . . and efficient handling 
means more satisfied customers. 


SERVICE MANAGER .. . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 


accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN . . . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 


SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount ‘of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 


WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 


CATALOG NO, RR-309 
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Mrs. Slocum and the AvuTOMOTIVE 
News organization.—F.Loyp CLyMer, 
Los Angeles. 
7 > + 
Sage Advice 
George Slocum was a pioneer in 
our industry, and his column gave 
sage advice on the automobile 
industry. He was a friend of the 
dealers over all the years he has 
been in the industry, and will be 
missed by the dealers all over 
the land.—GLENN ATCHESON, gen- 
eral manager, Minnesota Automo- 
bile Dealers Assn. 
* 


* * 


Lasting Monument 


George Slocum was a combina- 
tion of everything that was good 
and his work for the automobile 
industry, 


MAHON, The Belt 


Dailies, Culcage. 


Obituaries 


G. L. Brunner, 66, Helped 


Develop Air Compressor 


Corn Farm 





UTICA, N. Y.—George L. Brun- | 
66, founder of Brunner Mfg. | 


| ner, 
|Co., died in a hospital here Oct, 28 
|after a two-year illness. 
|ner organized his company in 1907, 
| but retired from it in 1946. 


For many years he was an of- 


ficer of the Motor Equipment Man- 


ufacturers Assn. He was president | 
of the group in 1930. Mr. Brunner | 


was one of the perfectors of the 
|air compressor and the business he 
established is believed to be the 
| oldest of its kind. 
* * « 
Henry Fenwick 
MORGANFIELD, Ky. — Henry Fenwick, 
77, retired automobile dealer, died at Dea- 
coness hospital, Evansville, Oct, 26. 
* + * 
Frank Ramsey sr. 
PROVO, Utah.—Frank Ramsey sr., 81, 
pioneer auto dealer, died here recently. 
Mr. Ramsey operated the first Ford deal- 


the publishing business | 
and for his country will be a last- | 
ing monument to him.—James Mc- | 


Mr. Brun- | 





Bright 
_ ~FOR 
ry 








¢ Easily installed 
or drilling. 


visor, made to retail 


*Trade Merk 


YOUR VISOR MARKET 





RU-VU VISOR 


ae 
Create FAST PREFERENCE 
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¢ Moulded Plexiglas* permits clear vision 
through the visor—not under. Weather-re- 
sistant, non-warping. 

* Lines conform to modern styling—Chrome 
steel fittings add strength and beauty. 


TRU-VU VISOR 


MANUFACTURED BY 
M.S.M, PRODUCTS COMPANY, SPRINGFIELD, ILLINOIS 
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in 20 minutes—no painting 


¢ Matches or blends with color of car. 
Get the complete details of this consumer-tested 


profitably at a competitive 


price. Write us today for special dealer offer. 
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‘Start Proving Conspiracy’ 


Tucker Prosecution 


Prodded by Judge 


(Continued from Page 8) 


ing the same space as the wheel | 
suspension apparatus, he said. 
> * + | 
tr TOLD of tests during which | 
his Ford car, equipped with | 
conventional drum brakes, showed | 
better braking results than an/| 
automobile equipped with disc-type | 
brakes. 

Using Tucker Corp, advertise- | 
ments as a springboard, U. S. | 
Attorney Robert Downing drew a 
negative reply from Wellenkamp 
on each of the following ques- 
tions: 

“Did the first Tucker engine 
develop more horsepower per pound | 
than many light airplane engines? | 

“Did the Tucker car or its parts | 
descend from champions of the In- | 
dianapolis Speedway? 

“Were they proved in 15 years of | 
rigid tests?” 

Lee Treese, former vice-presi- 
dent of manufacturing, related in | 








COATS | 
IRON TIREMAN | 


Now, one man can change tires 
three times faster—and easier— 
with a Coats Iron Tireman, It 
ROLLS tires on or off rims in 30 
seconds. No more beating or 
pounding. Operator just WALKS 
around the tire. Rugged. Sure. 
Safe! The ONLY tool that handles 
ALL sizes of passenger car tires. 
Yet, the lowest priced machine on 
the market. Get all the money- 
making facts. WRITE for free 
literature today. 


ONLY $9Q50 COMPLETE 


F.0O.B. FORT DODGE 
Slightly Higher West of Rockies 


| 


JOBBERS .. . DISTRIBUTORS 
SALESMEN! 


Your territory may still be 
open. WRITE for discounts to 
Hennessy Sales Co. 








FORT DODGE, IOWA 


National Sales Representative 
JACK P. HENNESSY SALES CO. 
Dept. 20, P.O. Box 22, Audubon Station 

New York 32, N.Y. 


| ulate finalized parts. 


|Cerf once refused to itemize ex- 


| right to ask for an 


court how he once rebuked Cliff 

Knoble, Tucker’s advertising di- 
rector, for “advertising something 
we didn’t have.” 

However, he was unable to pick 
out the particular advertisement 
mentioned when presented with a 
stack of Tucker Corp. ads. 

+ * * 
ARLIER witnesses testified that 
the first Tucker car had some 
dummy parts made of wood to sim- 

In his testimony, Stearns said 
penditure of a $10,000 check re- 
ceived from the company for 
attorney’s fees. When Stearns asked 
the stock underwriter about the 
check, Cerf, according to Stearns, 
said: 

“It’s none of your business what 
it was spent for. You have no 
itemized 
statement.” 

Stearns also identified a $100,000 
check which he said was drawn on 
Tucker Corp. in March, 1947 to pay 
off claims of the Ypsilanti Machine 
and Tool Co. 

Another $69,892 check to the same | 
company, which is owned by Tuck- 
er’s mother, was identified as money 
paid for two racing-car chassis, 
eight experimental racing-car en- 
gines, and some jigs and dies. 

The plan to reorganize and re- 
finance Tucker Corp. calls for is- 
suance of new stock. Warren H. 
Orr., representing a stockholders’ 
committee, outlined the plan before 
Judge Igoe. Orr suggested issuance 
of $20,000,000 in preferred stock 
with a par value of $6 a share and 
an earning rate of 6 percent. 

He suggested that the 44,000 old 
stockholders be given a chance 
to buy the new stock at $5.40 a 
share, at a ratio of one new share | 
for each share of old stock held. | 
Following raising of $20,000,000 in 
this manner, the corporation would 
then seek a $20,000,000 Reconstruc- 


tion Finance Corp. loan, it was said. 
* + * 


Tucker Dealership Moves 


To Downtown Milwaukee 
MILWAUKEE. — Wisconsin Auto 
Sales, one of the claimants in the 
Tucker case, the amount paid for 
the Tucker franchise having been 
given as $6,500, has moved its place 
of business from 3101 N. Oakland 
Ave. to 642 N. 7th St., Milwaukee. 
At the former address the com- 
pany has been selling Renault cars 
for some time, and that activity is 
now carried on at the new down- 
town address, where, according to 
reports, Tucker cars were to have 
been sold when available. 
In 1948 the 7th St. sales agency 
was known as Tucker Distributing 
Corp. of Wisconsin, and the Oak- | 





land Ave. address was that of a} 


branch. | 
| 
| 
| 


Forum 
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|tion. We need only look back to| 
| World War II to realize what an| 
important contribution the motor | 
|industry made through transpor- | 


tation and horsepower to winning | 
the war. | 
We cannot expect the factory 
to solve all our problems because | 
they, too, have gigantic prob- | 
lems of their own. The greatest | 
help any factory (large or small) 
can render its dealers is to build 
products that have good public | 
acceptance backed up with fair | 
and equitable dealer policies. | 
Most dealers have gone through 
good and bad model years, some 
very costly, but a poorly designed 
product that is bad for the deal- 
er is also costly for the factory. 
I do not believe there is another 
group of men in American in- 
dustry today as able to produce 
good products or as keenly | 
abreast of public likes and dis- | 
likes as those men in the engi- | 
neering, designing and sales di- 
visions of our factories. 
There is a good future for new- | 
car dealers, but this is a cn 


| 


business and dealers must keep 
abreast of the times and think and 
act fast. 

By far the greatest single profit 





DEALER FISHER'S GROUP FINISHES SERV! 


_AUTOMOTIVE NEWS, NOVEMBER 14, 1949 


CE COURSE—The successful completion of 24 


months of continuous study under Chrysler Corp.'s master technicians’ service conference 
brought commemorative plaques to a class of 23 of the service personnel of Joe Fisher 


Portiand (Ore.) Dodge-Plymouth dealer. The 
service for Plymouth. From left, are: Fisher; 





opportunity in the retail business 
in 1950 will be that old Family 
Black Sheep—the Used Car. To be 
more successful in 1950, the best 
possible decision a dealer can make 
now is to cultivate a very definite 
appreciation of the importance of 
the used-car end of the business. 
Just remember when a_ dealer 
wholesales them, he admits he 
does not have the know-how to 
handle them. To obtain new-car 
sales in 1950 requires merchandis- 
ing used cars at retail in a Buyers 
Market. 


Barker Buys Tovrea 

A. Ray Barker, president of A. 
Ray Barker Motor Co., Albuquer- 
que, N. M., has bought Tovrea 
Equipment Co., of that city and 
El Paso, and will be distributor 
of Willys-Overland. W. Noble 
Kirkpatrick will continue as gen- 
eral manager of the El Paso firm. 


awards were made by W. B. Rice, director o 
E. Russ (center), service manager, and Rice. 





Montana Dealers 
Book Ziesmer 


And Millians 


HELENA, Mont.—Plans for the 
j/annual convention of the Montana 
Automobile Dealers Assn., set for 
Dec. 2-3 at the Northern hotel, 
Billings, are shaping up, according 
to John J. Jewell, manager. 

The leading speaker will be 
George Ziesmer, president of 
NADA. Paul Millians, public rela- 
tions vice-president of Commercial 
Credit Co., is also scheduled. 

Jewell said arrangements for an 
industrial clinic are being com- 
pleted. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Packard 


(Continued from Page 2) 
Greiner pointed out, “our zone man- 
agers will be called upon, more 
than ever before, to make field-level 
contributions to formulation of fac- 


. tory sales policies.” 


The new distribution setup re- 
sults in the delegation of a maxi- 
mum of authority to zone man- 
agers. 

Froiseth assumes his new post 





Leo E. Fenn R. J. Froiseth 
after 12 years as the company’s 
Pacific coast regional manager. 
Platfoot has served in the Packard 
field organization since 1945, for the 
past year as eastern regional man- 
ager. Fenn has been the company’s 
Cincinnati zone manager since last 
December. Prior to joining Pack- 
ard, he served in field executive 
capacities for Ford in Cincinnati 
and Louisville. 


Detroit Dealers Elect 


Hanson to NADA Post 


DETROIT. — Stewart T. Hanson 
(Chevrolet) is the new representa- 
tive of the Detroit Auto Dealers 
Assn, on the NADA board of direc- 
tors. His election to a three-year 
term, commencing next February, 
was announced last week. 
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That Grass-Roots Market . 


Visits Through Back Roads of South Carolina 
Point Up Dealers’ Potential 


AUTOMOTIVE NEWS, NOVEMBER 14, 1949 | 


(Continued from Page 2) 
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Virginia Dealers 
To Hear Speech 
By Olds Chief 


RICHMOND, Va.—S. E. Skinner, 
general manager of Oldsmobile, is 
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“there was hardly a farmer around | year, even though only the culls are |relations director of the American tlo 

from producing the low-priced car| Sen. Fulbright at the latter’s un 


here who had two dimes to rub 
together. The area was wiped out 
by the Civil War, and we had no 
Marshall Plan to put us on our feet 
then, you'll remember.” 

Cotton was the only cash crop. 
Farmers didn’t dare to try any- 


sold. 

Previously the area imported car- 
loads of small grain. Last year it 
shipped out two million bushels, 

What has all this got to do with 
the automobile business? 

Well, men in the business here 





for which Americans have been 


clamoring for years is at last out | 


| in the open. 
“But stool pigeons or unwitting 
stooges for the interests that 
want to stop the Kaiser-Frazer 











HUDSON REAR AXLE 
HOUSING mounted on = 


cial rear axle adapter. e 
two short arms of the Univer- 
sal Adapter have been re- 
moved and the longer arms of 
the rear axle adapter substi- 
tuted. The.two clamping jaws 
hold the axle housing safely 
and securely. The whole as- 
sembly can be turned to the 
desired position for conven- 
ience and accessibility. 





OMFERENTIAL 
Universal Adapter. Unit can be turned to any one 
of 8 positions and locked independently of engine. 






other holding devices since the work can be positioned at the most convenient angle 


and the proper height. 
The Rear Axle Adapter replaces the short arms of 





HOUSING mounted on 


* You can buy ane Adapters to fit above stand for Ford, Chevrolet, Hud- 
Nash, Studebaker, Packard, Lincoln, Will 
‘ord Tractors, aad many others. 


son, 
Fi Tractors, Fi 
net Lo. b. Arcade, N.Y. 


the Universal Adapter. Two clamping jaws positively 
lock the axle housing in position for assembly or dis- 
assembly operations. This unit furnished at extra cost. 


LOW KRW BUILDER-TO-USER PRICES 


i 

| Ne. 638 KRW Moter Stand with Portable Base, Univer- 
|] 20! Adeprer with individual Control and Rear Suppert 
1 (if Stond is to be bolted to floor ond Portable Bose is not re- 
J aired, deduct $39.40) 
i 
i 
e 
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Mercury, GMC Trucks, 
rite for prices. All prices 


| Office in Little Rock. 

After talking with Edgar Kaiser, 
Fulbright said he was still not con- 
| vinced that the K-F loan was in 
|}accord with RFC objectives. 
| He said he did not question the 


Trucking Assn.; Howard B. Moore, 
managing director of the Automo- 
bile dealer Assns. of Canada, and 
Karl M. Richards, field services 
director for the Automobile Manu- 
facturers Assn. 

Also, John S. Battle, governor- 








struction Finance Corp. 


Nash Shatters 
October Record 
‘For Car Sales 


| DETROIT.— Despite coal and 
| steel strikes, new-car sales of Nash 
|}autos during October reached the} 
| highest volume for that month in| 
|20 years, according to H. C. Doss 
|sales vice-president. 

Nash sales for October were up, 
as compared to previous Octobers, 














You, too, reach Buffalo buying 
power more economically in 
this favorite morning and Sun- 
day newspaper. 

Remember, your dollar in the 
Courier-Express buys greater 
impact on the families with 
more money to spend, 
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thing else. The area had plenty | challenge to the Big Three’s low- t elect of Virginia; William M. Tuck, 
of rain in total fall, but it was oe — this eee “— | est priced cars won’t stop us. aoe wee pone lg A outgoing governce; Paul M. Mil- 
distributed unevenly. Droughts of maine aa San ie © | “It is significant that Sen. Ful-| industry to get public money. lians, vice-president of Commercial IN 
several weeks are frequent. or on Cars sole in \ Drewar- |pright came out in the open and| «gy conception of the RFC.” |Ctedit Co. and J. L. Almond, at- | bile 
But then, with capital gained | Naturally, we suspect that Dealer | made his attack on the day after| gaiq vulbrt ve. “is to rool in a |torney-general of Virginia. com 
through the war and postwar |Sherard was plugging his area, but | Kaiser-Frazer for the first time| great general’ business depres. ——_$_—____— mee 
periods, farmers found that they |We think he has a good case. | officially announced nationwide that! gion, RFC should mak ion L-MN N bl man 
could put in irrigation systems| (Another aspect of the dealer | we are going to build the low-priced| Syailable to companies who y ames |Nopie repo 
which keep fescue grass green all| situation in the south will be cars in the low-price field. failure would be . Seuat sf A 
winter long. 225 discussed next week.) A. a conn” 6 = To Cleveland Job add 
Now beef and dairy cattle is rad ee “NHE carefully calculated timing ” DETROIT.—O. L. Nobl den 
in fon oe. ° He said he didn't think the pos-| —O. L. Noble has been 
erWe scan produce milk,” said| Detroit Dealers Tot the tricky maneuver placed sipiity of KLE losing money veld  @PPointed Cleveland district’ sales | Sal 
Seat “at teat the cest of onions ‘along with the blind, selfish forces | pe considered as being of national manager for Lin- 
Sean aan” To Meet Dec 13 |of obstruction on the very day that | interest. coln - Mercury, “Ss 
i a a e te lthe Kaiser interests aepestoes > s 2 % Norman E. Crews, ‘is t 
DETROIT. — The Detroit Auto-|curities with a market value o PPARENTLY answering a central region mob: 
Tot sell experts found that| cbile Dealers Assn. is scheduled | $10,000,000 as collateral under a A Kaiser charge that there e sales manage r, [the | 
the red soil of the Carolinas |™moDMe Dealers ~ | $15,000,000 by the Kai 
to hold its annual meeting here |?*?\™) guarantee by the Kaiser | plot afoot to keep K-F from com- announced here. slow 
could grow any crop except citrus 6 companies to back up the RFC|ing out with a low-price car, Ful- Assistant dis- He 
ae the eae = lime and/Dec. 13 in the Hotel eye A loan,” the statement said. bright declared that K-F had Gime trict sales man- ati 
ertilizer, an _ ~~ . dinner will be one of the features! >, coourities referred to by the | promising to market such a car ager for the Ford mula 
Oh, about that acre farm |of the meeting. Kai derstood t t|since 1945 district at Rich- 
worked without machinery? It has | BOMers Are UNGSTHOCS LO represen ; a cone: 
a grade of about one inch to 100 DADA President Dave Barnett | Kaiser holdings in the Permante “With $44,000,000 of public | mond, Calif.,since |] tries 
feet. It almost looks as if the water |)@8 appointed a group of dealers | Metals Corp. | money,” he added, “you could 1945, Noble re- “Ty 
is traveling uphill, Nearly every|to work with association wae Prior to the blast, Edgar Kaiser | ™4ke a Cadillac for $200 and sell |, £. Crews gerd a born 
farm is crossed by streams, This | quarters on details of the meeting.| is reported to have talked with | ‘ein! eee ae ia aa Leapeute a i eta re sick thal — 
es , . 
somebody had been misleading the Crews said. Noble has been with | of z 
senator. “Possibly some of our| Ford since 1933. that 
; competitors have talked to him ete coo a got a 
; and have deliberately misinformed | C of C Names Ostendorf Se 
IN him, whe said. _| Renwick A. Ostendorf, treasurer sim] 
; K-F’s $200,000 prize contest will|of Ostendorf Motor Car Corp. | 2 Pr 
| offer 1,023 separate cash awards | (Packard), Buffalo, has been ap- lief 
4 ranging up to $10,000. A sum equal | pointed to the retail trade commit- enjo 
1 — SIONS! | to each prize will be donated in the | tee of the Buffalo chamber of com- over 
4 biiiies. er ts AND TRANSMIS | winner’s — to the Damon Run-| merce. of fi 
|yon memorial cancer fund. | ——_—_—_—— “Mi 
meet HOLDS ENGIN | Prizes and fund donations will be | an a 
——— ND ENGINES! | doubled if the winning contestant’s imprc 
_ HOLDS DIFFERENTIALS A entry blank lists an approximate| gain 
| appraisal of his present car. petite 
TT . * + ¢ Saa 
HOLDS ENGINES AND AXLES! Kaiser Pays $1,379,503 make 
—_—_—_— To Settle Stock Suit athe 
REDUCES OVERHAUL COSTS! i ee on ae stock- Soe 
olders last week won a $1,379,503 
HAN out-of-court settlement of a _ suit HIT WARDER camel 
DLES MOST MAKES against Henry J. Kaiser. The suit For 
had charged irregularities in a $10,- ’ : ; 
tl (with Adapters)* 000,000 stock offering in February, at Buffalo's New Car pores 
Pi 1948, when Otis & Co., Cleveland Buyers . . . Use the petit. 
stock brokers, went back on an 
: Courier-Express uct 8 
THE NEW KRW MOTOR STAND has been designed to give mechanics every advantage ee ae K-F shares. P lates 
of convenience and accessibility. This dual purpose stand provides a means of safely h he $1, bi 0 — be paid ae © In 1948 the Courier-Exprese into | 
holding the engine in any desired position and, at the same time, holds transmissions, 4 ay on ile firm's treasury ha : P his s 
differentials and other parts. Both adapters operate independently of each other. The erataen’ is corporation officers, the carried over half of all national pect’: 
mechanic working on the engine can swing it to any desired position and lock it with- ae Permante firms automotive linage in Buffalo. Eve 
out disturbing the mechanic servicing a transmission or other part on the Universal and Kaiser Metal Products. Settle- It has led in this classification said, : 
Adapter. The advantages of KRW Motor Stands have been demonstrated in actual use. |ment of the suit provided for the ola atl saitilian tk dali “and 1 
Time studies prove the KRW Motor Stand cuts labor costs twenty to fifty percent over giving of guarantees for loans made a yoeenooeyr , fied c 
to Kaiser enterprises by the Recon- new cars, tires and accessories, Saves! 
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WORLD'S LARGEST MANUFACTURER 403 percent over 1940; 277 percent | DEALE 
Ora al SON OF GARAGE TOOLS AND EQUIPMENT over 1941; 35.3 percent over 1946; Only Morning ond Sunday Newspaper center f 
47.4 percent over 1947, and 420 per- | e@ eve 
L 215 MAIN STREET...BUFFALO 3, N.Y. [i saaarbesaaryhan euaeted | podels. 
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Shaw Warns of Disparities . . . 





API Hears 


Appeal 


For Lube Uniformity 


CHICAGO. — The automotive in- | 


dustry was urged last week to 
cooperate with the oil industry in 
a three-point program aiming at 
closer cooperation in the formula- 
tion of lubrication recommendations 
and specifications for the nation’s 
43,000,000 passenger cars and trucks. 


The plan was presented by Ray | 


Shaw, president of Chek-Chart 
Corp., Chicago, to oil-industry lubri- 
cation engineers attending the 
lubrication group session of the 
American Petroleum institute’s 29th 
annual meeting. 

More than 5,000 oil men were 
gathered for the largest API meet- 
ing on record, with week-long ses. 
sions held in two Loop hotels. 

Asserting that the two indus- 
tries are custodians of a private 
transportation system worth $30,- 
000,000,000, Shaw urged coopera- 
tion in the design stage of new 
units in order that lubrication 


Indiana Dealers 
Complete Ten 
Sales Parleys 


INDIANAPOLIS. — The Automo- | 


bile Dealers Assn. of Indiana has 
completed a series of 10 regional 
meetings throughout the state, Her- 
man Schaefer, executive secretary, 
reported last week. 


A highlight of the series were 
addresses by G. A. Saas, presi- 
dent of his own advertising and 
sales promotion firm here, on 
“The Inside Dope on Selling.” 

“Selling,” Saas told the meeting, 
‘is the spark that runs this auto- 
mobile we call the U. S. Remove 
the spark and the machine grinds 
slowly to a stop.” 

He warned dealers not to try and 
reduce the art of selling to a for- 
mula, Instead, he said, good selling 


concentrates on the individual and | 


tries to meet his special needs. 

“There is no such thing as a 
born salesman,” declared Saas. 
‘“Salesmen come in all sizes and 
shapes. The primary qualification 
of a good salesman lies in the fact 
that all his customers think they 
got a good buy.” 

Selling, according to Saas, is 
simply a meeting of minds over 
a@ proposition. He stressed his be- 
lief that no business can for long 
enjoy a price or quality advantage 
over competition under a system 
of free enterprise, adding: 

“Make a better product to gain 
an advantage and your competitor 
improves his. Cut your prices to 
gain an advantage and your com- 
petitor cuts his. And so it goes.” 

Saas said that a good salesman 
makes a buyer feel that he or she 
is somebody special. He held that 
“little courtesies, little attentions” 
when added to a good product 


spell the difference between a suc- | 


cessful sale or a failure. 


For dealers in particular, he ad- | 


vised: 

“Know your car and your com- 
petitor’s. Then make your prod- 
uct sing. A good salesman trans- 
lates engineering achievements 
into terms of use, and thus begins 
his story by working on his pros- 
pect’s self-interest.” 

Every satisfied customer, Saas 
said, sets up a center of influence 
“and the wagging tongue of a satis- 
fied customer is the best kind of 
advertisement.” 


recommendations may reflect the 
| experience of both industries. 

| As an example, he said existence 
|of a working partnership years 
|earlier might have simplified the 
problem of both General Motors 


|and the oil industry in the market- | 


|} ing of automatic transmission fluid. 
Shaw next called for a review by 
|both industries of existing lubrica- 


|tion recommendations and instruc- | 


|tions. He emphasized that a “real- 
| istic approach” would keep the total 
|number of recommended lubricant 
| types and grades within the practi- 
|cal limits of the average service 
station’s stock. 


| According to Shaw, today’s “con- | 
fusing conditions” in certain phases | 


of lubrication will worsen. He 
blamed the situation on advances 
made both in automotive design 
|and lubrication engineering, failure 
to set up machinery by which both 
|industry’s experience might 

“rugged individualism” of oil and 
automotive men. 

He cited as example of the con- 
fusion the fact that oil companies 
recommend oil changes every 
1,000 miles while car manufac- 
turer recommendations vary from 
intervals of 2,000 miles to 5,000 
miles. 

Vice-President Barkley told a 
|marketing division session of the 
| meeting there was a “fair prospect” 
|that Congress in its next session 


}eral development of tidelands oil. 
| Means of further utilizing the 
nation’s fuels were presented at 
@ group session on “fuels of the 
future” under auspices of API's 
refining division, Less than a 
third of the energy consumed in 
this country is used effectively, 
according to a paper presented by 
W. M. Holaday, R. E. Albright, 
T. L. Apjohn and L, R. Steffens, 
all of Socony-Vacuum Oil Co., 
Inc., New York. 

Fuel requirements of the nation’s 
transportation systems, amounting 
| to 36 percent of all energy require- 
|ments, offer the greatest reduction 
| possibilities through improvements 
| in utilization efficiency, the oil com- 
| pany executives said. 


offers the most fertile field in this 
}area since the weighted overall 
|efficiency under normal operating 
, conditions is only 6 percent. 

Sen. Robert S. Kerr, Oklahoma 
Democrat, at a general session of 
the meeting, issued a plea to the 
oil industry to devote more of its 
|facilities and research to the task 
of promoting adequate highways. 

At a lubrication group session, 
J. M. Koch of Quaker State Oil 


as “false and misleading” the 
United States Treasury’s bureau of 
supply recommendation that oil 
drain intervals can be extended to 
4,000 miles. 

Koch said the report was based 
on vehicle performance | not 
typical of performance conditions 

| encountered by the average mo- 
| torist. 

| John M. Lovejoy, president of 
| Seaboard Oil Co. of Delaware, New 
| York, warned that industry must 





| get out and tell its story “in a way 
|that appeals to the popular 
| imagination.” 


J. Howard Pew, director and 
former president of Sun Oil Co., one 
of industry’s serious problems 


that it must earn enough means to 
|“reproduce itself’ when plant and 
|equipment are worn out. 


be | 
directed to the same end and the} 


They said automotive equipment | 


Pension Negotiations Pass 


| Refining Corp., Oil City; Pa., blasted | 


is | 
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Timely Dealer Displays . . . 
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SAFETY MOTORS’ TIMELY WINDOW DISPLAY—This Chicago Ford dealership used a Hal- 


loween exhibit in its window. The firm's slogan is 


F. M. Caraway is vice-president and general 


| § 
| 
} ee 
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“Play Safe—Trade With Safety First!" 


manager. 


B i | WHEN THE FROST IS ON THE PUMPKIN—Midwest Motors, Wichita Kaiser-Frazer dealer, 
| would pass a bill providing for fed- | utilizes corn shocks and pumpkins to dramatize the used-car bargain harvest campaign in 








TEXAS' HALLOWEEN DISPLAY—A hoary Halloween motif provided the Oct. 
| at Texas Motors (Ford), Fort Worth. 


which K-F dealers across the nation are competing for major prizes in a factory-sponsored 
contest. Midwest gives free Thanksgiving pumpkins with every used car sold during the drive. 





31 display 


Beyond Critical Stage 


(Continued from Page 2) 


‘because of rectification of a previ- 


offset price decreases represented 
|in the index for July 15. 


| begin collecting information in 11 
|cities as the first step in a long- 
|range plan to bring the index up 
|to date. The remaining 23 of the 34 
|cities for which indexes will be 
compiled will be surveyed by 
| March. 
| * 

TEE 11 cities in which surveying 
will commence this week are: 
| Baltimore, Birmingham, Ala., Bos- 


* * 





|ton, Cincinnati, Detroit, Jackson- | 


| Ville, Fla., Memphis, Minneapolis, 
|Mobile, Ala., Portland, Me., and St. 
| Louis. 

It is doubtful whether the re- 
sults of the BLS surveys will 
have much effect on future GM 
pay structures. UAW President 
Walter P. Reuther has served 
notice that he will advocate 


~| abolition of the escalator plan in 


the next GM contract. 


Executives of GM first conceived 
the idea of gearing wages to fluctu- 
ations in consumer prices, with the 
government’s cost-of-living index as 
the official gauge of pay changes. 
The idea was finalized in the two- 


year contract adopted by GM and | 


UAW in the spring of 1948. 


Wage Strike Resumed 
In Des Moines Shops 


This week, BLS statisticians will | 


{Des Moines Automobile Dealers 


ous error in computing by the BLS | Assn. 


The strike was resumed Nov. 3 
|after the union refused to accept 
the garage owners’ offer of an eight 
cents an hour increase in their 
| basic wage rate of $1.40 an hour. 

| The strike is a continuation of 
|a wage dispute which began July 
15. The mechanics were idle from 
| then until Oct. 16 when they re- 
|turned on a temporary basis of a 
| six-cent-per-hour increase pending 


negotiations over the union’s origi- | 


|nal demand for a 15-cent-an-hour 
| increase. 

| The second walkout followed re- 
jfusal of the garage owners’ eight- 
cent-an-hour increase offer. 





Six-Day Selling 
| Seattle New Car Firms Open 


Saturday for U. C. Sales 


SEATTLE. — Cooperative adver- 
|tising by the Seattle Automobile 
Dealers Assn. has announced that 
used-car lots of new-car dealers are 
remaining open all day on Satur- 
days. 

The action followed settlement of 
a salesmen’s strike against used- 
|ear dealers, in which Saturday 
opening was the issue. All other 
departments of new-car dealers 
operate on a five-day week. 


WATA in New Location 
WASHINGTON. — Washington 
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Tulsa Dealers aie 


Assail Sunday 


. 
Closing Law 

TULSA, Okla. The recently- 
adopted Sunday closing law for 
Tulsa new and used-car dealers has 
drawn fire from several operators 
who signed the petition requesting 
adoption of the ordinance. 

They state the petition had been 
circulated “with misrepresenta- 
tions” regarding unanimous support 
for the ordinance and that they had 
signed because of pressure tactics. 

O. R. Boyce, dealer, said he 
signed the petition for the Sunday- 
closing law but was told at the 
time only he and one other dealer 
had not signed. j 

“I later found out that was not 
true,” he declared. “I would prefer 
remaining open on Sundays and 
don’t think an ordinance telling us 
how to run our business should be 
in effect.” 

Tom Gray, Studebaker dealer, 
also expressed opposition to the 
Sunday closing and declared he had 
not signed the petition. 

“The manager of my place of 
business signed the petition,” Gray 
said, “and when I learned about it 
he had the signature scratched off.” 

A. R. Smith, used-car dealer, 
stated that “I’m not in favor of 
closing, for most working people 
in this section of the city do their 
car shopping on Sunday and it’s a 
big day for us.” 


(Continued from Page 1) 
the fourth highest for a seven-day 
period this year. New-truck sales 
in the same week were 153, a 12- 
month high. 
* + * 

N DETROIT, sales were down. 

In the first five days of the 
month, 2,002 new cars were regis- 
tered, against 2,622 in the first five 
days of October. 

New-truck sales in Detroit were 
219 for the same period, against 
220 in the first five days of the 
preceding month. 

Nationally, new-truck sales ap- 
pear to have made a comeback. 
The 89,253 new trucks sold in 
September constituted a high for 
this year. The month was also 
the best since August, 1948, when 
91,923 new trucks were sold. 

September also marked the first 
time this year that new-truck 
sales were higher than the com- 
parable month of 1948. New-truck 
registrations in the first nine 
months of 1949 totaled 717,084, com- 
|pared with 805,584 in the same 
period of 1948. 

* * + \ 
PTIMISTIC reports on new-car 
sales during October are filter- 
|ing in from metropolitan areas. 
The majority of cities reported 
totals close to those of September. 

In Columbus, O., dealers re- 
ported the second-best month of 
the year in October with the 
sale of 1,883 new cars. 

October new-car sales in Detroit 
amounted to 12,587, compared with 
12,764 in September and 12,547 in 
October, 1948. New-truck sales dur- 
ing the month declined to 1,148 
after hitting 1,550 in September. 

New-truck sales also declined in 
| Lincoln, Neb., falling to 58 in Oc- 
tober, against 78 in September. 
There was a slight increase in new- 
car sales, however, with 400 in 
October against 393 in September. 
* + * 


\E automobiles delivered in Octo- 
| ber, in contrast to 2,577 in Sep- 
|tember, the highest month this 
| year. New-truck sales were 155 
| against 174 in September. 

New-car sales declined in New 
Orleans to 1,143 during October, 
against 1,300 in September. New- 
truck sales during the month to- 
|taled 216, compared with 218 in 
September. 


OUSTON reported 2,293 new 





‘Shown in Mich. 


| BIRMINGHAM, Mich.—Great 


| Lakes Tractor & Equipment Co., 











| Automotive Trade Assn. last week | Michigan distributor of Ford trac- 
announced that its new address is| tors and Dearborn farm equipment, 








DEALERS' OPEN-AIR SHOW—An exhibit of 60 cars was staged in San Francisco's Civic 
center for three hours. It was the first such showing since before the war in the Bay city. 
The event, which attracted several thousand interested spectators, was the highlight o 
Know Your Automobile Dealer Week in San Francisco. A city-wide parade of the new 
models preceded the show. 


f | 


DES MOINES, Ia.—A total of 420 | 711 Defense Bldg., 1026 17th St. The 
members of the International Assn. | sale of the Chandler Bldg., where 
|of Machinists union have renewed | the association had been quartered 
their strike against 21 Des Moines | for more than 18 years, necessitated 


garages which are members of the! moving to the new location. 


|last week introduced to over 500 
Michigan business men a complete 
jline of industrial equipment de- 
|signed for use with the Ford 
| tractor. 
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* 
Car, Truck Output Estimates 
e 
By Automotive News 
PASSENGER CARS 
(Uv. 8S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Nov., to to 
Nov. 12, Week, Nov. 5, 1949 Nov. 13, Nov. 12, 
1949 1948 1949* toDate 1948* 1949* 
CHRYSLER. ........... 14,443 18,942 22,967 33,824 699,314 1,021,077 
EE avitideccens deus 1,834 2,040 1,444 100,976 132,368 
SE S60 sbi vevsdtes Saeed 1,412 2,205 1,621 77,339 97,663 
EIT Lee 5,983 7,028 5,722 198,879 274,375 
BDEMOGE wk cc eeee 14,443 9,718 11,694 25,0387 322,120 516,671 
FORD 17,331 21,181 9,785 26,868 615,279 934,080 
Lad es eevee ob 008% 13,752 16,189 8,149 21,901 447,377 728,023 
ER. a chee een sewers 768 1,433 337 1,105 34,405 32,673 
PY cxedesudeswe 2,811 3,509 1,299 . 3,862 133,497 173,384 
GENERAL MOTORS . 45,076 28,409 45,296 80,660 1,375,731 2,007,476 
SE  ikies vadeclveess 7,812 2,940 7,205 13,550 233,175 357,749 
SD Sve okevernsce 1,752 340 1,754 3,154 55,164 77,904 
Chevrolet .......... 23,546 17,024 23,666 41,982 691,756 1,010,471 
Oldsmobile .......... 4,758 2,850 5,461 9,122 174,330 259,782 
SS reece 7,208 5,255 7,210 12,852 221,306 301,570 
KAISER-FRAZER ... ..... ee.  shues.  soevs 162,906 57,982 
Pn SbeUeCees sive vo¥-es a 0 éethe | tee 52,634 6,461 
i ivcdeevitesceus- sebes teks 6h gue 110,272 §=©51,521 
I Sec ce ccees 150 194 152 272 26,340 8,398 
RS ee 2,561 4,506 1,958 4,519 114,800 128,151 
DEE SAL-ib 2 U 040s bbe ses 3,513 2,082 3,407 6,173 100,715 131,188 
TED <t'\66 400 b-0 ee 1,561 2,652 1,474 2,673 380,706 99,437 
STUDEBAKER ....... 5,662 3,426 5,616 10,155 143,888 199,382 
MEET 666s tccctes 859 1,089 394 1,574 25,071 30,347 
Total Cars, U. S...... 91,156 86,174 91,549 166,718 3,344,749 4,618,018 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended  Nov., to to 
Nov. 12, Week, Nov. 5, 1949 Nov. 13, Nov. 12, 
1949 1948 1949* toDate 1948* 1949* 
CHEVROLET ......... 5,941 7,977 5,995 10,536 344,180 349,572 
er 6 10 q 9 2,510 $17 
SEE. ba dasessce $1 34 3 $1 6,013 3,191 
EE, esce4enden eee 2,829 3,261 2,301 4,930 145,514 136,256 
FEDERAL ........... 35 47 35 63 3,713 1,413 
ais i566 S4a0 seed 4,238 4,641 2,823 7,061 273,197 215,290 
P Ga@eciddbscevesse 1,223 2,085 1,265 2,181 81,677 76,832 
INTERNATIONAL 1,514 8,145 1,268 2,552 144,680 108,677 
a ee 200 108 72 272 11,032 6,476 
OS ee eee 716 164 - 718 140 10,721 3,299 
STUDEBAKER ....... 1,048 1,636 1,048 1,887 57,540 58,057 
SE 205 270 204 361 10,921 7,373 
PE: Wcvaveuveee 6s 1,714 1,593 1,568 2,965 93,979 46,707 
MISCELLANEOUS .... 341 116 841 614 18,197 17,629 
Total Trucks, U.S... 19,401 25,087 17,008 33,602 1,203,824 1,026,089 
Total Cars, Trucks 
oo, oe 110,557 111,261 108,552 200,320 4,548,573 5,644,107 
Total Cars, Trucks 
EE ae 5,934 5,312 5,778 10,556 219,665 253,954 
Grand Total, 
Cars and Trucks 
U. S. and Canada ..116,491 116,573 114,330 210,876 4,768,238 5,898,061 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 





recently with Ford sales officials for a two-day session in Detroit. Two of the dealers were 


elected to represent the Central region next 
They were: Louis Harpole, Evansville 
above, are: 


Ind., and 
A. F. Bauerbach, district manager, 
Cincinnati: O. F. Yando, district manager, Indiana 


month at the national council in Dearborn. 
J. P. Hoek, Springfield, O. Left to right, 
Detroit; J. K. Lester, district manager, 

lis; Harold Turner, Birmingham, Mich.; 


B. J. Borchers jr., Dayton, O.; Hoek; Douglas Scheid, Frankfort, Ind.; Harpole; J. C. Doyle, 


Central regional sales manager, Detroit; W. W. oa 


Grove, Columbus, O.: J. C. Gaking, Sandusky, 
Slyke sr., Louisville; Howard Pore, Kalamazoo. 
land, and P. A. Boykin, district manager, Loui 


regional sales staff; B. E. McCane, regional service manager; M. E. 


J. W. Chenault, truck and fleet manager; E. 
administrative manager, and W. C. Lobdell, 








Akron Dealers 
Slate Clinic 


For Salesmen 


AKRON.—Further indication that 
the automobile business is getting 
back into the buyer’s market is 
seen with the announcement by the 
Akron Automobile Dealers Assn. 






assistant regional manager; Neil 
O.; W. P. Wade, Gallatin, Tenn.; Glen E. Van 
, Mich.; R. L. Allen, district manager, Cleve- 
sville. Standing, left to right, are: L. Smulyan, 
Sperry, parts manager; 


A. Stewart, used-car manager; E. C. Sloane, 


business management manager. 


| the Mayflower hotel with salesmen 
from Portage, Summit and Medina 
counties invited to take part. 

The course will be conducted by 
W. K. Braasch and William E. 
Smith of the American Institute of 
Salesmanship of Chicago. 

The decision to hold the clinic 
was prompted by the fact that 
there has been little need for sales- 
manship in the retail auto field in 
the last seven years, the association 





that it will sponsor a three-day 
“auto sales clinic.” 
Classes will be held Nov. 21-23 at 


tele 


WANT AD DEPT r\e) 








Week’s Output Holds Even 
At 110,557 Vehicles 


(Continued from Page 1) 


will assure at least some supplies 
of coal for the Bethlehem Steel 
Corp., which went back to work 
last week. Bethlehem is a big 
source of steel for Ford and its 
suppliers. 

Chrysler Corp., which suspended 
output of Dodge, DeSoto and 
Chrysler cars the week before last 
week gave no indication of when 
production of those vehicles would 
be resumed. 

It is believed, however, that 
Chrysler was able to run the last 
1949 jobs in those lines. Produc- 
tion of 1950 Chryslers, Dodges 
and DeSotos will probably be re- 
sumed when the corporation is 
certain it will have adequate 
steel supplies to assure sustained 
operations, 

Chrysler apparently will be able 
to continue to build Plymouths and 
Dodge trucks at least until Thanks- 
giving. 

* + 
CHRYSLER spokesman § said 
that recent labor developments 

had greatly improved the corpora- 


* 


Buick Already Over Top 


For Alltime Output Mark 


FLINT.—Buick production for the 
first 10 months of 1949 was approxi- 
mately 28,000 more than in the full 
12-month period of 1941 when an 
alltime record was established, ac- 
cording to Ivan L. Wiles, general 
manager. October production of 
32,110, Wiles said, brought total out- 
put for the year to 344,199. In all 
of 1941, total output was 316,251. 
October’s production of 32,110 com- 
pared with 37,856 in September. 





tion’s supply and production out- 
look, but that it might still be 
necessary to keep some production 
lines down from four to six weeks. 

Many workers at Chrysler di- 
vision, it was learned, have been 
told not to expect a call back to 
work until after the first of the 
year. 

Nash production at Kenosha, 
Wis., originally scheduled to stop 
Wednesday (Nov. 15), will now be 
able to run through all of this 
week, according to R. A, DeVlieg, 
manufacturing vice-president. 

DeVlieg said Nash’s West Coast 
plant could keep producing cars 
until Dec. 9. 

oe 

ACKARD, which has been on re- 

stricted schedules since the 
middle of October, hopes to con- 
tinue on that basis indefinitely. 

Studebaker continues to produce 
both cars and trucks at a postwar 
high pace, and Studebaker officials 
have given no indication that the 
company’s operations are in any 
early jeopardy. 

This week Willys will join 
Kaiser-Frazer in idleness. 

Kaiser-Frazer suspended final as- 
sembly Oct. 21 when factory stocks 
of cars became too large to cope 
with. Willys blamed its shutdown 
on the steel situation but, like K-F, 
did not announce any date when 
operations might be resumed. 

Hudson continues to schedule 
more than 500 cars daily, but sel- 
dom is able to achieve that goal 
every day in the week. 


* * 


Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 





GENERAL MOTORS DEALER, located in 
a beautiful Florida seacoast resort city, 
needs woman accountant qualified to take 
full charge of accounting and bring off 
monthly statement. Must have had sev- 
eral years’ experience with G.M. account- 
ing system, Fine permanent position for 


right person. Write full experience to 
Box 3553, c/o Automotive News, De- 
troit 26. 


GENERAL SALES MANAGER WANTED 
Special top flight sales exeeutive for one of 
the largest Chevrolet dealerships in one of 
the southeastern states. The man who will 
qualify to fill this veceney will have the most 
unusual opportunity for future advancement. 
He must be between 35 and 45 years of age 
and will of necessity be of proven executive 
caliber. Should have pre-war sales experi- 
ence, preferably with a Chevrolet organiza- 
tion, in selling passenger cars and trucks. He 
must be an excellent closer, able to accept 
responsibilities, initiate policies and above 
all, an efficient and able appraiser of used 
cars and trucks. He must be able to assist, 
direct and train eight new car and truck 
salesmen and coordinate this 
with the used car organization consisting of 
used car sales manager and five used car | 
salesmen. Only a sober, honest and trust- | 
worthy man need apply. Earnings will be 
commensurate with ability and job perform- 
ance. In reply send complete personal data 
and past records to— 

Box 3536, c/o Automotive News, Detroit 26 
All replies will be held strictly confidential. 





MECHANIC, Chrysler - Plymouth experi- 
enced. Permanent job in Western Ne- 
braska town of twenty thousand, Com- 
mission or salary, Give experience and 
references first letter, Box 3537, c/o 
Automotive News, Detroit 26. 


We Sell Everything 
FOR YOU! 


Automotive News 











organization | || 


said. Recently, many experienced 
salesmen have retired or entered 
new fields. 


TOMOTIVE NEWS 


HELP WANTED 


FORD DEALER CONFERENCE—Members of the Central Regional Dealers Council met | Ford. 


GM, Ford Join 
In Promoting 


Drive Fluid Plan 


ST. LOUIS.—General Motors and 
Ford have joined forces in promot- 
ing a plan to standardize and 
expand retail outlets for automatic- 
transmission fluids for passenger 
cars. (Previously, GM alone had 
approved a program for distrib.- 
tion through service stations.) 


A recent meeting here of the 
Society of Automotive Engineers 
heard the disclosure in a report 
made jointly by Engineers H. R. 
Wolf of GM and J. L. McCloud of 


The trend toward standardiz:- 
tion, they said, opens the way “for 
retail gasoline filling stations to be 
in a position to service these units 
at the same time other lubrication 
work is performed.” 

“This is a distinct advantage, not 
only to the automotive industry but 
more importantly to the petroleum 
|industry,” McCloud and Wolf said, 
|“as it permits the use of a single 
|fluid on service, thereby greatly 
simplifying the problem of recom- 
mending fluids and avoiding con- 
fusion which would result in 
servicing units in the field with the 
wrong fluid.” 

The two engineers warned that 
use of engine oils or inferior sub- 
stitute fluids can result in costly 
service failures to motorists. 

“The designation, ‘Automatic 
Transmission Fluid, Type A’, pre- 
fixed by the marketer’s own brand 
or trade name, has been adopted 
to identify the type of fluid for 
current production passenger-car 
automatic transmissions,” they 
pointed out. 





CLASSIFIED WANT AD DEPARTMENT 


_POSITION WANTED 





EXCELLENT OPPORTUNITY for man in 
Chevrolet dealership, located in Southern 
Montana town, with general business 
background with emphasis placed on of- 
fice procedure, financing, credits and col- 
lections and sales management. Enclose 
picture. Give fully qualifying experience 
and history in first letter. Address Box 
3538, c/o Automotive News, Detroit 26. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/, cents per word for one 
insertion or two insertions of the same 
copy at 12! cents per word. Cash in 
advance. 










GENERAL MANAGER. Successful record. 
At present employed but desire change. 


40 years of age, good habits, hard 
worker. Prewar experience in both truck 
and passenger car. Excellent references. 
Able to buy interest if and when avail- 
able, Box 3563, c/o Automotive News, 
Detroit 26. 

GENERAL MANAGER-SALES MANAGER 
available. Formerly associated Chevrolet | 
zone organization. Other experience in- 





| PARTS 





cludes GMAC and UCC plus salesmanager 
large city dealership in southwest. Exper- | 
ienced, aggressive, excellent business and | 
personal reputation, Prefer southwest, | 
but will consider other location. Box 3558, | 
c/o Automotive News, Detroit 26. 


"BIG T 


service facilities, which can be 





TRUCK MANAGER. Interested in volume 
operation only. Proven record as pro- 
ducer. Thorough knowledge of trucks, 
truck equipment, used truck merchandis- 
ing and reconditioning. Can guarantee a 
profitable operation. If the above qualifi- 
cations are what you are looking for, my 
references will get me the job. Please 
state your full proposition in first letter. 
Box 3561, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER, Volume operator, 
age 38, good organizer with successful 
buyers’ market record managing large 
General Motors dealership. Married, good 
habits, excellent references, factory ap- 
proval and maximum operating results 

Financially able to buy part 

interest. Replies will be held strictly con- 

fidential. Box 3547, c/o Automotive 

News, Detroit 26. 


SERVICE MANAGER. 20 years’ experience 
in diversified dealer operations, volume 
operator, very active, first class refer- 
ences. Would like to locate with aggres- 
sive GM or Chrysler line dealer. Capable 
of dealer management. Apply Box 3562, 
c/o Automotive News, Detroit 26. 

ACCESSORIES REPRE- 

27 years in all phases of 

parts and accessories business, mer- 

chandising, parts department layouts, 
etc. Prefer eastern location with car or 
truck manufacturer or distributor, Box 

3554, c/o Automotive News, Detroit 26 


assured. 





AND 
SENTATIVE, 


HREE" 


DEALERSHIP FOR SALE 


This dealership with a long record of exceptional profits, located 
in Detroit, is housed in a new building with modern sales and 


leased. 


Only the actual inventory of parts, accessories, shop and office 
equipment need be purchased. 


NO PAYMENT. FOR GOODWILL REQUIRED 


Box 3564 
c/o Automotive News 
Detroit 26 











 ._ -— 


eee eb Memru sme 


a 
Ees 


eeericn 


}2 








| ot 


EXTI 
your 
(To ' 
the | 


MU 


AUTOMOTIVE NEWS, NOVEMBER 14, 1949 


& 





USED CARS WANTED 


CLEAN OLD FORD, prefer 1914 model. 
Write Roy Hoffheinz, Houston, Texas. 


USED CARS FOR SALE 


POSITION WANTED 


ERVICE MANAGER seeking permanent 
connection with weil established, straight- 
hooting G.M. or Chrysler dealer, who 
will recognize ability, integrity and hard 
work and who might eventually consider 

















velling me ar interest in dealership. 
an Cwenty years’ experience, good education, 
reputation, health. Married, sober. Pres- a= A U T O cone 
tors and ently managing fifteen-man G.M. auto, 
promot- Diesel and body shop. Can furnish A-i 
, ; recommendations trom factory and em- A U ¢ 7 | O N 
ize an ployers. Prefer Western U. 3. but will 
itomatic- iocate wherever reai opportunity exists. 
3¥, c/o Automotive News, Le- 
essen | “ 
distrib. A Tae aun ueend SEKVICE - 
- service experience 
ons.) wishes to make connections in a similar HORSEHEADS, NEW YORK 
' capacity ith car manutacturer, Have 
. of the been with present empioyer (a leading EVERY FRIDAY 
unginee rs car manufacturer) for 12 years in vari- 
a report ous capacities, At present handling ueid 
H R compiaints, product anaiysis and product 
rs « ie umprovement with very creditabie resuits, 
Cloud of box 3546, c/o Automotive News, Le- 
a 26. . DANVILLE, PENNA. 
aes ABLE RUCK SALES SPECIALIS1 
aoe ore a” wants 1actory sales representation, ‘Truck EVERY WEDNESDAY 
way equipment or aiiied line for midwesi or 
ons to ne southwest. Box 3545, ¢/O Automotive 
ese units _News, Detroit 20. You will always find real action at 
ibrication DEALERSHIP WANTED both these auctions. 
ViLL INVEST UP TO $75,000 tor manage- 
t not ment interest in ‘‘Big ‘hree’’ deaiership R. D. WEST, Prop. 
itage, no socated in southwest or will purchase out- Jos. &. Joh T Rickard 
ustry but right at book vaiue up to §$15v,vuUU. s. ©. inson ex llcker 
retroleum wourteen years’ experience in tne wvusi- Auctioneers 
Vv if id ness, age 4u, factory approvai assured. 
Vo said, Box 3559, c/o Automaive News, De- 
a single troit 26. 
y greatly (OUNG MAN INTERESTED in purchasing ° eg 
of recom- interest in an established dealership Philadel hia s 
jing con- whose (ar desires tus or paruai reure- Pp 
r ment, Now generai manager ot metro- 
‘esult in omen ae ee mxXperienced in ai DEALER AUCTIONS 
| with the phases of the business, both prewar auu 
postwar. Will arrange tor persenai inter- Every Tuesday and Thursday 
view at your convenience, Write box 12 NOON 
rned that so0u, ¢/O Automotive News, Decroit 2b. * 
srior sub- )EALERSHIP WANTED. Pontiac, Chevro- e 
in costly let, Oldsmobile, etc. 150-3UU. Within 3uU Harry D. Gilbert 
ts mites New York City, saneiy priced. 
° : Communications connaentiai, Competent, neer: 
\utomatic experience - wise and capitai, voseph Automobile Auctio : 
, A’, pre- sirchard, New Providence, N. J. 6600 N. Broad St. Phila., Pa. 
wn brand INTERESTED IN SECUKING new car e 
1 adopted oo in Soushonst ruorida, One = PLENTY OF CARS AND BUYERS 
: F ‘three’’ or make precerred. 4 
fluid for to 4U0U car potential, Will pay cash it WEEKLY PRICES — ON REQUEST 
enger-car right deai available. Box s55v, c/o Auto- 
” “they _motive News, Detroit 26. Tel. Livingstone 8-3000 
“ % . Small “Big Three’ ueaiership 








in south or midwest, Will consider pari- 
nership. Box 3540, c/o Automotuve News, 
Detroit 26, 








DEALERSHIP AVAILABLE 
FOR SALE (now handling 
( ), metropolitan New Jersey, New 
city area. Gross sales 1949 over 
080. Inventory, equipment, etc., at 
cost, Modern showroom, modern service 
department. Good lease avaliable, very 
rent, or can purchase building. 
‘Good income from building. Also avaii- 


ROLLS ROYCE 
Town sedan, P2 model, black, immaculate 
throughout, new 6-ply tires with 2 sidemounts. 
A real buy at $1,450 


FRED COZZI 
1934 N. Fairfield Avenue 
CHICAGO 47, ILLINOIS 
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WANTED. Packard roadster. 


best located and modern used car 
im this area of New Jersey. $25,000 
purchase dealership and used car lot 
can be purchased separately, Box 
1, c/o Automotive News, Detroit 26. 
JRSHIP in small southern town, now 
diing Studebaker, Old, well estab- 
ed dealership with excvilent iocation, 













AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


iding, equipment and furnishings. 1 . eer : 
my 4606, c/o Automotive News, Y_ Mile East of Illinois State Line 
<roit 2b. On Route 30 


EVERY FRIDAY... 11 A.M. 
175-CAR AVERAGE 


Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


*AANCHISE in south Alabama town of 
3,500 to 4,000 population, now handling 
siudebaker. Potential and location excel- 
lent. Will sell parts and equipment for 
$9,000 cash. Must qualify witn factory. 
Will lease building at $130 per month. 


GEO. LAWSON—Owners—BUD FENNEMA 
Photographs and other facts upon re- 
quest, Box 3557, c/o Automotive News, 


DUTCH STUART, Auctioneer 
Detroit 26. 


eee Dyer Auto Auction 














DEALER SERVICES Phone 4111-4051 DYER, IND.” 

(WVENTORY SPECIALISTS. Parts and ac- Res.: Lansing, Ill. 730 and 
cessories inventories taken accurately, “Lansing, il, 107R 
economically and quickly in Michigan, | _ es 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. ee Automobile —— 
Inventory Service, 4690 Newport, troit 7 uae 
13, Mich, Phone VAlley 2-9377. YOU'RE "Saas AT THE . . . 

OMOTIVE EMPLOYMENT SPECIAL- PS Ag A,8 z , rain 


I8STS. Serving both employers and em- 
ployes, Sales, service, parts, ofhice and 
management, inquiries solicited. Cardinal 
Agency, 505 5 Ave., New York, N. Y. 


USED CARS WANTED 


SALE EVERY WEDNESDAY 


(Vern Slater—That hardworking 
{Auctioneer "Wild Bill" Donker 
|—the Boss and ‘'Ring Laborer" 


Wm. P. Donker, Prop. 


MEET 





Ellison | Member—N.A.A.?P.A. 


Whelen, Rosemont, Pennsylvania. 








| 
| 
| 


Oldsmobile and Pontiac Hydra-Matic 


Transmission Exchange 
ANY MODEL $95 


Immediate Shipment | Guaranteed Performance 
Completely reconditioned, run-in and block-tested 
Performance guaranteed 90 days or 4,000 miles 
EXTRA RUSH JOBS—If you wish shipment of an Exchange Transmission before 
your old unit is received, a deposit of $65.00 will be added to your invoice. 
(To avoid C.O.D. charges, send $160.00 in advance). Upon receipt of your unit 
the deposit will be refunded immediately. Freight, f.o.b. Chicago. 


Write, Wire or Phone Today for Complete Details 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. Telephone CAlumet 5-2000 Chicago 16, Ill. 


Authorized Oldsmobile Dealer 
Largest Stock of Genuine Oldsmobile Parts in the Middle West 











Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Auctioneers: Col. Bill Suddarth and Col. Bob Keller 
Every Friday 
HUNTSVILLE, ALA. 
Phone 3188XJ 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 








USED CARS FOR SALE 


PARTS FOR SALE 





1948 HILLMAN CONVERTIBLE COUPE. FOR SALE. New 1941-1942 Nash 6 60 Am- 


One owner. Excellent condition. Will sac- 
rifice at $985. Steudel Motors, Inc., 8620 
Lorain Avenue, Cleveland, Ohio. 





ATTENTION DEALERSIII 


1947 PACKARD CLIPPER 6-CYL. 5400 
4-DOOR SEDANS, for only 


Also . . . AT GREATLY REDUCED PRICES 
1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


4038 CHESTNUT ST. @ PHILA., PENNA. 
EVergreen 2-0400 — Herbert Cole 
SHerwood 7-1700 — Morris Freedman 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 


HURSDAY 
the Cross-Roads of America 


IDLANAPOLES, INDIANA 
Col. V. Martin, Auctioneer 
915 N. Iiiteore "St. 











LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 





AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





TRUCKS FOR SALE 


FOR SALE — SACRIFICE. New Holmes 
Road King wrecker mounted on new 1948 
Chevrolet 6403 chassis; 2-speed axle, 8.25 
tires, fresh air heater and defroster, turn 
signals, etc. Complete—our price $2,850. 
List $4,231. M. E. Wyatt & Son, 760 
Water St., Meadville, Pa. 


NEW 1948, two-ton Chevrolet truck, stand- 
ard cab, 148” wheel base, 1805 truck 
steel conversion unit, equipped with 
double frame, radius rods, heavy duty 
rear axle with Clark wheels, 9.00 x 20 
dual rear tires, 8.25 x 20 front tires, 
4-speed transmission, heavy duty front 
and rear springs, tachometer, heater, de- 
froster and cab lights for $500 less than 
cost. Phone 115, Breckenridge, Michigan. 


NEW 1949 DODGE VX-172 cab and chas- 
sis, Timken six wheel tandem drive unit, 
with model T-70 2-speed transfer case. 
9.00x20—10-ply tires, front and rear; 
100% air brakes; No. 3500 front springs, 
No. 12500 rear springs; color, red; 172” 
wheelbase; 102 cab to axle. Empty 
weight 11,400 pounds. Gross vehicle rat- 
ing approximately 35,000 pounds. Avail- 
able below dealer's cost, Smith-Utter- 
back, Inc., 1001 W. Broad St., Rich- 
mond, Va 

FIRE TRUCK. Seagrane tripe combination, 
pumper with booster tank, all equipped. 
Perfect condition. Bargain. Arlington 
Motor Co., 852 Main St., Poughkeepsie, 
N. Y. 








PARTS FOR SALE 


CHEVROLET TWO-SPEED AXLES. Two 
assemblies complete with axles, hubs and 
brake drums. Will fit 1940 to 1949 Chev- 
rolet trucks and also some models 
G.M.C. Sinders Chevrolet Co., Jasonville, 
Ind. 

NEW CHEVROLET COMPLETE MOTORS. 
216 cubic inch—$199, 235 cubic inch— 
$215. All engines crated, include head, 
pan, manifold, water pump, crankshaft, 
valves, rods, clutch disc, valve springs, 
push rods, rocker arms and shafts, tim- 
ing gear and cover, piston and piston 
rings, camshaft, bearing, pressure assem- 
bly, clutch housing. Anderson Chevrolet, 








Inc., 16220 Kinsman Rd., Shaker Heights 
20, Ohio. Tai = a 
|FOR SALE, approximately $10,000 stock 


Kaiser-Frazer parts at liberal discount 
to clean up liquidation of distributorship. 
M. L. Cramer, Trustee, P.O, Box 184, 
Hastings, Nebr. 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We Are Quantity 
Shippers of All General Motors’ 
Parts. . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 














bassador engine block, sacrifice, Go-More 
Chevrolet Co., Washington, N. Car. 


TRUCK EQUIPMENT WANTED 


WANTED. % and 1% ton truck cabs and 
bodies. Quote prices. Auto Service and 
Wrecking Co., Buford, Ga. 


TRUCK EQUIPMENT FOR SALE 


SALE. White half-track engines. New sur- 
plus model 160-AX engines. Complete 
with accessories in original crates. Ex- 
cellent for industrial purposes. Price 
$450, F.O.B. Cleveland, Ohio. Call or 
write. The U. S. Truck Sales Co., 1750 
E. 55th St., Cleveland, Ohio. 


SHOP EQUIPMENT WANTED 


WANTED, Latest model motor analyzing 
equipment, distributor drive tester, grease 
equipment. Must be in A-1 condition and 
reliable make. Give detailed information 

Co., 





in first letter. Motor 


Waynesboro, Va. 
SHOP EQUIPMENT FOR SALE _ 


USED EQUIPMENT 
FOR SALE 


Baugher 











1—Bean Wheel Aligner—Above Floor Type 


Phone Lincoln 5383 |: 


1—Joyce Grease Hoist—Single Post Type 

1—Champion 60 Gallon Tank—Two Horse 
Power Motor 

I1—Lincoln Lubrication Outfit—Complete 
Mechanics Benches—Office Desks, 
Chairs, etc. 


All above equipment in good condition. 


4315 Lincoln Avenue 


SHEAIR MOTOR SALES 


Chicago, Illinois 
Phone Wellington 5-7470 





PARTS BINS FOR SALE, Burloy bins, 


continuous section type (two or more 
units), 13 shelves per bin, 40—six and 
nine inch dividers per bin. $35 each 
F.O.B. Memphis, Tenn. Herff Motor Co., 
Memphis, Tenn. 


BEAR MACHINE, Heavy-duty No. 900-830 


with passenger car and truck front-end 
and frame attachments. In use two 
years, excellent condition, Complete cost 
new, $3,465; bargain, now $1,500. Re- 
liable Chevrolet Co., Meridian, Miss. 


ANTIQUE CARS FOR SALE 


1917 CHEVROLET ROADSTER in running 


condition, Write for pictures. Sinders 


Chevrolet Co., Jasonville, Ind. 


MISCELLANEOUS 


WANTED 
AUTO LITERATURE 


Organization forming automotive library 
needs new or used copies of out-of-print 
books. 


Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Epstein's “The Automobile Industr, 
Cohn's “Combustion on Wheels” 
Seltzer's “A Financial History of the 
American Automobile Industry” 
Write Box 3476 
¢/0 Automotive News, Detroit 26 














SAVE $$$ . . . BUY DIRECT 
Automatic (isa moder) BraKinGs 


Complete with Controlled Steeri x] 
Guide Cables & = Heros) 554 
« «+ «$100.00 


oy DEALS 220222250.[3295.00 
Tow Bar Sales Company 


i a Factory Distributors 


DE 2 = 0702 Nites DO 3-8373 
40 to." CLINTON ST., CHICAGO LL. 
Denver: KE 2323 — Los Angeles: OL 9762 





ENGINE REBUILDING — Crankshaft 
grinding and  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 
St., Lynchburg, Virginia. 


See Advertisement Page 57 


MOTO-MATIC TOW GUIDE* 


PILOT DISTRIBUTING CO. 
Battie Creek, Mich. 
*Trade Mark and Patented 





ATTENTION CAR DEALERS 


1,000 recap tires—$3.95 each. Surplus stock 
Your choice 550/16, 650/16, 650/15, 7" 
20% of order can be /\6. oodyear & 
Firestone deep tread designs. Terms 25 with 
order or deduct 5% for check in full. 
Immediate shipment. 
BECRAFT TIRE CO. 
162-166 E. Market St. Corning, N. Y. 











AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION - - FORT WAYNE, IND. 


11:30A Bring your cars or send them Monday, Monday Nite 
e ollie 


or Tuesday A.M. Our guarantee: You must be satisfied. 
Call us for Hotel Reservations: 


EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. 


FORT WAYNE, IND. 





WANTED: automotive propucts To SELt 


Large, long-established manufacturer of automobile parts and 
accessories (AAA-1) offers services of sales organization to 
one or two makers of related products. Present line now selling 
both for original equipment and to nearly 2,000 warehouses 


and service distributors who serve car dealers, garages, service 
stations and other retail outlets. Complete national and export 
coverage; will assume sales, advertising, sales promotion re- 
sponsibilities. If your product is automotive and you're handi- 
capped by lack of adequate sales coverage, write in confidence 
Box 3498, c/o Automotive News, Detroit 26. 





Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Jobber (] Insurance [] Financial [] Supplier [) i 
| 

Wel a cx sy a Wel eALk el ae aa Kae een ek tee 

| 


11-14-49 





seeme 


Yes, miles do seem shorter when 
you’re riding on seats cushioned 
with Restfoam. 


More motorists every day are 
discovering the luxurious com- 
fort that Restfoam provides. They 
like the way this pure latex foam 
yields to every body contour... 
yet affords firm, natural support. 


Reason enough why Restfoam is 
going into many of the nation’s lead- 
ing automobiles! 


Restfoam is produced by the 


most modern and efficient mass- 
production techniques known. 
That means you can always be 
sure of uniform quality. 


Remember, you profit from last- 
ing customer satisfaction when 
you sell cars with seats cushioned 


d like a short trip!" 


with Restfoam. That’s because 
Restfoam puts any car in the 
luxury class for comfort. 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 
Bidg., Detroit 2. Phone TRinity 3-6970. 


witt ... 


TFOA 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS 





INCORPORATE 











